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Patriot-Silversmith’s Own Story 


Description Written by Paul Revere, of His Famous Ride, and Capture by British Published 


HE belief in many quarters that 

the only account of the famous ride 
of Paul Revere, the patriot and famous 
silversmith, is to be found in Longfellow’s 
poem and the early school histories is 
apparently erroneous as the National 
Republic recently brought out the fact 
that Revere himself had written a _ full 
account of his midnight gallop to warn the 
colonists of the impending raid by British 
soldiers. 

As set forth by the National Republic 
Revere’s own story of the historical event 
is as follows: 

“I was sent for by Dr. Joseph Warren 
of Boston on the evening of the 18th of 
April, about 10 o’clock; when he desired 
me to go to Lexington and inform Mr. 
Samuel Adams, and the Hon. John Han- 
cock, Esq., that there was a number of 
soldiers, composed of light troops, and 
grenadiers, marching to the bottom of the 
Common, where there was a number of 
boats to receive them; it was supposed that 
they were going to Lexington by the way 
of Cambridge River, to take them, or go 
to Concord to destroy the colony stores. 

“I then proceeded immediately, and was 
put across Charles River and landed near 
Charlestown battery, went in town and 
there got a horse. While in Charlestown, 
I was informed by Richard Devens, Esq., 
that he met that evening, after sunset, nine 
officers of the Ministerial Army, mounted 
on good horses and armed, going toward 
Concord. 

[Ministerial Army meant the British 
regulars in Boston. The people of Massa- 
chusetts at this time felt themselves loyal 
subjects of the king, fighting for their 
rights as English subjects against the illegal 
acts of the Lord North ministry.] 

“T set off. It was then about 11 o’clock; 
the moon shone bright. I had got almost 
over Charlestown Common, toward Cam- 
bridge, when I saw two officers on horse- 
back standing under the shade of a tree, 
m a narrow part of the road. I was 
near enough to see their holsters and cock- 
ades. One of them started his horse to- 
ward me, the other up the road, as I 
supposed, to head me should I escape the 
first. I turned my horse short about and 





in the “National Republic” 


rode upon a full gallop for Mistick Road, 
and alarmed Mr. Adams and Col. Hancock. 


CAPTURED BY THE BRITISH 


“After I had been there about half an 
hour Mr. Dawes arrived, who came from 
Boston, over the neck. 

“We set off for Concord, and were over- 
taken by a young gentleman named Pres- 
cott, who belonged to Concord, and was 
going home. (Prescott had been calling on 
his sweetheart at Lexington.) When we 
had got about half way from Lexington to 
Concord the other two stopped at a house 
to awake a man. I kept along. When I 
had got about 200 yards ahead of them I 
saw two officers as before. I called to my 
company to come up, saying here was two 
of fhem (for I had told them what Mr. 
Devens told me, and of my being stopped). 
In an instant I saw four of them, who rode 
up to me with their pistols in their hands, 
saying “——_—- ——— you, stop. If you go 
an inch farther you are a dead man.’ Im- 
mediately Mr. Prescott came up. We 
attempted to get through them, but they 
kept before us, and swore if we did not 
turn into that pasture they would blow our 
brains out (they had placed themselves op- 
posite to a pair of bars, and had taken the 
bars down). They forced us in. When 
we had got in Mr. Prescott said, ‘Put on!’ 
He took to the left; I to the right toward 
a wood at the bottom of the pasture, in- 
tending when I gained that to jump my 
horse and run afoot. Just as I reached it, 
out started six officers, seized my bridle, 
put their pistols to my breast, ordered me 
to dismount, which I did. 

“One of them, who appeared to have the 
command there, and much of a gentleman, 
asked me where I came from. I told him. 
He asked what time I left it, I told him; 
he seemed surprised and said, ‘Sir, may I 
crave your name?’ I answered, ‘My name 
is Revere.’ ‘What,’ said he, ‘Paul Revere?’ 
I answered ‘yes.’ The others abused much, 
but he told me not to be afraid; no one 
should hurt me. I told him they would 
miss their aim. He said they should not; 
they were only waiting for some deserters 
they expected down the road. I told him 
I knew better; I knew what they were 


after; that I had alarmed the country all 
the way up, that their boats were caught 
aground and I should have five hundred 
men there soon. One of them said they 
had fifteen hundred coming. He seemed 
surprised and rode off into the road and 
informed them who took me. They came 
down immediately on a full gallop. One 
ct them (whom I since learned was Major 
Mitchell of the Fifth Regiment) clapped 
his pistols to my head and said he was going 
to ask me some questions. If I did not 
tell the truth he would blow my brains 
out. I told him I esteemed myself a man 
of truth, ‘hat he had stopped me on the 
highway and made me a prisoner, I knew 
not by what right. I would tell him the 
truth. I was not afraid. He then asked 
me the same questions that the other did 
and many more, but was more particular. 
I gave him much the same answers. He 
then ordered me to mount my horse. They 
first searched me for pistols. When I was 
mounted the major took the reins out of 
my hands and said, ‘You are not to ride 
with reins, I assure you,’ and gave them to 
an officer on my right to lead me. He then 
ordered four men out of the bushes and to 
mount their horses. They were country- 
men, which they had stopped, who were 
going home. Then ordered us to march. 

“He said to me, ‘We are now going 
toward your friends, and if you attempt to 
run or we are insulted we will blow your 
brains out.’ When we had got into the 
road they formed a circle and ordered the 
prisoner in the center and to lead me in the 
front. We rode toward Lexington, a quick 
pace; they very often insulted me, calling 
me rebel, &c., &c., after we had got about 
a mile I was given to a sergeant to lead, 
he was ordered to take out his pistol (he 
rode with a hangar), and if I run to execute 
the major’s sentence. 


ALARM GUNS SOUND 


“When we got within about half a mile of 
the meeting house we heard a gun fired. 
The major asked me what it was for, I 
told him to alarm the country; he ordered 
the four prisoners to dismount, they did, 
then one of the officers dismounted and cut 
the bridles and saddles off the horses and 
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drove them away, and told the men they 
might go about their business. I asked the 
major to dismiss me; he said he would 
carry me, let the consequences be what it 
will. He then ordered us to march. 

“When we got within sight of the meet- 
ing house we heard a volley of guns fired, 
as I supposed at the tavern, as an alarm; 
the major ordered us to halt; he asked me 
how far it was to Cambridge and many 
more questions, which I answered. He then 
asked the sergeant if his horse was tired, 
he said yes; he ordered him to take my 
horse; I dismounted, the sergeant mounted 
my horse; they cut the bridle and 
saddle of the sergeant’s horse and rode 
off down the road. I then went to the 
house where I left Messrs. Adams and 
Hancock and told them what had happened; 
their friends advised them to go out of 
the way; I went with them about two 
miles to a crossroad. 

“After resting myself I set off with an- 
other man to go back to the tavern to 
inquire the news; when we got there we 
were told the troops were within two miles. 
We went into the tavern to get a trunk 
of papers belonging to Col. Hancock. Be- 
fore we left the house I saw the Ministerial 
troops from the chamber window. We 
made haste and had to pass through our 
militia who were on. a green behind the 
meeting house to the number as I supposed 
about fifty or sixty, I went through them; 
as I passed I heard the commanding officer 
speak to his men to this purpose: ‘Let the 
troops pass by and don’t molest them with- 
out they begin first.’ I had to go across 
road; but had not got half gun shot off 
when the Ministerial troops appeared in 
sight behind the meeting house. They 
made a short halt when one gun was fired. 
I heard the report, turned my head and 
saw the smoke in front of the troops, they 
immediately gave a great shout, ran a few 
paces and then the whole fired. I could first 
distinguish irregular firing which I sup- 
posed was the advance guard and then 
platoons; at this time I could not see our 
militia for they were covered from me by 
a house at the bottom of the street.” 


GOLDSMITH AND DENTIST 


Paul Revere was the son of a French 
Huguenot, Apollos Rivoire, born 1702, and 
was apprenticed to the famous silversmith, 
John Coney, who came to America early 
in the 18th century. Paul was born in 
Boston in 1734—two years after the birth 
of Washington. In his father’s shop he 
learned the trade of goldsmith and silver- 
smith and became a popular designer of 
silver teapots, sugar bowls, cream pitchers, 
spoons and other articles, many of which 
are still in existence and bear the imprint 
“Revere.” 

One of his side lines was dentistry, which 
he practiced whenever there was a lull in 
gold and silver smithing. After the Battle 
of Bunker Hill he identified the body of 
Joseph Warren by a false tooth that he 
had inserted in the jaw of that famous 
patriot, 

Revere had had a taste of war before 
the outbreak of the Revolution, having 
served as a second lieutenant of artillery 
in the French and Indian war. 

His quality of horsemanship, which en- 


abled him to ride over any kind of road. 
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day or night, was acquired through the 
natural course of his business. For years 
he delivered his silverware to his country 
customers on horseback. He would pack it 
in his saddlebags and go galloping over the 
rough country roads, 

It does not seem to be generally known 
that he made several important rides pre- 
vious to the one immortalized by the poet. 
After the Boston Tea Party, for instance, 
he was chosen to carry the news of that 
event to the New York Sons of Liberty. 
And in May, 1774, he carried the news of 
the Boston port act to Philadelphia, making 
the trip in the record-breaking time of six 
days. While on this trip he checked his 
horse at every house and left a printed 
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his silversmithing and conducted a hardware 
store in connection with it. In 1792 he 
opened a bell and cannon foundry. It is 
said that more than seventy-five bells cast 
by him are in present-day use in the 
churches and town halls of New England. 

It ought to be remembered by the people 
of the present generation that Paul Revere 
had a hand in the construction of the 
famous battleship Constitution. He not only 
furnished all of the brass and copper work 
for that historic vessel but cast her ship’s 
bel!, which was shot away during the battle 
with the Guerriere. 

Retiring from active business life had no 
appeal for this busy man. In 1801, when 
he was 66 and his hair snowy white, he 


PAUL REVERE, THE PATRIOT SILVERSMITH 


It was this news 


copy of the hated act. 
Continental 


that produced the first 
Congress. 

When the Revolutionary Government of 
Massachusetts was established Revere was 
employed to engrave and print the first 
money used by it. 

In November, 1775, the Continental Con- 
gress sent him to Philadelphia to study 
powder making. A few hours’ observation 
enabled him to return and superintend the 
construction of a mill at Canton, Mass. 

After the evacuation of Boston he was 
commissioned a  lieutenant-colonel of a 
regiment of artillery, which was stationed 
at the Castle for the defense of Boston 
harbor. He participated in the campaigns 
against Newport in ’78 and Penobscot in 
79. He was also one of the owners of the 
privateer Speedwell. 

VERSATILE AND BUSY 
After the Revolutionary War he resumed 


branched out into a new business. He 
bought the old powder mill at Canton, a 
dozen miles out of Boston, and converted 
it into a copper-rolling mill. At that time 
all of the sheet copper came from England. 


From the product of his mill he coppered 


the State House dome in 1802 and recop- 
pered the bottom ‘of the Constitution in 
1803, just prior to the trouble with Tripoli. 
He also furnished the copper sheets for 
some of Robert Fulton’s first steamboat 
boilers. 

Revere’s work as a silversmith is a sub- 
ject that would fill volumes and articles of 
his craftsmanship are in the principal mu- 
seums and silver collections. 

Paul Revere died May 10, 1818, aged 83. 
H was the father of sixteen children, eight 
by his first wife and eight by his second. 
His son Paul was also a silversmith, as 
was his brother Thomas and the latter’s 
son Edward. 
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Review of the German Jewelry Industry 


Some Facts About the American Jewelers’ Chief Competitors in Foreign Markets, Based on a 
Report by Erik W. Magnuson, United States Consul at Stuttgart to the Department 


(Continued from issue of June 8) 


Exports by Values and Chief Markets 


The following statistics give in marks the 
value of Germany’s chief exports of jewelry, 
precious metals and manufactures, and silver- 
ware, together with the leading markets for 
each commodity, for 1926. The values are 
given for Germany’s total exports of the 
respective items. (One mark equals $0.238. ) 





of Commerce 


plated jewelry, and Italy for silver-plated 
goods. 

While German jewelry exports on the 
whole register marked recessions in the 
world’s markets, shipments to the United 
States have increased considerably over pre- 
war deliveries. This is in spite of the high 
American import tariff of 80 per cent. ad 
valorem, which applies to practically all 
kinds of jewelry except cut semi-precious 
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GERMAN EXPORTS OF JEWELRY AND ALLIED FRODUCTS, 1926 


1,000 
Commodity Marks 
Ce Oe 3,403 


Pearls, synthetic 


993 27,700.0 


Total Principal Countries to 
Kilos Which Exported, in Kilos 
36.2 United States, 5.6; Great Britain, 5.6; 


France, 4. 
Czechoslovakia, 9,300; United States, 6,400; 
Great Britain, 3,400. 





Precious StOMES .. 0. cccccscsescece 7,399 122.6 United States, 46.2; Italy, 21.6; Great 
Britain, 13.3. 

Precious stones, synthetic........... 805 390.4 United States, 161.1. 

Platinum, iridium, osmium, palla 

0 ee eee eer 5,250 391.2 United States, 126.4; Netherlands, 87.5; 

Great Britain, 64.5; Switzerland, 44.1. 

Alloyed gold, hammered and rolled. . 2,078 920.6 Switzerland, 504.2; Netherlands, 154.4; 
Italy, 139.2. 

Gold manufactures .......ccccvcses 19,008 11,787.9 Netherlands, 1,107.5; Czechoslovakia, 1,060.2; 
Switzerland, 1,043.2. 

SUG 6.sco 5s Veencineasngnsaees 5,804 25,840.0 Great Britain, 9,682; United States, 5,112; 
Italy, 1,142. 

Platinum manufactures ............ 6,530 2,542.4 Austria, 611.4; Great Britain, 563.6; Nether- 
lands, 365.4. 

Alloyed silver, hammered, rolled and 

URA-PUMIER oo ss ses ce ec tines vaeeees 975 12,871.0 Denmark, 4,765; Norway, 3,884; Nether- 

lands, 1,910. 

ET So aviccn ky vase ehiee s causa 176 1,851.0 Sweden, 727. 

Diver CADIEWATE: 06 cicccecccccccsass 3,930 31,509.0 Switzerland, 4,991; Netherlands, 3,229; 
United States, 2,788; Sweden, 2,786. 

Jewelry, braided, woven, of silver... 13,328 47,700.0 Netherlands, 5,041; Switzerland, 4,787; Great 
Britain, 4,185; United States, 3,250. 

Gold, fine, alloyed, crude, etc........ 9,497 3,352.0 Austria, 1,226.9; Italy, 691.7; Switzerland, 
671.2. 

Silver, fine, alloyed, crude, etc...... 26,061 289,625.0 Great Britain, 70,645; Austria, 94,381; Swit- 
zerland, 42,002. 

Gold-plated jewelry ..............4. 14,003 131,012.0 Spain, 20,934; Great Britain, 14,055; Brazil, 
9,590. 

Other gold-plated goods............. 5,155 91,982.0 Great Britain, 24,708; Switzerland, 6,394; 
Netherlands, 4,628. 

Silver-plated jewelry ..........+..6- 1,610 45,900.0 Brazil, 4,700; Sweden, 3,000; Spain, 2,400. 

Other silver-plated goods............ 15,061 980,700.0 Switzerland, 97,700; Sweden, 86,100; Italy, 
69,600. 

Imitation leaf gold and silver....... 768 31,100.0 United States, 12,400; France, 5,500. 

Ornamental jewelry and articles..... 2,820 58,400.0 Great Britain, 7,400; United States, 7,100; 
Spain, 5,300; Italy, 3,500. 

MMMM fone sSiasssarniais ere a xateueimieiana le alas 1144,654 1,795,733.3 








Great Britain and the United States are 
the leading markets for a large part of Ger- 
many’s jewelry. Both of these countries take 
the lead in buying pearls, platinum and re- 
lated metals, and leaf gold. Great Britain is 
the chief market for silver jewelry and gold- 
plated goods, while the United States is the 
Principal buyer of genuine and synthetic 
precious stones, synthetic pearls, ornamental 
jewelry, and imitation leaf gold and silver. 

South America, while taking considerably 
less of Germany’s jewelry than formerly, 
still is one of the best fields for some arti- 
cles. Argentina leads as a market for plati- 
num manufactures and Brazil for silver- 
plated jewelry. 

The Netherlands is the leading market for 
gold manufactures, Switzerland for silver 
tableware and silver wire, Spain for gold- 


stones, for which the duty is 20 per cent. 
The lower import duty on semi-precious 
stones is reflected in the exports of such 
stones, which as a result constitute one of the 
largest declared jewelry exports and in 1924 
considerably exceeded in value all other 
individual items. 

The increased trade with the United States 
may be traced in part to the difficulties en- 
countered by the German industry in for- 
merly good markets. The situation thus 
arising has developed concerted sales efforts 
in the United States, the success of which 
is evidenced by export statistics. 


PERIODIC FAIRS AT STUTTGART 


As a means of obviating the possible dan- 
ger of losing ground in the world’s markets 
because of the development of the jewelry 


industry in a number of countries during the 
war, periodic jewelry fairs have been estab- 
lished in Germany. The first jewelry fair, 
under the name of “Stuttgarter Jugosi-Edel- 
messe,” was held in Stuttgart in the summer 
of 1919. This has since been repeated every 
six months. All of these fairs are under- 
stood to have met with considerable success 
and have advantageously served the purpose 
for which intended. 

The original object of the fair was pri- 
marily to collect and display in a compact 
manner to the export trade the production 
of the German jewelry industry, in order to 
convince foreign buyers that the production 
had not been adversely affected by the war. 
The fair also has served as a means of fur- 
thering personal acquaintances among buyers, 
sellers and manufacturers. Stuttgart has 
thus become the center of the German 
jewelry industry, where trade representatives, 
as well as both foreign and domestic buyers, 
gather every six months for business and 
study of the German jewelry situation. 

The semi-annual fair at Stuttgart and the 
permanent trade exposition at Pforzheim 
have done much to promote the interests of 
the German jewelry industry in foreign mar- 
kets. While the Pforzheim exposition was 
established primarily for the advantage of 
the Pforzheim export trade alone, the bene- 
fits derived from the periodic fairs at Stutt- 
gart are not confined to any particular place 
or territory but are open to the entire Ger- 
man jewelry industry. 


Jewelry Retail Market in Germany 


The general unfavorable economic condi- 
tions which prevail in Germany exercise a 
depressing influence on the jewelry retail 
market there, according to the jewelry deal- 
ers. The demand for jewelry and gold 
manufactures is exceedingly small, more in- 
terest being displayed in the purchase of sil- 
verware. 


Contributing factors to the adverse situa- 
tion are: The money shortage in Germany, 
heavy unemployment, severe taxation, and the 
low purchasing power of the laboring and 
middle classes. The result is that, in contrast 
to the unprecedented business done during 
the inflation years when everybody ex- 
changed paper marks for more stable values, 
the present demand is the poorest on record. 

In comparison with 1925, which was also 
an unfavorable year for jewelry dealers, the 
1926 retail jewelry business has fallen off 
about 50 per cent. A slight improvement 
has been manifest during the past few 
months, which is ascribed chiefly to the re- 
moval of the luxury tax. A substantial im- 
provement is not expected for some time to 
come. 

The price of jewelry depends on the work- 
manship, style and metal value embodied in 
each article. The same is true of stones, like 
sapphires, rubies and emeralds, owing to the 
great differences in quality. The approxi- 
mate retail prices of diamonds, given in the 
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Short History of Cameos 





Large Present Vogue Makes 
This Item of More Than 
Usual Interest 


Cameos are gems cut in relief. They 
are carved on cornelian shell, tropical 
sea shell, onyx, sardonyx, agate and 


other stones which possess layers of 


varying color. 
The different tints of the shell or stone 


are skilfully utilized to obtain effective 
graduations of color at different depths. 
Shell cameos are most popular because 
they give the most delicate results. 
The carving of gems was one of the 
earliest forms of art. The ancients 


carved crude animals on stone. These 
were succeeded by carvings of deities 
and subjects derived from mythology. 
Later, there were tragedies and myths. 
Finally, we now have portraits and his- 
torical representations. 

Egypt was the birthplace of the 
Cameo. Egyptians believed in charms 
and therefore produced emblems which 
possessed a magical or religious signifi- 
cance. In the Greek and Roman period, 
the cameo—a sculpture in miniature— 
reached its perfection. The Greeks 
used cameos for personal adornment 
and household decoration. 

During the medieval period, cameos 
were not made. e art was revived 
during the Renaissance, continuing to 
the present day. 

Among the best examples of ancient 
cameo work is the Sainte Chapelle 
agate in the Bibliotheque Nationale in 
Paris, made of sardonyx; and the Au- 
gustus cameo in Vienna, made of onyx. 
These two specimens surpass, in sizé 
and delicacy of execution, the best mod- 
ern productions in the art. 

One of the largest collections of an- 
cient cameos is the Morgan Collection 
housed in the American Museum of 
Natural History, New York City. 

That cameos are now enjoying one 
of the largest vogues they have ever 
had is evident to every Jeweler. This 
item is well worth the Jeweler’s best at- 
tention. 








“Yes, Everything Is —?” 


Said Paul Pautler of James J. Burke 
Company, St. Louis, to our midwestern 
representative, Jake Levin, on his last 
visit there, ‘Mr. Burke mentioned your 
name in a cable we just received from 
Europe.” Jake, who knows most of the 
customers, bet a couple of cigars that it 
wasn’t so. This is what the cablegram 
said: “Everything is Jake.” (signed) 





Jim Burke. 





Fundamental Rule of Advertising—“Feature Live Items” 


No. 43 











“My Gear Sir: ‘ 
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Letter from Mrs. Chamberiin' 





If Igo to London I will weer them to greet hin, 


"Respectfully, 


—— 


£. C. Chamberlin 
JEWELER AND OPTOMETRIST 


RESPONSIBILITY $38.000.00 


DENISON. [OWA 


June &th, 1927, Ph gt ph | 
ee f AV: t / it ft | 
a ap D\ PERSE ff 
oar atl sor \ Vo & j 
vr, L. Heller, ln wwr~ : 
\ LY 
heller & Son, ‘Inc., \ a iat 
‘ L 4 
yon dy wots : | 
New York, bh.Y. 
— ; : <L)- 
\ : aEeR! L 
l> . aN 4+ 
\ eS 


I received tne beautiful DELTAH pearls this | 
morning and mist Say, I am very grateful for your kind 
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, What the Salesmen Do 


(Censored) 

George J. Klinick is on the high seas 
en route to Europe. Perhaps by now 
he is already at dear old Paris where a 
drink doesn’t necessarily mean a death 
sentence. (The Editor’s secretary, who 
is a Canadian, protests. She says all 
George had to do was go across the 


border.) 


Jake Levin, prima donna of the 
Deltah troupe, is taking a short vaca- 
tion on his farm at Kansas City. This 
farm was formerly the stamping grounds 
of Jesse James. That is how Jake got 


his pearl education. 
* * * 





* * * 





W. E. (Billy) Phillips, fresh from the 





cinema city, is en route to New York, to 
attend our semi-annual sales conference. 
* * * 

So is Sidney Levinson, junior sales- 
man in the Chicago office, whom we 
welcome at New York this week. 

* * «* 

The rest of the boys, lucky for us, are 
working. Otherwise, ’twould be tough 
indeed. 


* * * 


Pearl earrings often 
in matching sets with 
necklaces are a feature 
now and will be bigger 
in the Fall. 

This is a good item 
Jewelers sometimes neg- 
lect. 
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following schedule, was furnished by a Sutt- 
gart dealer. (1 mark equals $0.238.) 


SruTTGcaRt ReTaIt Prices oF D1aAMONDS 


Good Medium Poor 

Carats Marks Marks Marks 
Up to one-fourth....... 700 600 400 
One-half ......+--+eee- 800 650 500 
Three-fourths ......... 900 750 600 
_ URE cen 1,200 1,000 800 


One 
Labor and Wages 


The jewelry industry, perhaps more than 
any other industry in Germany, offers to its 
employes opportunities for advancement to 
responsible positions or opens the doors to 
independent enterprise. This may be accom- 
plished through training afforded in the poly- 
technic schools, whereby apprentices may 
procure positions as factory superintendents 
in the technical departments or as chief de- 
signers in the art sections. 

The next step to independence may be ac- 
complished through partnership with some 
one interested in the jewelry industry who is 
willing to exchange capital for technical 
knowledge. Another way is by the estab- 
lishment of a subsidiary shop which, under 
favorable circumstances, may develop into a 
factory. 

The favorable credit conditions at Pforz- 
heim, which even under the present industrial 
depression are more liberal and elastic than 
elsewhere, are of much help to beginners. An 
important factor in this connection is that 
not only personal but material credits are 
extended; that is, the precious metals may 
be had on. credit while they are being worked 
up into finished jewelry. 

The favorable circumstances under which 
the Pforzheim jewelry industry is operating 
gives to the employes, under normal condi- 
tions, a life unusually free from material 
worries. One factor contributing not the 
least to this favorable situation is that the 
large majority of the jewelry workers liv- 
ing in the country generally have their own, 
though often small, houses. Such workers, 
when compelled to leave the factories on 
account of old age or disability, or when 
their children grow up and perhaps take 
their places in the factories, retire on their 
small holdings and live the remainder of 
their lives in tolerable comfort. The social 
status of the Pforzheim worker has, there- 
fore, gained a relatively high standard. 


UNEMPLOYMENT 


The unemployment in the Pforzheim 
jewelry industry is termed by manufacturers 
as disastrous, and while business lately has 
shown a slight improvement, substantial im- 
provement is not expected in the immediate 
future. .Even office employes do not work 
full time, it is stated, some working only 
three days a week. 

Of the 35,000 workers engaged in the pro- 
duction of jewelry and precious-metal goods 
at Pforzheim, there are approximately 8,000 
unemployed operatives receiving doles and 
2,006 unsupported out of work, according 
to the Pforzheim branch of the German 
Metal Workers’ Union. Only about 10 per 
cent. of the total force, or 3,500, are work- 
ing full time, which leaves the large ma- 
jority of 21,500 on a part-time schedule of 
from two to four days a week. It is stated 
that there are only three or four factories 
at Pforzheim running full time, chiefly in 
filling orders for Argentina. 

As a result’ of unemployment, workers 
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have been compelled to look elsewhere for 
a livelihood. It is stated that from 35 to 
45 jewelry workers emigrate monthly from 
Pforzheim. The Stuttgart consulate’s rec- 
ords show that from 20 to 30 jewelry work- 
ers have emigrated each month from Wurt- 
temberg and Baden to the United States 
during the past year. The largest propo-- 
tion of this emigration is from Pforzheim. 
Wages paid to a skilled jeweler worker at 
Pforzheim usually range from 80 pfennigs 
to 1 mark per hour to operatives over 25 
years old. To a worker between 22 and 25 
years of age a maximum hourly wage of 65 
pfennigs is paid, while diamond setters gen- 
erally get 1 mark. (1 mark equals $0.238.) 


WAGE DISPUTES 


Because of wage disputes the entire work- 
ing force in the Pforzheim jewelry industry 
was locked out on July 10, 1925. Workers 
demanded an increase in wages from 60 to 
80 pfennigs an hour. The lockout ended on 
August 10, 1925, through a decision of the 
Federal Department of Labor awarding a 
minimum hourly wage of 69 pfennigs to 
workers over 24 years of age. On January 
1, 1926, employers gave notice of the can- 
cellation of the agreement and the workers 
were thus without a fixed tariff ufttil August 
1, 1926, when a new tariff was agreed upon. 
The old tariff remains unchanged in prin- 
ciple. The 48-hour week is being retained, 
with extra pay for overtime. Wages are 
the same. Minor changes, such as the 
length of vacations and extra compensation 
in- lieu of vacations, were practically the 
chief new features incorporated in the re- 
cent tariff. 

OUTLOOK 

Labor conditions at Gmund are consider- 
ably better than at Pforzheim, owing to the 
fact that Gmund largely manufactures silver- 
ware, for which the demand during the past 
year has been comparatively good, while 
jewelry sales have been slow. There have 
also been signs of some improvement at 
Gmund of late. Although some of the fac- 
tories work only part of the time, it is 


stated by the Gmund branch of the German - 


Metal Workers’ Union that ring and silver- 
ware factories are fully occupied. It is fur- 
ther stated that on the whole the Gmund 
jewelry and precious-metal industry is at 
present producing approximately 70 per cent. 
of its capacity. 

Of the 6,000 workers engaged in the in- 
dustry, approximately 1,000, or 17 per cent., 
are unemployed, as compared with a 30 per 
cent. unemployment at Pforzheim. No 
strikes or lockouts have taken place at 
Gmund during the past year. This does 
not mean, however, that the workers are 
satisfied. There is no question that the 
workers at Gmund, and especially at Pforz- 
heim, would attempt to better their standard 
of living by striking for higher wages if 
they could afford to do so, but, owing to the 
large unemployment, the workers are glad 
to work for what they can get. 

Wages at Gmund are somewhat lower 
than at Pforzheim. The lower unemploy- 
ment figure at Gmund, however, compen- 
sates for the difference in wages. Skilled 
jewelry and precious-metal workers over 
25 years of age are paid 65 pfennigs an hour. 
An additional so-called efficiency bonus 
(Leistungszulagen) is paid in amounts of 
from 1 to 45 pfennigs per hour, depending 
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on the ability of the worker. Some oper- 
atives receive a straight 20 per cent. of the 
tariff as bonus. Taking it at the highest 
bonus percentage, a German jewelry worker 
does not earn over 26 cents an hour. 


Apprentice Training and Jewelry Education 


The jewelry industry in Germany as rep- 
resented at Pforzheim and Gmund owes its 
prominence in no small measure to the ex- 
cellent educational facilities available alike 
to apprentices and to the industry itself. 
Both Pforzheim and Gmund have a series 
of schools and laboratories where expert 
instruction is given in industrial arts and 
sciences. All institutions co-operate more 
or less intimately with the industry by way 
of disseminating information, answering in- 
quiries, performing laboratorial research 
work, placing literature, exhibits, and lec- 
tures at the disposal of the industry, and in 
many other ways rendering co-operative 
service. ; 


PFORZHEIM GOLDSMITH SCHOOL 


Apprentice and training periods are di- 
vided into groups, and vary in length ac- 
cording to the skill required in the various 
branches of the industry. For instance, in 
group 1 the apprentice must serve ; four 
years in order to qualify as an all-round 
skilled jewelry worker, while group 8 ' calls 
for an apprentice period of only two years. 
All male apprentices must attend the Pforz- 
heim Goldsmith School for three years; fe- 
male apprentices need attend this period only 
when learning one of the fixed jewelry 
trades. The students are instructed in ,sepa- 
rate classes, according ‘to the’ specialty 
studied. lar | 

In the third year a triple selection is ‘made 
among the students, according to aptitude 
and efficiency. The students are then trans- 
ferred either to the drafting department, te 
the workshop of the school, or are admitted 
to the preliminary art school connected with 
the institute. From this section the most 
capable and successful apprentices are ac- 
cepted at the polytechnic school, where they 
have an opportunity to develop into inde- 
pendent designers or factory art superin- 
tendents. 

Although all the students may not: have 
the opportunity of attending the polytechnic 
school, the training afforded jn the two pre- 
liminary technical and art schools 4s of in- 
calculable value to the young workers in 
their adopted trades. The painstaking and 
conscientious fostering of useful arts among 
the young workers, which has been carried 
on for about 50 years, constitutes one of the 
chief factors in the vitality of the Pforz- 
heim jewelry industry. 


PFORZHEIM POLYTECHNIC ASSOCIATION 


The Pforzheim Polytechnic Association 
constitutes the final stage in the educational 
system of the Pforzheim jewelry industry. 
This institution has approximately 1,500 
members and is one of the strongest asso- 
ciations of its kind in Germany. It supple- 
ments the education of the schools and co- 
operates with the industry by means of a 
large library and collection of models, a 
jewelry museum, lectures, and competitive 
art exhibitions, as well as through the pub- 
lication of periodicals, and by giving advice 
and guidance to the industry in general. 

Besides the highly educated, there remains 
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ANSEN & COMPANY, INC. 


CUTTERS AND IMPORTERS OF FANCY 
SHAPED DIAMONDS EXCLUSIVELY 


527 Fifth Avenue NEW YORK 
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the large number who have attended the 
compulsory schools. Then comes a consid- 
erable number who have received limited in- 
struction outside of the trade schools. It is 
this graduated educational system which has 
made it possible for Pforzheim to procure 
labor for all its various needs and to bring 
the industry up to its present standing. 
STATE JEWELRY HIGH SCHOOL AT GMUND 


Jewelry education at Gmund is carried out 
along the same lines as at Pforzheim. 
Gmund is will known for its State Jewelry 
High School (Staatliche Hoerhere Fach- 
shule fuer die Edelmentallindustrie), where 
instruction in industrial arts is given in all 
technical branches of the jewelry industry. 
This institution was founded in 1907, since 
which time it has undergone considerable 
expansion. 

The principal object of the school is to 
educate young men for positions of assist- 
ants, factory and shop superintendents, de- 
signers, modelers, etc. Students are given 
an opportunity to widen their practical 
knowledge by being taught fine technique, 
form and plastics, and through education in 
economics and technical chemistry. 

A special laboratory has been added to 
the school for special trial and research 
work in precious metals. The laboratory 


also serves the jewelry industry in general , 


by its research work in metals and alloys 
used in jewelry production and by extend- 
ing counsel and advice on questions per- 
taining to chemical metallurgy. This 
auxiliary department has grown in impor- 


tance under the exacting requirements which? 
are being felt tore and more by the jewelry, 


industry as regards the chemical, metal- 
ographic, ‘and other peculiar natutes of 
precious metals. 

The Gmund Polytechnic Museum. is also 
an important factor in the educational sys- 
tem of Gmund. The museum is unusually 
well supplied with technological and _his- 
torical collections. It has a library which 
embraces the entire jewelry and precious- 
metal industry in its technical, artistic, and 
economic prases. 

German Law Governing Traffic in Jewelry 

The German federal law of June 11, 1923, 
was enacted with the chief aim of stopping 
flagrant profiteering in jewelry transactions. 

The progressive depreciation of the Ger- 
man currency in. the face of diminishing 
incomes during and after the war drove a 
large part of the population to dispose of 
jewelry and precious metal at ruinous 
prices. In many parts of Germany the ap- 
pearance of an unproportionately large num- 
ber of jewelry buyers resulted, most of 
whom éxploited the impoverished condition 
of thosé who were compelled to sell their 
jewelrygxwSuch transactions proved detri- 
mental Broth the people and the economic 
welfare of the country. It was decided that 
regulatory control by law was imperative. 

These conditions have now for the most 
part disappeared, and it is not expected 
that, since the German currency has become 
stabilized, a similar situation will recur. 
The German jewelry industry, however, con- 
sidered it vital that certain provisions of 
the law should be maintained, particularly 
that part of the old act which prohibits the 
‘buying and peddling of jewelry and precious- 
metal articles in hotel, inns, and similar 


public places, 
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It was, therefore, decided that the new 
enactment of July 1, 1926, should embody the 
principles of the old law. The Federal Gov- 
ernment on the whole also accepted the 
requests of the jewelry industry in this 
respect. (Translation of the new law will 
be furnished upon request.) 


PROSPECTS OF THE INDUSTRY 


The economic rehabilitation which is tak- 
ing place in Germany will inevitably find 
expression in a gradual lowering of produc- 
tion costs and a corresponding increase in 
production and distribution. German wages 
are low. The reduction of taxes and over- 
head expense will prove an important factor 
in this direction. That Germany is recover- 
ing from its economic disorder is visible 
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Agate with the Ancients 


OUR forefathers prized more highly and 
made a better use of agate than do we 


of the present day if we may go by the 


fine specimens of craftsmanship extant in 
this beautiful medium. Paul Rouaix gives 
a short lucid view of the facts in the fol- 
lowing words: 

“This substance has been utilized at- all 
times; of it have been made cups, vases, 
seals, jewels. Of it the Egyptians carved 
their mystic scarabs. The Hebrews orna- 
mented the ceremonial robe of the high 
priest with it. The Greeks and Romans 
cut it into superb cameos; the stone was 
supposed to heal the bites of venomous 
beasts. Among the most beautiful antique 
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AGATE GONDOLA WITp" GOLD MOUNTING IN THE ANCIENT TREASURY OF ST. DENIS 


in a number of ways, of which perhaps the 


»: best gauge is @he progréssive growth in 
‘savings depogif® reported in periodic bank 


statemettts. With lower production costs 
and increased production the German jewelry 
industry will be ready to attempt to regain 
its pre-war eminence in the world markets. 
The jewelry fairs in Germany have helped 
to prepare the way for foreign-trade ex- 
pansion when the time comes. 

Besides the dissemination of propaganda 
the industry is untiringly engaged in more 
practical work in the promotion of trade. 
The educational systems at Pforzheim and 
Gmund supply an excellent means for the 
unification of the industry as a_ whole. 
Laboratories at Pforzheim and Gmund are 
exercising important functions in their close 
cooperation with the industry. 

Manufacturers, with a view to reduction 
in production costs, have of late been dis- 
cussing the question of standardizing alloys 
used in precious metals, such as platinum, 
gold, and silver. It is contended that the 
standardization of alloys would serve as a 
better guaranty to the purchaser. Multi- 
plicity of alloys for silver is said to be un- 
economic. ‘The laboratory at -Gmund has 
been testing for some time the resistance 
of certain alloys against atmospheric con- 
ditions. Early successful results are expect- 
ed from these experiments. 

It is believed that conditions in the indus- 
try are improving, but whether the favor- 
able trend is of a permanent nature remains 


to be seen. 
[THE END] 








The Ferrell Jewelry Co. has taken the 
store at 202 Broad St., Jacksonville, Fla., 
and will move its branch store from 208 


Broad St., to that location. 


agdtes should be mentioned the Bacehic ¢as 


. tharus known junder the name*6f Cup of 


the Ptolemys, now preserved in the Biblio- 
théque Nationale. The ornamentation in ré- 
lief that runs around the belly of that vase 
is of the most elegant. It is am:Oriental 
agate 12 centimeters high having an orifice 
13 centimeters in diameter. In 1804, it was 
stolen together with the Grand Cameo which 
represents the Apotheosis of Augustus. For- 
tunately one was able to catch the thieves 
in Holland and the masterpiece returned to 
France. ‘The beauty of this piece of agate, 
its size, its wonderful preservation with its 
delicate handles during so many centuries, 
the elegance of its shape, the merits of the 
bas-reliefs which decorate it, the traditions 
belonging to it, together with the Grand 
Cameo, one of the most precious jewels of 
the archaeological casket of France’ 
(Chabouillet). 

“The bacchantes which form the subject 
of the bas-reliefs show that the vase was 
dedicated to Bacchus. The name of this 
god in Greek is Dionysus. Is it the simili- 
tude of names that» gave this pagan work 
entry into the treasury of the Abbey of 
Saint-Denis (sanctus Dionysus) ®” Never- 
theless it was made into a chalicé and for 
this purpose it was mounted on a gold foot. 
Charles, third of the name, consecrated it 
to Christ, according to an inscription which 
decorates the foot. 

“The superstitious of the Middle Ages 
still claimed wonderful virtues for the agate: 
aiding in complexion, assisting child-birth, 
and, at the same time assuaging thirst. The 
Louvre Museum possesses a portable holy- 
water font formed of agate mounted in sil- 
ver-gilt: the stone cut as gadroon forms 
the well. It. was a gift of Henri III to 


_the chapel of the Holy Ghost.” 
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Results Are What Count. 


Today and for more than 
forty years progressive 
diamond merchants in 
every section of the country 
are profiting by our values 
and helpful co-operation. 


ARNSTEIN BROS. & CoO. 


Importers and Cutters of Diamonds 


New York - 20 West 47th Street 


CHICAGO LONDON AMSTERDAM 
31 North State St. Audrey House, Ely Place 2 Tulp Straat 
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Lastest Paris Jewelry Fashions 


Handbags and Purses in Spider-Web Pattern—New Styles in 
Diamond Necklaces with Fasteners of Special Workmanship 
—Gem Studded Shoe Straps—Wrist Watches 
in New Designs 


QNE of the prettiest handbags seen at a “Eaton” crop more especially the back of 
recent Paris function was made in the a woman’s head and neck is very con- 
new spider-web pattern. Very tiny, it evi- spicuous, no longer being more or less 
dently emerged from a high grade jeweler’s covered by fluffy hair or stray curls. 
and was carried out in tiny pearls, almost Whereas it is impossible to inspect anything 
circular. The sides were “pulled out” a bit. worn round the neck very closely from the 
The platinum mount was almost invisible, front, at the back, especially in a crowd, or 
being very fine and delicate. The bag was when seated at a table, the fastener comes 
made up of strands of pearls threaded to to full view. 
hang from straight spikes of platinum, run- ; 
ning from the circle to the point in the centre Great luxury is noticeable in shoe straps, 
of the bag, just like a spider-web. A purse, the deep-cut-out shoe being held in place 
built on the same plan, was in brilliants, by a string of diamonds, mounted in plat- 
and it is very certain that it was very inum, and attached to the heel of the shoe, 
expensive. Neither such handbags or purses behind, thus passing high over the instep. 
will ever be seen in common wear, except- Some shoes have a rope of diamonds that 
ing in imitation goods, and it is most likely passes round the ankle, crossing in front, 
that these will soon find their way on to just as elastic bands are used to hold shoes 
the market. Both pearls and diamonds are in place for dancers. As a rule the dia- 
so perfectly imitated nowadays that it is mond heel is used with these straps, but 
not easy for the ordinary public to detect it is also seen with a heel covered with 
the difference. Thus the spider-web bag _ silver tissue, or with a shoe, the top out- 
is likely to have a vogue. lined with tiny brilliants. Pink satin shoes, 
> 2 with diamond straps are very effective, while 
‘ . , ‘ , feature shoes with diamonds are also worn. 
Rage a ee ge Po og To be in the mode diamonds or imitation 
largely, is entirely taking the place of the diamonds must be a a 
ony beng Posie sagen sag ogg te Bridesmaids, in France, collect money for 
various patterns. Sometimes there are tabs the poor after the ia eee " tonle=g vie 
to finish the bars of material running ¢ accompanied by the “best men,” one for 
vertically, but in every case it is the central each girl. They go through the church with 
idea to have material veined like a leaf, Small bags in their hands. This year bags 
in Tenth eel aowee et de covered with fresh flowers are seen as are 
scribe these trimmings, meaning the veins bags made of artificial flowers, of petals, 
of a leaf. There is no doubt that jewelry such on dahlias or aokoneied of green leaves. 
will soon be lined in the same fashion, for Sometimes a silver cup is used. This cup 
this particular dress has stolen a march ™ especially designed for the mee and 
on jewelry. remains a souvenir of the event in the 
 & & possession of the bridesmaid. It usually has 
f i ibbon f round it, 
: Diamond necklaces worn at gee late pls foes Mier am of ti 
in the afternoon, are composed of one pte Lacquer boxes with fine, delicately carried 
diamond, cut m facets, then a diamon cut out Japanese designs, are also being used 
- lines, a brilliant, another | diamond cut for collecting this year, a silk handkerchief 
in lines, then another large diamond. This being placed inside the box to prevent the 
style of necklace is very effective, being rattling of the coins. Sometimes antique 
a, f less costly than ose gage silver bowls are used for collecting, either 
an erefore appearing much less - . 
tatious. tually diamonds cut in lines a ee ea 
are actually more costly than the others, Wrist watches, composed of plaques 
but appear smaller and less important. A n- studded with diamonds, have a tiny watch, 
, sage et ae rc ie smaller if possible than ever, encircled with 
: — See Cm » I - brilliants, as a centre piece, the watch 
2 sagghsdlagh eee! oY pr aggecger i ny ey toyed sp ona ee 
: : t is thus only one of a set of plaques, 
ogling A ae wee ae whether three, five or seven, that make up 
diamond necklaces almost always close with tg agence Ring a Fe ertgas 
pearl fasteners—with just a touch of color the fet : : 





*x* * * 


introduced by three emeralds, that appeared — 
to be there by pure accident. A wrist watch in gold, very small, and 
7 greater in breadth than in height was held 


Particular attention is being paid to in place by a number of uprights of -gold 
fasteners for necklaces just now. They are when the band was placed in its case, 
very costly for fine jewelry, special work- opening up into a flexible bracelet after- 
manship being expended upon them, a result wards, when worn. This is another indica- 
of the bobbed head fashion, for with the tion of the all-gold vogue. 
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Death of Joseph Harnden 


Southern Representative of Alvin Silver, 
Co., New York, Passes Away : 
Suddenly 

Joseph Harnden, for 14 years, southern 
representative for the Alvin Silver Co., 20 
W. 47th St., New York, died suddenly on 
June 4 at the home of his, parents in Stone 
Ridge, N. Y. Mr. Harnden was returning 
from a business trip in the South and was 
en route to his home in Sag Harbor. He 
stopped at Stone Ridge to visit his parents 
and while there was stricken with apoplexy: 
and died. Funeral services were held at 
his late residence in Sag Harbor, last 
Wednesday and were conducted by Rev. 
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THE LATE JOSEPH HARNDEN 


Harold G. Sabin, Suffolk County Chaplain 
of the American Legion. The interment was 
at Sag Harbor, Long Island, with military 
honors, conducted by Chelburg and Battle 
Post No. 388 of the American Legion of 
which Mr. Harnden was a member. 

He was an overseas veteran, having served 
with the headquarters company of the 76th 
Division in France. The pall bearers were 
Otis A. Edwards, Jr., George Ernest Fahys, 
Jr., William Hewitt, Everard F. Jones, 
Edmund D. Schaefer and Fred W. Wilson. 

The sudden death of Mr. Harnden will 
come as a severe shock to his many friends 
in the territory which he visited as he al- 
ways appeared to be enjoying good health. 
He was only 38 years old at the time of 
his passing. ‘ 

Deceased is survived by his widow and 
one daughter, Audrey June of Sag Harbor 
and his father and mother, Mr. and Mrs. 
Charles Harnden, at Stone Ridge. 








The J. Ramser’s & Son jewelry store, the 
oldest and largest in Rock Island, Tl., has 
been acquired by Arthur Odell, who recently 
opened a branch of his Illinois-Iowa chain 
of jewelry stores in the Bengston drug 
store. The Ramser store was founded in 
1856. Other stores in the Odell chain are 
located at Hannibal, Quincy, Keokuk, Fort 
Madison, Galesburg and Moline. 
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The News from England 





Magnificent Jewels Seen at First of Summer Courts—Sunshade 
Handles Fashioned in the Form of Bracelets—New Jewelry 
and Gown Styles—London Jewelry Stores Expect Brisk 
June Business—Diamond Buyers Visiting Diamond 
Markets—Antique Silverware to Be Displayed 
at British Museum 


Lonpon, June 1.—Silver, pearls and dia- 
monds provided the chief decorative effect 
at the first of the Summer courts held at 
Buckingham Palace by their majesties this 
week. “Some 500 radiant debutantes had the 
time of their lives and gazed with awe at 
the wonderful jewelry worn by the Queen. 
In a general sense it can be set down that 
fashions are made at these courts, both in 
dress and personal jewelry. Although the 
Queen has no fondness for the shingle or 
the Eton crop, or the extreme in modern 
dress abbreviations, fashionable line in 
dress and jewelry is most important, the 
court dressmakers and jewelers being busy 
weeks before the courts are held designing 
and remodeling in order that the very 
latest fashion decrees are incorporated in 
gown and decoration. The leaders of society 
attend the courts in the newest of the 
season’s wear and certain colors in dress 
and jewel combinations, and the method of 
wearing and displaying gems are pretty sure 
to be copied for the rest of the season. The 
| Queen, of course, wore her usual magnifi- 
cent diadem headdress, the famous royal 
diamonds at her throat and the blazing 
Koh-i-noor on her bosom, her gown being 
in silver and pearls. The dresses were dis- 
tinguished by their embroideries of dia- 
mante crystal, paillette and mother of pearl. 
Heirloom gems were worn by all possess- 
ing such valuables. Silver beads and 
diamante in a star design were used to effect 
on some gowns, and diamond tiaras and 
pearl ropes were as plentiful as fans. The 
new royal blue, favored at court, was con- 
spicuous, and Mrs. Baldwin, the premier’s 
wife, chose a Buckmaster gown of this 
color embroidered in paillettes. Gold lace 
and jade gorgette made an attractive com- 
bination with gold tissue flower sprays as 
trimming. The trimming of one silver and 
crystal frock was by means of tiny iridescent 
shells used in conjunction with pearls. 
Some of the trains were attached to the 
shoulders by means of diamond ornaments. 
The first court of the season usually is 
diplomatic and official in character. It was 
a veritable flower court and the brilliant 
uniforms and decorations of the menfolk 
formed a fine background for the beauty of 
frock and jewel. 

* * * 

Some of the new sunshade handles are 
fashioned in the form of a bracelet, beads 
of various materials being used in its com- 
position. Some of the more popular brace- 
let handle shades incorporate amber, jade 
and carved ivory in their workmanship. 
Another type of handle is of ground glass 
in rainbow patterns picked out in gold 
paint. A water-green crepe de chine shade 
has a silver fringe and a crystal handle. 
Some handles are of brown polished wood 


topped with a piece of flawless rose quartz. 
The trimmings on the shades themselves 
are remarkable. Flower motifs predominate, 
while some are inspired by the bottles con- 
taining a famous perfume. 

* * * 


The new blue tint is considered a perfect 
background for good pearls. Blue hand- 
bags cannot be obtained in large enough 
quantities this side. The newest blue is a 
dull turquoise washed over with sea-green 
and is, apparently, modeled from turquoise 
jewelry of just that tint. It is understood 
they are trying to make cobalt blue popular 
in the Rue de la Paix of Paris. Sapphire 
blue, too, is due for an inning. These colors 
likely will effect the new jewelry designs. 

ee em 


For wear with the blue frock the new 
electric-blue jewelry is fashionable, This is 
mostly pearl jewelry. Necklaces, bracelets 
and earrings in electric-blue pearls are quite 
attractive with the pale blue dress, and very 
effective with the black lace dress, the tint 
of the pearls being repeated in the shoulder 
flower. The Parisian, it is understood, is 
wearing silver pearl jewelry. These pearls 
are large and worn in a single string 
around the throat. Knee-length chains of 
much smaller pearls are fashionable with 
pale gray crepe de chine frocks. 

 *-s 


The Queen of England celebrates her 60th 
birthday this week. At the second court 
she wore pale gold brocade embroidered in 
diamante. The headdress was a tiara of 
emeralds and diamonds. Corsage and 
throat jewelry matched up with the tiara, 
the emeralds and diamonds including a large 
and beautifully carved Indian emerald. 

* * * 


June is a month here when the jewelers 
do extra business in wedding jewelry—rings, 
bridal ornamentation and gift lines. in 
utility goods. Some of the newest bridal 
fashions are of interest to the trade since 
they include certain combinations of gem 
work such as pearl headgear, jeweled belts, 
and gemmed bridal trains. A June bridal 
headdress consists of a pearl network on 
which is mounted a bandeau of pearls. 
Pale pink pearls for the bridesmaid match 
up with a pink rosebud headdress, pale pink 
silk stockings and silver shoes. 

x ok * 

The Whitsun vacation will be with us 
this side very soon and the shops are pre- 
paring for the business that usually comes 
about this time of the year. American buy- 
ing of jewelry in London becomes marked 
around Whitsun. The heavy shackle type 
of bracelet appeals to the visitor, while the 
clouded and clear crystal bracelets are in 
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demand. Being comparatively inexpensive 
these ornaments are bought in goodly num- 
bers to go with all dresses in the Ameri- 
can wardrobe. What is not bought here 
usually is obtained across the Channel in 
the Rue de Rivoli. 


* * * 


Electro-plate and cutlery goods of a 
luxury standard are hard to sell here these 
days. Very few Sheffield manufacturers 
have well-filled order books the retailers 
finding their goods hanging fire with the 
result that regular restocking is not in any 
way general. 

x ok Ok 


The silver market here ts very firm. 
Silver bullion has been firm now for several 
weeks. The central price is 52 cents per 
ounce, but there is a tendency for this price 
to advance slightly. Towards the end of 
February, this year, silver was worth just 
56 cents. Towards the end of March it 
dropped to 50 cents. A substantial improve- 
ment set in in April. 

* * * 


The Amsterdam and Antwerp diamond 
cutting centers now are being visited by 
buyers in increasing numbers. The presence 
of some important diamond buyers is hav- 
ing a stimulating effect on the industry, and 
now that it is practically certain that the 
South African Precious Stones Bill con- 
trolling alluvial production will pass its third 
reading shortly, the entire industry looks 
forward to the latter half of this year with 
enhanced confidence. 

* * * 


In another week or two the remarkable 
treasures (including what is considered to 
be some of the oldest silverware in the 
world) will be on display to the public at 
the British Museum. They are from the 
excavations of the birthplace of Abraham 
in Mesopotamia and formed part of the be- 
longings of folks of the period 3,500 B. C. 
The leader of the expedition to Ur of the 
Chaldees was C. L. Woolley, and it is he 
who is responsible for the treatment in the 
museum laboratory of the ornaments that 
were discovered during the excavations. 
Under this treatment all the hidden beauties 
of this ancient craftsmanship are being dis- 
closed. By subscribing to the excavation 
funds readers of the Daily Mail made the 
expedition possible. The articles now being 
renovated include a massive silver belt with 
gold dagger, a signet and small toilet set 
and perfect strings of gold and lapis lazuli 


beads threaded exactly as they were worn 


thousands of years ago. There is a silver 
dish thought to be the oldest yet unearthed. 
The pattern is beautifully engraved. There 
also is an ostrich egg decorated with layers 
of shells set in bitumen. The silver orna- 
ments are more difficult to clean than the 
gold ones. One silver hair ornament 
crumbled away when touched with a brush 


accidentally. 
x *k * 


It is understood that the Department of 
Minerals of the Natural History Museum, 
South Kensington, London, is to purchase 
a magnificent beryl crystal of gem quality, 
weighing 12,525 carats. Brazil is the seller, 
and the Museum trustees, it is. understood, 
approved the purchase this week. The price 
is not revealed. 
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Old Flemish Jewelry in Antwerp 





Excellent Examples of Workmanship to Be Picked Up in Shops 
Along the Dock Side But Buyers Should Beware 


of Imitations 


pee 2,700 American Rotarians, among 
whom there are probably quite a number 
of jewelers, who cross the Atlantic this week 
to attend the Ostend International Confer- 
ence, will take in Antwerp as a post-Rotary 
tour. While there they will see many speci- 
mens of old Flemish jewelry. Sometimes 
this jewelry is seen at the ordinary jewelers, 
but oftener at the half-jeweler, half-pawn- 
shop establishment that characterizes the 
dock-side, while the antiquity shops that 
have risen like mushrooms in Antwerp of 
late years also specialize in antique Flem- 
ish jewelry. 

Just after the Great War, Americans 
bought this type of thing very cheaply, but 
now the chance of getting something for 
almost nothing has gone, the trade having 
snapped up any bargains that were left, after 
the first period of shortage of money after 
the war had gone by. Now real, genuine 
antique stuff is so rare in Europe that tour- 
ists shuld beware. Imitation antique, arti- 
ficially blackened is as common as were 
masterpieces of great painters some decades 
ago. Antique stuff may be known by some 
peculiarities. An old Dutch watch chain is 
in wonderful molding, the gold leaf design 
being as clear today as when the ornament 
was new. This exquisite workmanship is a 
thing of the past. The tiny screw, to fasten 
the watch, is also an indication of very an- 
cient workmanship, and when these signs 
of age are discovered the buyer may be 
certain that he is getting a genuine piece 
of ancient jewelry. The tassel, in twisted 
gold thread, should be noticed. It is very 
heavy and keeps the chain in place. 

Beautiful watch chains a yard or so in 
length are seen. They formed part of the 
peasant’s costume, but were parted with in 
the dire stress of wartime. Bargains, they 
are usually found down quayside, in some 
shop that is more curious than safe, and 
visitors not speaking Flemish should not 
push their rambles too far in the direction 
of the docks and canal sides. If they can 
get a friend to accompany them, however, 
they will be rewarded by finding some very 
fine specimens of Far East art. 

Russian jewelry is also found down dock- 
side. Much of the Russian jewelry smug- 
gled out of the country came to Antwerp 
and was conveyed hence by sea. Some of it 
was in possession of sailors, who had ac- 
cepted part of the goods as payment or had 
otherwise come into ownership of the pre- 
cious ornaments. Anxious to have a good 
time on land, these sailors, like men from 
the Far East, are apt to part with their 
treasures very cheaply. Thus bargains of 
this description may sometimes be picked 
up for the very simple reason that the peo- 
ple of Antwerp are amply provided with this 
type of jewelry, which is available very fre- 
quently from these causes. Strangers sel- 
dom venture down into the somewhat dis- 
reputable quarters where the real bargains 
are on sale. 

Sailors from the Baltic, putting in at 





Antwerp, often sell beautiful specimens of 
carved amber, blackened with age, and the 
trade is very anxious at this moment to pick 
up any good specimens of this material, 
which is the latest fashion. Sautoirs made 
in ancient carved amber are very much in 
demand, and only very fortunate tourists can 
hope to pick up anything of the kind. As, 
however, boats put in constantly there is 
always a possibility of succeeding in getting 
something really rare. 

Japanese idols, in jade, wonderfully 
carved, some of them very aged indeed, are 
sometimes found in Antwerp, while ivory, 
carved by sailormen, is also available. Sets 
of chessmen in jade or in ivory are some- 
times seen, and whether carved by the natives 
or by sailormen, they are very interesting. 
The work of the latter is apt to be some- 
what crude, 








Suffers from Fire 





Showroom of Reliance Silver Co., Milwaukee, 
Wis., Badly Damaged but Loss Is Fully 
Covered by Insurance 


MILWAUKEE, Wis., June 9.—The show- 
room of the Reliance Silver Co., one of the 
largest exclusive silverware houses in the 
northwest, was practically ruined and 50 
per cent. of the merchandise totally de- 
stroyed when a fire broke out in the stock 
room of the company’s establishment in the 
Enterprise building here at 210 Michigan 
St., last Sunday. No clue as to how the 
fire started has been obtained. It is be- 
lieved to have smouldered for some time 
before it was discovered, 17 hours after the 
last employe had left the building. Loss is 
estimated at $15,000 or $20,000, and it was 
fully covered by insurance, according to Ed- 
ward M. Wals, secretary-treasurer of the 
company. 

The fire had gained a good headway be- 
fore it was discovered and firemen reached 
the scene at 5 a. M. Sunday morning. Most 
of the damage was caused by smoke and 
water, which had seeped into the clocks and 
other merchandise in the store. Prize cups 
melted from the heat of the fire and created 
a stream of liquid. Thousands of knives 
and other silverware had to be taken from 
their original containers to prevent further 
rusting, and, according to Mr. Wals, all the 
merchandise will have to be repolished and 
refinished in order to make it at all present- 
able. Mr. Wals says that no plans have 
been made as yet as to just how the dam- 
aged merchandise will be disposed of. 

The Reliance Silver Co. has been in busi- 
ness in Milwaukee for 32 years. It has been 
housed in the Enterprise building for the 
past five years and previous to that time 
were in the Matthews building here. 








G. L. Owen has opened a jewelry store 
at 333 S. Thomas St., Pomona, Cal., which 
will be known as the Time Shop. 
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To Test Flexible Tariff 


Supreme Court to Pass on Constitutionality 
of Section 315 of the Act of 
1922 


WasHIncTon, D. C., June 8—The United 
States Supreme Court granted today the 
petition of J. W. Hampton, Jr., & Co. 
for a writ of certiorari to review the de- 
cision of the United States Court of Custom 
Appeals upholding the constitutional validity 
of Section 315, the flexible tariff provision 
of the 1922 Tariff Act. The case will not 
be heard until next term as the Supreme 
Court has adjourned until Oct. 3. The 
issue in this ‘case is of particular interest 
to the jewelry trade in view of the -applica- 
tion which has been made to the Tariff 
Commission by domestic manufacturers of 
imitation pearls for a higher tariff, 

J. W. Hampton, Jr., & Co. contend that 
in proclaiming an increase in the duty on 
barium dioxide from 4 to 6 cents a pound, 
under Section 315, the President usurped the 
legislative power of Congress. The United 
States Customs Court and the United States 
Court of Customs Appeals held that Sec- 
tion 315 does not delegate the legislative 
authority of Congress to the President and 
that the Chief Executive, in proclaiming the 
increase in duty, merely executed the ex- 
pressed policy of Congress. 

Counsel for the Government opposed the 
petition of the importing company for re- 
view of the lower court’s decision by the 
Supreme Court, arguing that the “validity 
of the statute is not a matter open to 
reasonable disputation” and that denial by 
the court of the company’s petition would 
settle the question. 











Beware of “Alarm Clock” Sneak 
Thieves Who Are Preying 
on Jewelers 


Rocuester, N. Y., June 8—“Beware of 
the alarm clock crook.” 

That warning went out to Rochester 
jewelers from private detective agencies last 
week in the wake of rumors that the same 
pair of wily burglars who had worked the 
“alarm clock game” in southern New York 
during the past four months were headed 
north, 

According to the agencies, the “alarm 
clock” men work in pairs. They enter the 
victim’s store separately. The first one pro- 
duces an alarm clock, which he attempts to 
price or sell. He rings the alarm several 
times during the conversation. 

Shortly afterward his confederate ar-. 
rives and gives the proprietor an order that 
sends him to the back room. The “alarm 
clock” man ostensibly attempts to sell the 
clock to the newcomer and rings the bell 
as before. But during the ringing of the 


bill, one of them punches the cash register, , 


scoops up. the cash and runs. 








One of the newest in the Duval system: 


of stores is the jewelry store located at 
36 E. Pine St., Orlando, Fla. The company 


also operates in Lakeland and Tampa, and: 


five other Florida cities. A. O. Jenkins is 
president of the jewelry company chain. 
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Must Serve Ten Years 





Fraudulent Check Passer Comes to Grief 
After Visit to Dayton, O., 
Diamond Dealer 


Dayton, O., June 8.—Following the recent 
sentence of Edward P. Moore, a salesman 
of Detroit, who was sent to prison for 
from one to 20 years ini the Ohio State 
Penitentiary with a minimum of 10 years 
after he had been convicted of attempting: 
to swindle a Dayton, O., diamond merchant, 
jewelers have been congratulating Jack 
Werst, 22 W. 4th St., for his part in caus- 
ing the apprehension of Moore. 

Moore was sentenced in Common Pleas 
Court by Judge Robert C.' Paterson. The 
trial and conviction of Moore was one of the 
speediest that has come before the local 
court in some time. The prosecutor took 
15 minutes in presenting the opening argu- 
ment to the jury, the attorney for the defense 
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Most of the responsibility for the get-away 
of eight prisoners sometime ago was placed 
on Moore. John Mundics now in the Mans- 
field Reformatory said he had delivered to 
the jail at his request a dozen saws. The 
prisoners sawed 24 bars on the cage and 
outer bars sliding to freedom down a rope 
improvised from torn blankets. Four of the 
prisoners were captured a short time at 
Riverview, Mich., and all are now in the 
reformatory. Moore was scheduled to get 
away that time but the break was discovered 
before he could make the outside of the jail. 








London Diamond Market 


Diamond Syndicate Awaiting News of 
Passage of New Precious 
Stones Bill 


Lonpon, June 3.—The London Diamond 
Syndicate expects to hear in a few days 

















EDWARD P. MOORE, CHECK SWINDLER, SENTENCED TO TEN YEARS IN JAIL 


made his plea in another 15 minutes and 
Judge Paterson required about the same 
length of time to charge the jury and that 
body was back with a verdict of guilty in 
another 15 minutes. 

Moore was arrested at a road house on 
the Xenia Pike, April 8, last, a few minutes 
after he had secured $1,410 worth in dia- 
monds and jewelry from Jack Werst, at the 
Carl A. Myers jewelry store on W. 4th St. 
He gave Werst two endorsed checks on the 
First National Bank in Chicago, one was 
for $500 and the other for $1,000. In turn, 
he received a check in change from Werst 
for $90. The Chicago checks were found 
to be fraudulent. Two jewelers from 
Detroit said they had taken similar $1,000 
checks on March 22 in exchange for $900 
worth of diamonds and jewelry. These 
checks were also found to be worthless. 

At the trial, Moore offered no witnesses 
nor did he take the stand in his own defense. 
He relied on the statements of his attorney, 
whom he told of getting the checks inno- 
cently in a bootlegging deal in Chicago and 
maintained that he did not know they were 
worthless. 

When arrested, Moore was in possession 
of a similar check for $300 and an expensive 
automobile. The latter has been held in 
Storage by the police since his arrest. 





that the terms of the new Precious Stones 
Bill have been agreed to by the South 
African House of Assembly. A. Dunkels- 
buhler & Co., member of the Syndicate, in- 
form THE JEWELERS’ CirRcuLaR that in view 
of the terms being satisfactory it already 
has made arrangements to make an an- 
nouncenmiént to the American trade through 
the usual channels. This announcement un- 
doubtedly will have the effect of dispelling, 
once for all, any uncertainty that may still 
exist in the minds of the trade as to the 
possibility of any future over-production of 
diamonds. Negotiations, it is understood, 
are taking place here for the marketing by 
the syndicate of all alluvial diamonds found. 
Such action cannot but help materially the 
future welfare of the diamond industry. 
Things should be plain sailing again in a 
week or two. 

Conditions in the diamond market this 
side remain about the same, news un- 
doubtedly being awaited from South Africa 
as to the ultimate fate of the bill to regu- 
late alluvial production, before any big com- 
mitments are made. According to Backes & 
Strauss, the Holborn Viaduct, diamond 
house, business is quiet although the demand 
for some goods is slightly better than it was. 


The firm says: 
“The position has varied little in the last 
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few weeks, and although the demand for 
certain classes of goods has been slightly 
better, business still remains very quiet. 
Merchants are much more confident than 
they were now that the passing of the 
South: African Precious Stone Bill is 
assured, and any feeling of anxiety regard- 
ing the stability of the diamond market has 
been set at rest with the realization that 
any over-production of rough is out of the 
question. 

“It is understood that negotiations are 
now taking place for the marketing in 
London by the Diamond Syndicate of all 
alluvial diamonds found, and this knowledge 
has helped very materially the better feeling 
now prevailing throughout the diamond. 


industry.” 








Pan-American Conference Urges 
Metric Standardization 


A decisive victory for the metric move- 
ment in the United States was gained at 
the Pan-American Standardization Confer- 
ence, which recently closed its sessions in 
Washington, D. C. By resolution it was 
declared that the decimal metric weights and 
measures should be employed in trade be- 
tween the United States and the republics 
of Latin America. “Manufacturers and ex- 
porters in the United States,” it was stated, 
“can extend more readily their operations 
in Latin America by offering their products 
in the same terms that their competitors in 
Europe do.” The fact was emphasized that 
all of the 20 Latin American republics use 
metric units, as do all the nations of con- 
tinental Europe and the majority of other 
peoples. 

The metric victory at Washington is de- 
clared the more notable because a group 
tried to sidetrack the metric issue from the 
program, but were unsuccessful. 

The Pan-American Commercial Confer- 
ence, held in Washington early in May, also 
strongly endorsed the metric movement. 
This decision is expected to aid greatly the 
export trade of the United States with 
Latin America. 

Launching a move to gain legislative ac- 
tion in favor of the world-uniform stand- 
ards, the Metric Association is to meet in 
convention at Lake Placid, New York, on 
*June 24 and 25. 

That the metric topic is to be prominent 
in the approaching session of Congress is 
indicated by the announcement just made 
by Hon. Fred A. Britten, Representative 
from Illinois: “It is my intention on the 
first day of the coming Congress to intro- 
duce a metric standards bill, so that a 
definite decision shall be reached on the vital 
metfic issué.” 








The production of Australian gold last 
year shows a decrease from that of the 
previous year. Of the 519,429 ounces raised, 
437,331 ounces came from Western Aus- 
tralia. New Zealand produced 122,346 
ounces. India produced 395,512 ounces, 
which was an improvement on the previous 
years. The Kolar gold field supplied the 
whole of this gold. A new gold field has 
been found near Narnaul, in the Punjab. 
The Gold Coast’s gold exports for 1926 to- 
taled 219,999 ounces. 
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Cleveland 24-Karat Club ~ 


Attendance at State Convention Urged at 
Interesting Meeting Held June 8 

CLEVELAND, O., June 12.—The first of the 
new schedule of meetings of the Cleveland 
24-Karat Club was held on Wednesday, 
June 8, at the Hotel Statler and was well 
attended. Heretofore the club has ceased 
all activities with the May meeting until 
Fall, but it was felt by many that this was 
a mistake, and it was; therefore, decided to 
hold a meeting the second Wednesday of 
each month, with a luncheon throughout the 
Summer. President H. Bruce McCague 
presided at the meeting. 

A letter was received from President 
Chamberlain, of the Ohio Retail Jewelers’ 
Association, urging attendance at the State 
convention, to be held at Cedar Point, July 
19 and 20. Judging from the interest mani- 
fested, a good number of the Cleveland 
trade will attend, and there is a possibility 
that a party may be made up. It is also 
expected that the Cleveland delegation will 
try to bring the 1928 convention to Cleve- 
land, and. the Chamber of Commerce is 
backing this plan. 

The club is making arrangements to 
have a special clock and watch exhibit at 
the Union Trust Co. lobby early in October. 
President McCague reported that the dia- 
mond replica exhibit at the Guardian Bank 
and its branches had created an immense 
amount of interest and requests had been 
received for it from several out-of-town 
banks. He also reported that Mr. Gregory, 
of the Cleveland School of Education, had 
requested that the Gorham film on the mak- 
ing of silver and bronze be added to the 
permanent collection of the visual education 
department. It was shown to 4,000 high 
school students during the week it was ex- 
hibited here under the auspices of the club, 
and has proven fine publicity for the jewelry 
trade. 

The next meeting of the club will be held 
at the Hotel Statler on July 13 at 12:30 
P. M., and a cordial invitation is extended 
to the entire trade to attend. 











Field Day and Clam Bake of the 
Jewelers’ 24-Karat Club to Be 
Held June 22 


A program of unique and enjoyable games 
has been arranged for the annual outing of 
the Jewelers’ 24-Karat Club of New York, 
to be held at Price’s, Pleasure Bay, N. J., on 
Wednesday, June 22. The committee in 
charge of the affair is leaving no stone un- 
turned to make this, the silver anniversary 
of the association, one of the most enjoy- 
apie Summer events ever held by the or- 
gamization. 

Elaborate preparations have been made 
for the entertainment of members and guests 
and exceptionally beautiful prizes have been 
secured for the winners of the various 
events. It kas been announced that 
Thursday, June 16, reservations will be 
closed. This action is necessary in order 
that the committee can make provisions for 
the proper transportation and meals, which 
will be served at Price’s. 

The members and their guests, as usual, 
will be conveyed from New York to the 








- Atlantic Highlands 
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by. the Sandy Hook 
hoat, leaving from the foot of Rector St. 
at 9 a. M., daylight savings time. Trans- 
portation will be provided from the boat to 
the gate of the picnic grounds and there the 
members and guests will assemble and march 
to Price’s behind a band. The attendance 
this year will be limited to 200. 








Hold Enjoyable Outing 


Members of Cincinnati Wholesale Jewelers’ 
and Manufacturers’ Association Pass 
Pleasant Day at White Villa, Ky. 
CIncINNATI, O., June 13.—Various inter- 
pretations were gained Wednesday about the 
baseball game that was played during the 
course of the outing of the Cincinnati 
Wholesale Jewelers’ and Manufacturers’ As- 
sociation at White Villa, Ky., Tuesday. The 
fact stands, however, that Herbert Schwab’s 
team won the game 7 to 3 because of the 
sterling pitching of “Bud” Hooker of Meck- 
lenborg & Gerkardt. Hooker had a curve 
ball that baffled Arthur C. Jacobs’ nine and 
the latter only scored three runs when 
Hooker started lobbing them over. Edgar 
Noterman did valiant service as he acted 
as catcher for both clubs and never took 
off the mask or chest protector from begin- 

ning to end. 

The day proved all that could be asked 
by picnicers as the sun shone brilliantly 
throughout the time the jewelers were in 
Kentucky. The events started with a motor- 
cade of 20 machines leaving the Cincinnati 
club followed by a pleasant drive of over 
an hour and a half to the picnic grounds. 
The lunch stand did a thriving business all 
day as the exercise and outdoor life loaned 
an edge to those who usually spend their 
days indoors. The large steaks, corn on 
the cob and other articles of food were eaten 
with a relish and it was not until dusk that 
the last of the 64 fun delegates left the 
place. Several out of town men were 
guests at the outing. 

William W. Oskamp, president of the 
Cincinnati Wholesale Jewelers’ and Manu- 
facturers’ Association and Arno Dorst, 
president of the Dorst Co., attended the out- 
ing Tuesday and enjoyed the affair so much 
that they remained until five o’clock. After 
that both set out for Louisville, Ky., by 
motor, to attend the Credit Men’s meeting 
in that city. 

Mr. Whitstruck of the firm of Whitstruck 
and Johnson, 169 Chicago St., Elgin, IIl., 
attended the outing as the guest of Harry 
Stegeman of the Wadsworth Watch Case 
Co. Local jewelers learned that Mr. Whit- 
struck had sold his interest in the jewelry 
enterprise to his partner’ and will confine 
his efforts to another line. 

Clarence Loeb, chairman of the entertain- 
ment committee as well as other members 
of the committee were thanked for their 
efforts to ‘make the picnic asuccess. They 
arranged for everything that would appeal 
to the inner man and also arranged for 
card games, golf of several varieties and 
other means of pastime. 

McLean E. Reemelin and Jesse Phillips 
took up the thankless task of umpiring and 
just escaped being manhandled on several 
occasions. Sam Young swears he hit a 
home run but Phillips called it a foul ball. 
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Death of James S. Blake 


Boston Jeweler Passes Away Suddenly At 
Atlantic City Hotel 


AtLanTic City, N. J., June 14.—Jankes 
S. Blake, a well-known Boston jeweler and 
for years a member of the firm of Kettel: & 
Blake, died suddenly in a local hotel this 
morning. 

Mr. Blake served as president and as: a 
director of the Boston Jewelers’ Club for! a 
number of terms and was known to jewelers 
throughout the country. 











New Store of C. D. Peacock, Inc., 
Chicago, Opened June 6 

Cuicaco, June 11.—Monday, June 6, was 
the opening day of what is perhaps the 
finest jewelry store in the world. At least 
it must be classed with the finest of this 
country and Europe. It was on this day 
that C. D. Peacock, Inc., opened to the 
public the doors to its new store in the 
Palmer House building at the corner ‘of 
State and Monroe Sts. All day and for 
days following the store was thronged with 
admiring friends and customers. 

At the same time Peacocks celebrate the 
90th anniversary of the establishment of this 
business by Elijah Peacock in 1837. The 
business which he founded in that year has 
been perpetuated by his sons, grandsons, and 
great grandsons through these 90 years and 
during all this time the store. has. main- 
tained the highest confidence of the people 
of Chicago. 

The officers of the company at this 
time are R. E. Peacock, president; .W. 
C. Peacock, secretary-treasurer, and W. “J. 
Buffington,  vice- reer and general 
manager. 

An attempt to ‘sina the beauty and 
grandeur of this store must: necessarily 
‘inadequate. The main entrance is on State 
St. On this street are two large display 
windows and-the beautiful bronze entran¢e.. 
Along Monroe St. are eight display win- 
dows and an entrance. 

As one enters the bronze portals on State 
St. a most magnificent view is beheld. 
The walls and pillars are of imported Gre- 
cian marble, the cases and fixtures of solid 
walnut, the floor of marble, crystal chande- 
liers hanging from a hand-painted Italiaw 
ceiling. 

On the south side of the room are 
the wall cases, set flush with the marble 
wall, with display cases in front. In the 
center of the room is the horse shoe floor 
case closed at both ends. Along the north’ 
side of the room are floor cases. In the 
rear of the store beyond the floor cases are’ 
located the repair departments, the station- 
ery department and the leather goods de~ 
partment, off of which is an entrance to 
Monroe St. At the dividing point be- 
tween these departments and the main store 
is the beautiful bronze elevator that goes to 
the third floor where the “Silver Salon,” 
the gift department, is located. 

The success of this store through a period 
of 90 years and the opening of this magnifi- 
cent store seems to answer the question, 
“What is the matter with the jewelry busi- 
ness?” 
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WALTER EITELBACH & CO. Inc. | 
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SPECIALISTS IN PEARL NECKLACES AND INDIVIDUAL PEARLS 
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The Gift To Her Fiance 


THE STAR SAPPHIRE RING 






GEMS OF FASCINATION FRENCH BUILDING 


LOUIS N. MARX 551 FIFTH AVENUE 
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To Sell Seized Gems 





Government to Hold Auction Sale of Smuggled Diamonds and 
Jewelry in New York on June 24 


Diamonds and jewelry valued at $121,126 
seized from smugglers by the United States 
customs officials will be sold at public auc- 
tion in New York on Friday, June 24. This 
sale will be held in Room 323 at the old 
Post Office building and will start at 10 
A. M., and continue until the 20 lots are 
sold. 

The merchandise to be sold will be on 
exhibition in the room where the auction is 
to be held, from 10 a. m. until 3 Pp. M., on 
June 21, 22 and 23. The various lots to be 
offered have a home value ranging from $10 
to $81,149. 

The largest lot represents an assortment 
of diamonds amounting to 440.26 carats. 
Another lot, consisting of 188.88 carats, has 
a home value of $21,136, while a third lot of 
47.75 carats is worth $10,626. 

In view of the success of the last auction 
it was again planned to hold this sale in the 
Custom House, but failure to secure a room 
necessitated the change to the Old Post Of- 
fice building, where many previous sales 
have taken place. Charles Shongood will 
act as the auctioneer: 

The list of merchandise to be offered 
and the home value is as follows: 


1 ring. (1 emerald and 12 small 


a $250 
1 pair earrings (2 emeralds & 30 

rere eee 450 
1 ring €1 emesald).......¢..... 225 
1 bracelet and pin combination... 500 
1 gold ring with diamonds...... 600 
1 platinum ring with diamonds.. 700 
1 gold ring with diamonds..... 400 
1 gold ring with yellow diamonds 600 
BG GIES Bias cnc ccsecccssss 50 
1 pair earrings (5 emeralds).... 200 
3 loose emeralds..............-. 150 

. 1 diamond ring (as with old set- 

SE phivcchetatievndinwenees’s 1,400 
2 ring mountings..... a ee 10 
1 lot unset diamonds (47.75 car- 

SD die than ee hen eeeinen won 10,626 
1 lot unset diamonds (20.10 car- 

SE Lice ebiv ce oisivanenchans 1,380 


1 lot cut diamonds (188.88 carats) 21,136 
1 lot cut diamonds (440.26 car- 


ere er re rT 81,149 
PN SO boi ccesesecceess 200 
SS A ERTETTT ETO Cee 400 
Co errr ere eT rey 700 








Beware of This Check Swindler Who 
Is Visiting Jewelers 


MuskEcon, Mich., June 9.—Fox’s Jewelry 
Shop, in the Rialto Theater building, was 
recently the victim of a bogus check artist, 
who presented a check drawn on the Sea- 
board National Bank of New York, which 
purported to be a check issued by the 
Shredded Wheat Co., of Niagara Falls, but 
which was returned by the bank as a 
forgery. 

The man who passed the check called at 
the jewelry store and said that he wished 
to trade in a watch for a smaller one and 





gave the check in payment of the balance. 

Jewelers are warned to beware of this 
man, as he may attempt the same scheme 
in other sections of the country. 








Fighting Auction Houses 





Philadelphia Ordinance Invoked to Curb 
Alleged Fake Auctions 


PHILADELPHIA, Pa., June 14.—Proprietors 
of a number of auction houses which have 
been infesting Market St. and have been 
rejoicing over the veto by Governor Fisher 
of the State-wide auction bill, sponsored by 
the Pennsylvania Retail Jewelers’ Associa- 
tion, are not so joyful this week. At least 
two of them have discovered that the Phila- 
delphia auction ordinance also has some 
teeth and that they “bite.” 

Acting on complaints from a number of 
Market St. merchants and officials of the 
Market Street Merchants’ Association, the 
Better Business Bureau has been investigat- 
ing the activities of the auction houses. With 
convincing evidence in their possession, of- 
ficials of the Bureau took the cases to Abner 
R. Okum, assistant director of public safety, 
who acted promptly. 

Agents of the Bureau testified that Hugo 
Hahn, proprietor of an auction “joint” at 5th 
and Market Sts., was violating the ordinance 
by using “cappers” to circulate among spec- 
tators and make “fake” bids to stimulate the 
unsuspecting into bidding. Hahn’s defense 
was so weak that Director Okum revoked his 
license. He had taken similar action a few 
days previously on the license of Levi Gar- 
finkle, whose auction place on Market St., 
near 9th St., has been a thorn in the flesh 
of legitimate jewelers for’ some months. 
Okum stated that while these were the first 
licenses to be revoked, his action was only 
the beginning of a crusade against the so- 
called auction shops where the unwary are 
fleeced in various ways, and that every estab- 
lishment of the kind in the city would here- 
after be under rigid inspection with the cer- 
tainty of losing licenses if any unethical prac- 
tices or “barking” or “capping” were in- 
dulged in. 

The auction men also will be warned that 
any complaints of buyers being swindled or 
not receiving the goods on which they bid 
will be followed by criminal prosecution. 
Heretofore the policy of the police has been 
to ignore complaints against these auction 
places, but Mr. Okum has assured the Bet- 
ter Business Bureau and President Davis 
of the State Retailers’ Association that from 
now on the auctioneers must walk a straight 
line or be put out of business. 








A recent addition to the line of stylish 
and fashionable umbrellas is equipped with 
a Pyralin handle which is so made that the 
rods of the umbrella slip into place in the 
handle. This serves the dual purpose of 
holding the ferrules in place when the um- 
brella is not raised and eliminates the use 
of a silk cord or tape for this purpose. 
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Chicago Diamond Broker Must 
Answer Charge of Participating 
in Bank Robbery 


Cuicaco, June 11—David Blumenfeld, 
diamond broker with place of business at 
4568 Broadway, has lost his fight for liberty 
in the habeas corpus proceedings which 
have been pending before Circuit Judge 
Harry Fisher for the past several weeks and 
yesterday was turned over to the McLean 
County authorities, who placed him in jail 
last night to await trial on a charge of par- 
ticipating in the $184,000 bank robbery in 
Chenoa, Iil., on Jan. 13, 1925. 

Two witnesses positively identified Blu- 
menfeld as the third man of a trio who, 
posing as bank examiners, gained entrance 
to the bank’s interior and held up officials 
and employes. These witnesses were a young 
lady who was employed at the bank at the 
time and the pastor of the Chenoa Presby- 
terian Church, who were transacting busi- 
ness at the bank on the afternoon of the 
robbery. 

About the middle of May, William Evans, 
an escaped convict from the Missouri peni- 
tentiary, was arrested while attempting to 
gain entrance to the penitentiary at Joliet, 
dressed as a priest, for the purpose of liber- 
ating Harry Funk, who is now serving a 
term of “10 years to life” for his part in the 
Chenoa robbery. Evans claims he was doing 
this out of gratitude to Funk for helping 
him escape from the Missouri penitentiary. 
It was after this arrest that the police re- 
ceived information that Blumenfeld was sup- 
posed to be the third pseudo bank examiner, 
and the informant stated that he was causing 
Blumenfeld’s arrest for “double crossing”: his 
companion in dividing the loot. 

Before leaving the court room in custody 
of Deputy Sheriff, Blumenfeld stated that he 
would be glad to go to McLean county and 
have the matter settled, and that he would 
have gone down without fighting in the 
courts of Chicago if the bail of $100,000 had 
not been excessive. 





Hold-up Men Visit Chicago Jeweler 
and Escape with Loot Valued 
- at $6,000 

Cuicaco, June 13—On Monday afternoon 
of last week two men entered the retail 
jewelry store of David C. Nelson, 7806 S. 
Halsted St., ordered Mr. Nelson and his 
father into a rear room and forced them 
to hold up their hands. The men gathered 
up about $6,000 worth of diamond rings 
that were on display in a case. When they 
started to go through a safe in the rear 
room Mr. Nelson, Jr., ran out the rear 
door crying for help. 

This frightened the hold-up men and 
they immediately ran out of the store into 
an automobile that was parked on the 
curb with another accomplice at the wheel 
and made their get-away. 

The loss is covered by insurance. Mr. 
Nelson is president of the Illinois Retail 
Jewelers’ Association. 








E. L. Marple, a jeweler at Newport 
News, Va., has moved his old store from 
the Cheyne building to a store in the Lang- 
ley Hotel building. 
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Thieves Truss Up Jeweler and His Watchmaker and Get Away 
with $8,500 in Jewelry and Cash 


St. Louis, Mo., June 8.—Two polite ban- 
dits paid a visit to the retail jewelry store 
of Louis T. Schuerman, at 918 S. Vandeven- 
ter Ave., one afternoon last week, and with 
skill and daring succeeded in getting away 
with diamonds, jewelry and cash amounting 
to about $8,500. 

They entered the store ostensibly as cus- 
tomers and, sticking guns into the faces of 
Schuerman and his watchmaker, Herbert 
Reinhardt, marched them to the rear of the 
store, where they were both bound with 
ropes at the wrists and ankles and left lying 
on the floor. The two robbers ransacked the 
place in full view of passers-by. To disarm 
suspicion from the outside-the robbers doffed 
their caps and leisurely went through the dis- 
play cases and safe as well as securing con- 
siderable of value from the front display 
window. 

On Schuerman’s plea they did not take any 

watches nor jewelry left to be repaired, but 
they did take his diamond scarf pin as well 
as money from the pockets of both men as 
well as from the cash register. They evi- 
dently were experts as they worked system- 
atically and took only the best goods appar- 
ently. 
Taking all the loot they wanted, with the 
exception of about $600 worth of set rings in 
the safe, the pair decamped by the front door, 
where witnesses recalled seeing them take an 
automobile which had been parked in front 
of the store. After they left, Schuerman 
was finally able to release himself from his 
bonds, and immediately gave the alarm, but 
the robbers had disappeared leaving no clue. 
He notified the police without delay and re- 
ported that he was covered by insurance. 








Alleged Crook Caught 


Man Identified as Trunk Check “Switcher” 
Held in Philadelphia Pending 
Extradition to Toledo 


PHILADELPHIA, Pa., June 14.—Identified 
by three witnesses as one of the principals 
in a trunk check switching game, William 
Owens, who claims a residence here and is 
believed by detectives to be a leader in a 
gang that has robbed jewelry salesmen all 
over the country, is held here under $35,000 
bail pending proceedings for his extradition 
to Toledo, O. 

In the Ohio city, Owens is under indict- 
ment on a grand larceny charge. He is 
accused of having trailed “Jack” Kloville, 
salesman for a New York diamond house, 
from New York to Buffalo, and in the 
latter city to have switched the check for 
Kloville’s sample trunks, which contained 
stones valued at $100,000. Owens is al- 
leged to have presented the check for the 
trunk at the union station in Toledo and 
to have had it taken to a hotel. He was 
trailed to Detroit and arrested there on a 
charge of stealing the diamonds, but was 
released for lack of convincing evidence. 

Recently: Owens was arrested here by a 








City Hall detective on suspicion of implica- 
tion in a blackmail case and, although he 
was freed on that charge, it developed he 
was again wanted by the Federal authorities, 
new evidence connecting him with the trunk 
theft having been obtained. He was. ar- 
raigned before United States Commissioner 
Manley and the witnesses from Toledo 
identified him as the man who had driven 
in a taxicab to the hotel with the trunk 
answering the description of that taken from 
Kloville. The baggage agent at Toledo and 
a Pennsylvania railroad conductor also iden- 
fied Owens as the man who presented the 
false trunk check at the Toledo station and 
received the trunk, while the conductor was 
positive Owens rode on his train from Buf- 
falo to Toledo. 

Cwens had been held in bail of $25,000 
for the hearing, but when Commissioner 
Manley had heard the testimony, he in- 
creased the bail to $35,000 and held him for 
a further hearing later this week when a 
number of other witnesses are expected to 
appear against him. Railroad detectives and 
Federal investigators believe Owens is one 
of the gang which has been switching trunk 
checks on jewelry salesmen and has stolen 
diamonds and jewelry valued at high figures 
by this method. Owens was represented by 
high-priced, counsel and stated he ‘ would 
fight extradition to the utmost. 








Attempted Hold-Up Fails 


Negro Who Tries to Rob Philadelphia 
Jewelry Store Falls Into Hands 
of Police 


PHILADELPHIA, Pa. June 14.—Turner 
Davis, a negro, made two mistakes when he 
attempted a hold-up of the jewelry store of 
George Kopko at 801 Wood St. One was 
staging the attempt while a wagon load of 
policemen were making a liquor raid in the 
vicinity, the other failing to notice that an 
alley through which he ran was a “blind” 
one. _ 

Davis entered the store when Kopko was 
alone and ordered the jeweler to hand him 
over several gold watches, threatening to 
beat him unless he did so. The negro is a 
giant in size, and when Kopko hesitated, 
brushed him to one side, pocketed three gold 
watches from the counter and ran. The 
jeweler followed him, yelling an alarm, and 
the patrol load of policemen forgot their 
raiding long enough for several to join in 
the chase. 

One followed Davis up the alley, and 
when the negro jumped from a porch over a 
wall, followed him and landed on his back. 
The watches were found in the negro’s 
pocket. Davis was held in bail for $1,500 
for court by Magistrate Beaton. 











The Bentel Bros. Co. has moved into new 
quarters at 106 N. 2nd St., Hamilton, O. 
The concern was formerly located at 148 


High St. 
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Get Hold-Up Man 


Gunmen Raid Omaha Jewelry Store but 
Are Quickly Captured by 
the Police 


OmAHA, NeEsB., June 9.—Two bandits, 
holding the proprietors and employes at the 
point of a gun, today robbed the Brodkey 
jewelry store in this city of $8,060 in dia- 
monds and other gems. It was a daring 
caylight robbery. 

In less than two hours after the robbery 
police had the two bandits under arrest and 
had a confession from them. Also they had 
a great deal of the loot back, as they found 
it in a suit case in their room at the hotel. 
It was about the fastest work at picking up 
“professionals” that has been accomplished 
in Omaha in a long time. 

The robbery took place at 9:40 a. m., 
while many shoppers were passing and re- 
passing the window. The bandits entered 
and held Fred Brodkey and Dr. Dansky, 
proprietors, at the point of their guns. They 
marched the proprietors up on a little bal- 
cony in the store, and one held them there, 
poking guns in their ribs, and called to the 
other, “It’s all right now. Sweep up the 
slugs and make it snappy.” It was thought 
that “slugs” had reference to the diamonds. 

Walter Chase, watch repairer, came in 
while the robbery was in progress. The 
men immediately covered him also and made 
him go up on the balcony with the rest. A 
man came in with an alarm clock for re- 
pairs. They marched him up with the rest.. 

Then the telephone rang. The bandit. 
sweeping up the “slugs” stopped his opera- 
tion long enough to escort Mr. Brodkey to 
the telephone and made him answer the- 
phone. He made him cut the conversation. 
short by telling the party he was very busy 
and would call back later. 

The robbers, when taken, gave their 
names as Fred Walter of Kansas City and 

John Falico of Chicago. 

Walter was arrested on Douglas St. while- 
going from shop to shop trying to pawn a 
ring set with several diamonds. At police: 
headquarters he confessed he was one of 
the Brodkey bandits and told police where 
to find his pal in the hotel. He told them 
he was comparatively harmless but that 
Falico was “hard boiled,” and they had bet- 
ter look out for him. They took Falico. 
without a struggle, however, and he pointed! 
to the suit case standing in the room, say- 
ing: “There’s the slugs.” Most of the loot 
found in the bags was identified as that 
taken from Brodkey’s. 











Market Prices for Silver Bars 
The following are the quotations for sil- 


ver bars in London and New York as 
reported for the past week: 
Selling Price 
London U.S. Gov't New York 

Date Official Assay Bars Official 
TNS. Feces 2675 59% 56% 

we alse ae 26¥5 59% 5634 

Se Gs es 26% 59% 57% 

SE Sa ie 2645 59% 57 

belted: vere 26% 59% 57 

ae eee 26-45 595% 57% 








G. L. Owen has opened a jewelry Store: 
at 333 S. Thomas St., Pomona, Cai., which: 
will be known as the Time Shop. 
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20 West 47th Street, 
_ New York, June 13, 1927. 


ANNOUNCEMENT 


We wish to announce that Mr. Emanuel Friedman 











formerly one of our bookkeepers, is no longer in 
our employ. 


ARNSTEIN BROS. & CO. 
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Mikimoto Pearl Necklaces 
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New Head of N. A. of C. M. 


George J. Gruen, Cincinnati, O., Elected at 
Convention in Louisville, Ky. 


CrncinNATI, O., June 11—The selection 
of George J. Gruen, secretary and treasurer 
of the Gruen Watch Co., as president of the 
National Association of Credit Men, is 
highly pleasing to Cincinnatians, and more 
especially to jewelry dealers and manufac- 
turers here. Gruen is well liked in the 
“Queen City” because of his unassuming 
manner and the energy he has expended in 
the general interest of the city. He took 
an active part in entertaining about 200 of 
the delegates to the convention when they 
passed through Cincinnati en route to Louis- 











GEORGE J. GRUEN, NEW PRESIDENT OF THB 
NATIONAL ASSOCIATION OF CREDIT MEN 


ville last Sunday and gave a little talk on 
credit. ‘ 

Cincinnati sent a large delegation to the 
meeting, as it sought the election of Mr. 
Gruen, because local people felt that the 
honor was due him because of past activi- 
ties. Arno Dorst and William W. Oskamp, 
president of the Cincinnati Wholesale Jewel- 
ers’ and Manufacturers’ Association, drove 
down to the meeting after attending the 
annual local outing at White Villa, Ky., on 
Tuesday. Mr: Gruen believes the business 
situation is sound, and talking to the visit- 
ing delegates Sunday, said: 

“Proof that our business life has an un- 
derlying vitality of surpassing strength is 
shown clearly by its ability to cope success- 
fully with a series of unfavorable factors 
which in a weaker situation might well have 


-caused a depression. 


“In spite of floods, cyclones, the coal 
strike, low price of steel, overproduction of 
oil, financial turmoil in Japan and _ political 
upheaval in China, conditions are. essentially 
sound, and we ought to have for the im- 
mediate future a wholesome business. 

“Our credit situation is sound; conse- 
quently our money situation is in good 
shape. Deflation of commodity prices has 
prevented commodity speculations. Our 
largest enterprises are in a strong financial 
position, our foreign trade situation is en- 
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couraging, and, while the problems of the 
present are enormous and demand the high- 
est type of skill for their discreet handling, 
there is nothing apparent to unnerye us. 

“We may feel reasonably confident that 
for the remainder of 1927 we shall continue 
to have wholesome business, unless some- 
thing unforeseen happens.” 








Omaha and Council Bluffs Jewelers 
Guild Congratulate Denison, Ia., 
Jeweler on Successful Flight 
of His Son 


Omana, Nebr., June 10.—Jewelers in this 
section are rejoicing. E. C. Chamberlin, 
father of Clarence Chamberlin, who flew 
from New York to Berlin the other day, is 
a jeweler at Denison, Ia., less. than half a 
hundred miles out of Omaha. The Omaha 
jewelers were so elated that the Omaha and 
Council Bluffs Jewelers’ Guild instructed its 
secretary, Joseph G. Anderson, to write a 
letter congratulating the elder Mr. Chamber- 
lin on the glorious achievement. The letter 
went out the day after the announcement 
came of the success of young Chamberlin, 
who was accompanied on the trip by 
Charles A. Levine. 

The Guild held its recent monthly meeting 
at the Hotel Chieftain, which is situated at 
Council Bluffs, Ia. 

The next thing on the program for the 
Guild is the annual jewelers’ picnic to be 
held at Krug Park at Omaha. The date 
has been set for June 30. J. P. Byrne, 
chairman ‘of the program committee, is 
working “out some plans for the stunts and 
entertainment at the picnic. 








Frederick D. Carr Honored 





Resigns As Director of Manufacturing 
Jewelers’ Board of Trade and is Pre- 
sented With Token of Esteem 


Provipence, R. I., June 11.—Frederick D. 
Carr, secretary of the Ostby & Barton Co., 
has resigned as a director of the Manufac- 
turing Jewelers’ Board of Trade after 20 
years in that position, having been elected 
each term since 1907. He also served sev- 














HUMIDOR PRESENTED TO FREDERICK D. CARR 


eral years as president of the association 
and was the oldest director in continual serv- 
ice on the board. 

His resignation was reluctantly accepted 
by his associates, and last week, as a token 
of their esteem, a handsome solid mahogany 
humidor, suitably inscribed on a silver plate, 
was presented him. The presentation was 
made by Manager Horace M. Peck of 
the board. The humidor is_ illustrated 


above. 
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Jewelers’ Security Alliance 


New Members Admitted and Transfers 
Made at Monthly Meeting 


The executive committee of the Jewelers’ 
Security Alliance held its regular monthly 
meeting last Friday at the organization’s 
headquarters, 15 Maiden Lane, New York. 
Those present included: President H. C. 
Larter; vice-presidents, Conrad J. Brother- 
ly and Leo Wormser; secretary, J. H. 
Noyes; chairman, H. H. Butts, and Pren- 
tice Luckey, Henry Abbott, Alpheus L. 
Brown, Nathan Stern, H. H. Dillingham 
and Frank T. Sloan, members of the com- 
mittee. 

At the meeting, 22 members were ad- 
mitted into Class B. They are as follows: 
Katz & Ogush, Inc.; Grant W. Rogers; 
Robinson & Sverdlik, Inc.; H. B. Lease 
Co.; Koenig & Friedricks; Whitmore & 
Co.; W. G. Clark & Co., Inc.; L. C. Tall- 
man; S. P. Dayton; H. A. Gestrich; White 
Bros, Co.; Manuel Berger, Inc.; Robert C. 
Anstead, H. Shmerling; W. H. Brown; 
Treulich & Klaas Co.; Durgin’s Jewelry & 
Optical Store, Inc.; The Norman Jewelry 
Co.; R. L. Hause; Nathan Zaidens; Wm. H. 
Jackson; Wm. Schoppy. 

There were also six members transferred 
from Class A to Class B, including: Thomas 
G. McCausland; N. Nielsen; A. Goldsmith’s 
Son & Co.; Buffalo Jewelry Mfg. Co.; I. 
Lewkowitz; E. W. Reynolds Co. 

During the meeting, the committee or- 
dered four rewards paid. The secretary re- 
ported at the meeting that the Alliance had 
been represented at the annual conventions 
of a number of retail jewelers’ associations 
at which addresses were given, outlining the 
work which is being carried on by the or- 
ganization. Many valuable suggestions to 
the jewelers as to methods they should use 
to prevent losses through sneak thefts, hold- 
ups and burglaries were made at these con- 
ventions by representatives of the Alliance. 
The State conventions at which the Alliance 
was represented include: Iowa, Kansas, 
Minnesota, New York, Oklahoma, Texas 
and Connecticut. 





ee 


Burglars Get Loot Worth $1,000 from 
Watertown, N. Y.,. Jewelry 
Store 


Watertown, N. Y., June 8.—The jewelry 
store of Robert R. Fellman, 301 Court St., 
was entered late Monday evening and 
jewelry worth $1,000 was stolen. 

Entrance to the store was gained through 
a rear window. The burglars broke through 
the glass of a double window and crawled 
through. The place was ransacked, and 
many trays and articles left on the floor. 
Mr. Fellman discovered the burglary when 
he went to the store in the morning. He 
notified the police and Detective Samuel 
Roberts was assigned to the case. 














M. B. Smith, Inc., of Durham, N. C., has 
been granted a charter to buy, sell and deal 
in jewelry and watches, etc. The new con- 
cern has an authorized capital stock of 
$50,000, and subscribed stock of $12,000 by 
M. B. Smith, A. E. Smith and Louis Smith, 
all of Charlotte, N. C. 
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FROM MINES TO. MARKET 











- GEMS ~ 


EmerALps—Single stones up to twenty carats in fine 
and medium. qualities. 

Rusies—Single stones up to six carats in gem, medium 
and commercial qualities. Bracelet lines of exceptional 
values and calibre for all purposes. 
SappHirEs—Single stones up to fifteen carats in qual- 
ities from gem pieces to those of commercial quality. 
Bracelet layouts of merit and calibre suitable for most 
requirements. 

CHINESE JapE—A stock replete with Jade in carvings, 
also oval and navette shape stones suitable for rings, 
scarf pins, brooch, link and bracelet sets, and necklaces 
in qualities ranging from commercial to gem. 

Star SappHires AND Star Rusigs~ Single stones for 
rings and brooches and sets for links and studs. 
CatsrrEs—Exceptional gem stones. 


Semi Precious Stones~Aquamarines, Tourmalines, 
Opals, Black Opals, Morganites, Topaz, Olivines, 
Amethysts and other gems in this category in a varied 
assortment of sizes and shapes. 


AMERICAN GEM @? PEARL Co. 


Miners +» Cutters +» Importers 
Six West 48TH STREET 
New York 


LONDON PARIS 
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S. NATHAN & CO., Inc. 


71 Nassau Street 


Importers and Cutters 





DIAMONDS 


Recent Shipments at 


ee in the 
SQUARES Stone Line 
BAQUETTES 
MARQUISES 





Lowest Prices 











New York 


Everything 
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STORE FIXTURES 
FOR SALE 











Our new store layout necessitates us sell- 
ing our present fixtures, shown in picture 
above. They are mahogany finish, in good 
condition, and will be sold at a fraction of 
their real worth. These may be bought in 
part or whole. 

There are :—five eight-foot counter cases; 
one eight-foot silent counter show case, and 
four twelve-foot wall cases. 

Available July. Write at once. 


REID & TODD, INC. 


1054 Main St., Bridgeport, Conn. 


THE WASHBURN 


SECURITY MAGIC NUT 
Automatic Holder for ear —_ searf-ping, 
etc. 


for all sizes of scarf- 
pin wire. Guaranteed. 


4 


EAR WIRES 


for unpierced ears. 


SAFETY CATCH 
for Brooches, etc. 
Can be applied to any 
work where pin tongues 
are used, 
Open. 


Closed. Open. Closed. 
Descriptive Circular on Application. 
Pearl Drilling and Adjusting a Specialty 
Special Order Work and Repairing 
C. IRVING WASHBURN, 108 Fulton Street, N.Y. 























EXPERT Watch Case} 
s> Repairs | 


Gold, Silver and |; 
Platinum Plating 
Engraving and |: 
Engine Turning. 
Manufacturers 
of Special 

Swiss and 
English cases 
iii] changed to fit 

/ American 
movements on 
all kinds of 
Raised. Colored 
: Gold Work 
Attachments for bracelets put on watches and 
pendants lowered. The largest and promptest |, 
repair shop in Chicago. All kinds of bracelets 
repaired. Send for Price List. 


J. C. Howard & Company. 


. Room 810, 5 South Wabash Avenue ; 
Mallers Building CHICAGO, ILL. |; 
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Mf’g. Jewelers Golf Tournament 





Annual Event of Eastern Players Held on Course of Metacomet 
Golf Club at East Providence—Trophies Awarded 
at Dinner Following the Contest 


Provipence, R. I., June 11.—Benjamin 
Furman, of Helbein-Stone Co., New York 
city, was announced as the possessor for 
the coming year of the handsome solid silver 
pitcher offered as a trophy by V. S. Mul- 
ford, publisher of THE JEWELERS’ CIRCULAR, 
for the best net made by Class A player in 
the annual tournament of the Manufacturing 
Jewelers’ Golf Association. Later, a ques- 
tion arose as to his eligibility to the cup as 
the regulations governing its ownership re- 
quires that it shall be won by a member of 
the club. The matter has been taken under 
consideration by the executive committee of 
the association and the decision will be an- 
nounced later. 

The trophy was awarded. Mr. Furman as 
the result of the card turned in by him last 
Wednesday afternoon at the conclusion of 
his round of 18 holes on the course of the 
Metacomet Golf Club in East Providence, 
on the occasion of the ninth tournament of 
the Jewelers’ Golf Association, at which 
delegates to the National Wholesale Jewel- 
ers’ Association were entertained as special 
guests. 

It was an ideal afternoon for golf and 
because of the joint interest of the members 
of the three organizations—the National 
Wholesale Jewelers’ Association, the New 
England Manufacturing Jewelers’ and Sil- 
versmiths’ Association and the Manufactur- 
ing Jewelers’ Golf Association, it being the 
initial tournament of the 1927 season for 
the latter—there was the largest gathering 
of jewelers ever brought together on a golf 
course in this vicinity, and President Samuel 
B. Levy (V. E. Black Co.), and the com- 
mittee from the Golf Association together 
with the special committee from the New 
England Association, are to be complimented 
and congratulated upon the success of the 
affair. 

Those who did not play golf enjoyed sev- 
eral hours of pleasant recreation on the spa- 
cious verandas of the clubhouse enjoying 
the excellent view of Narragansett bay as 
well as the refreshing breezes that blew in 
almost direct from the ocean. Following 
the afternoon on the links or at the club- 
house, an excellent Metacomet Club steak 
dinner was served, the prizes were awarded 
and a short period of near speeches, story 
telling, group singing and general good fel- 
lowship rounded out a day to be long and 
pleasantly remembered. 

The sound of the gavel had hardly ceased 
to echo through the ballroom of the Provi- 
dence-Biltmore Hotel, marking the final ad- 
journment of the 20th annual convention of 
the National Wholesale Jewelers’ Associa- 
tion than the majority of those who had 
been attentive and interested attendants at 
the three days’ sessions had donned their 
sport togs, and with bags of drivers, putters 
and brassies were en route for the Meta- 
comet Club grounds. Many took lunch at 
the club, and it was but a few minutes of 
the scheduled time when the first foursome 
teed off at 1 o’clock and the tourney was on. 





Eighty-five entries were posted on the bul- 
letin board at the caddy house, and these 
were divided into three divisions according 
to their handicaps, with a fourth division for 
the guests. Class A included those players, 
members of the Golf Association, whose 
handicap was 18 or less; Class B those from 
19 to 25, inclusive, and Class C, those over 
25, the handicaps being adjusted by Herbert 
A. Boss, official handicapper of the Rhode 
Island League of Golf Associations. Prizes 
were given for the best gross and first and 
second net in each division. 

The first foursome to turn in their cards 
finished the 18 holes soon after 4:30 o’clock, 
and for the next two hours the quartets re- 
ported one after another at the caddy house 
and gave in their cards to the scorers, con- 
sisting of James O. Otis (Harvey & Otis), 
Albert S. Vennerbeck (Vennerbeck & Clase 
Co.), Joseph H. Lancor (Lancor Mfg. Co.), 
and Herbert A. Boss. In the locker room, 
high revel reigned, and after the showers 
everyone visited back and forth in the sev- 
eral lanes between the lockers. 

After the last “pill swatter” had washed 
up and put in an appearance in his “cits” 
the call to dinner was sounded at 7:30 
o’clock and found everybody ready to fall to 
and do full justice to the excellent menu. 
At the head table were seated a “presidential 
foursome” consisting of Samuel B. Levy, of 
the Manufacturing Jewelers’ Golf Associa- 
tion, who presided as toastmaster at the post 
prandial program; Archibald Silverman 
(Silverman Bros.), of the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association; Robert J. Petersen (Peter- 
sen, Max & Co. Buffalo, N. Y.) of the 
National Wholesale Jewelers’ Association, 
and Conrad J. Brotherly of Newark, of the 
American National Retail Jewelers’ Asso- 
ciation. Others at the head table included: 
George A. Fernley and H. R. Rinehard, sec- 
retary and assistant secretary, respectively, 
of the National Wholesalers’ Association; 
Woodward Booth, manager of the New 
England England Association; William R. 
Cooper (S. H. Clausin & Co., Minneapolis, 
Minn.), Past President of the National 
Wholesalers’ Association and Messrs. Ven- 
nerbeck, Otis and Boss. 

After brief remarks by the various presi- 
dents, Albert S. Vennerbeck, who has made 
the presentation speeches on every occasion 
that the golf association has awarded tro- 
phies, was introduced and in his inimitable 
manner distributed the numerous prizes, 
each recipient coming in for some personal 
joke or witticism that kept the company in 
roars of laughter and furnished upwards of 
an hour’s hilarious recreation. 

When he asked all those who “walked 
across the bridge at the eighth green” to 
step forward, no one respcnded fearing one 
of Al’s subtle traps. But when Joe Lancor 
braved the situation and stepped forward 
and was decorated with one of the latest 
novelty “Lindy” pins in the form of a 
miniature airplane in silver and white stone 
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with the compliments of William G. Lind 
of T. W. Lind Co., there were nearly a 
dozen who acknowledged that they accom- 
plished a “feat that didn’t exist,” and each 
was honored with the miniature airplane 
decoration. 

In Class A, George W. Smith and Harold 
D. Baker (Attleboro Refining Co., Attle- 
boro) tied for the best gross, with 86. 
Baker tossed and lost and the award went 
to Smith. Benjamin Furman (Helbein 
Stone Co., New York) took first net and 
was announced as taking a leg for the Mul- 
ford trophy, with 77 while Herbert A. Boss 
took second net with 78, 

The best gross in Class B, of 99 was 
made by Walter A. Griffith (R. L. Griffith 
& Sons Co., Providence) notwithstanding 
his ill-fortune to make an 11 on the fourth 
hole. Dexter E. Partelow (Reliance Mfg. 
Co., Providence) won first set with 76 while 
Lloyd H. Kirk (Martin-Copeland Co., 
Providence), Ellis W. MacAllister (Irons 
& Russell Co., Providence) and Frank R. 
Budlong (William C. Greene & Co., Provi- 
dence) tied for second net, each with an 
82. Kirk was the odd man on the match 
and took the pair of gaudy stockings. 

Earl L. McHugh who took first gross 
in Class C was too good for the class, win- 
ning the checkered plus fours with a score 
of 111. He was eight better on the net 
than the next man, but twin prizes were 
barred, so the first net went to Frank J. 
Ryder (Walter E. Franklin Co., Attleboro) 
with 84, while Jules P. Goldstein (Jules P. 
Goldstein & Co., Providence) got the sec- 
ond net with 86. His partner, James C. 
Garvin (“Rollicking Jim”) won the bunker 
prize in this class with a gross score of 
139. 

Only half of the guests who entered the 
tournament turned in their cards. The best 
gross prize in this class fell to Roland 
Arter who had a 95. H. A. Martin took 
first net with 76 and Bartley J. Doyle, of 
Philadelphia, second net with 80. The 
bunker prize went to J. Victor Day (Smith, 
Patterson Co., Boston) on a gross of 140. 
In accepting the trophy Mr. Day said: “I 
expected to get something as my middle 
name is Victor.” The summary of the 
players follows: 


CLASS A—HANDICAPS 5 TO 18 
Gross. H’cap. Net. 


"GW, SO acc e tea wees 86 5 81 
Ee <I aia Scat sia aS darks 95 18 77 
Wi: hs. SES 5 ae ain oan koe 93 15 78 
WE hs io cs ince aa ecas 86 6 80 
BE, (@y POG i os cae cess scaeas 94 14 $0 
M: E. Robertsom.......0. 93 12 81 
SOEs aiaiad «diva cares 98 17 81 
Ce Pas CN hai So kee Kein 99 18 81 
G, Lb. Sikegerdsde:.. 6 icc 99 17 82 
i Tae Ck do cicawcis 100 18 82 
iba) ie aaa ss 0 tsa, o-oelast 100 18 82 
A. S. Vennerbeck.......... 92 9 83 
Se Pare osensaveccas 98 15 83 
OD, Wa viks kv Saedons 90 6 84 
Pee, Ele TRONS 6 icin See eewe 90 6 84 
6 a ere eee 96 12 84 
A. A. Remington.......... 96 12 84 
We ee Pe oe or ccccvccs 100 15 85 
Cee oka cdc cn wake 101 16 85 
as We WEI oo derdc cicwdhic 98 12 86 
Wa (Re Eiadccvaccaausices 102 16 86 
Me ie Ds bv en ckcceeens 102 16 86 
We OE I one 5 ccGnc ees « 106 18 88 
Murray Kohn.......... wie ee 15 91 
Wea Ge PEM wc ccccaiccad 110 17 93 


E. T. White and H. K. Sturdy, Jr.—No cards. 





(Continued on page 57) 
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(1) Every night on alternate months and Sunday, Tuesday and Saturday nights other months. 
(2) Tuesday, Wednesday, Thursday, Friday and alternate Saturday and Sunday nights. 
(5) Tuesday, Wednesday, Thursday, Friday and Saturday nights. 


Every weekday night at or about 9 P. M. and every 
Sunday night at or about 9:15 P. M. throughout the 
year the exact time by the Howard Watch is being 
broadcast to millions of radio listeners from the 
following stations: 


WEAF WEET WJAR WRC 


New York Boston Providence Washington 
WCAE WTAM WWJ = WSATo 
Pittsburgh Cleveland Detroit Cincinnati 
KSD WOCe WDAFe WGY 
St. Louis Davenport Kansas City Schenectady 
WFI— WLIT WMAQ® 
Philadelphia Chicago 


This Howard service, inaugurated April 5th, 1927, 
has been welcomed with great enthusiasm. - Letters 
of appreciation are coming in every day and favor- 
able comment is heard on every side. 


The name “Howard” is being impressed on the minds 
of thousands upon thousands of prospective watch 
buyers because nightly they compare their watches 
and clocks with the “Howard” and appreciate 
Howard accuracy. 


The opportunity for you to increase sales on Howard 
Watches is obvious. Your assortment should be 
broad and representative. Jobbers are ready to 
serve you. 


tne 





Great Public Weleome to 
HOWARD TIME by Radio! 


ide C) WA 5S ele 


SHE KEYSTONE WATCH CASE CO + ESTABLISHED 1853. *- RIVERSIDE NEW JERSEY 


(3) Monday and Friday nights. 
(4) Alternate nights. 
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CLASS B—HANDICAPS 19 TO 25 
Gross. H’cap. Net. 


w. A. Griffith.....--.+++- 99 20 79 
D. E. Partelow......--++-- 101 25 76 
oL, H. Kirk......---++00++ 107 25 82 
‘E. W. MacAllister.....-.. 102 20 82 
*F, R. Budlong......------ 107 25 82 
G B. Levy...-----++ceess: 108 25 3 
D. A. Hart.....-0--+eeeeee 109 25 84 
Ralph Bangs.--.-.----+++-> 113 25 88 
F. A. Moran.....----++++++ 113 25 gg 
Chris O’Brien....-----+++++- 114 23 91 
G W. Strandberg...-....-. 112 20 92 
J. Parker MPs 5 aoe wa sees 115 20 95 
M. J. Hammelberg......-. 121 25 96 
J. L. Kiernan......--++++++ 126 24 102 
T, J. Dunn.....-----+eeeee 127 25 102 
F. §. Trumbull.........--- 123 18 105 


R. White—No card. 
CLASS C—HANDICAPS 26 TO 40 
Gross. H’cap. Net. 


E. L. McHugh.........---. 111 35 76 
Frank J. Ryder..........-- 114 30 84 
Jules Goldstein..........++ 116 30 86 
w. GC, Sherman........-0.. 117 26 91 
Edgar Martin........-.+++- 121 30 91 
BA, Talbot. ......0s0800% 120 27 93 
PA. Parker. .......s0cc00 125 28 97 
WwW, .B. Peckham. ........0- 131 30 101 
MCS DYVIOOK... oe ce scscces 139 35 104 
tJ. C. Garvin............- 139 30 109 
Amos Blackinton.......... 138 26 112 


J. H. Lancor, H. B. Whittaker, John Fielding, 
H. Pierick, E. T. Abbott, J. L. Wigmore, George 
Hilsinger, A. B. Lemon—No cards. 


GUEST DIVISION 
Gross. H’cap. Net. 


eee 95 14 81 
gO eT ee ere 100 24 76 
MI oy conscccceses 96 16 80 
AE SS re 100 15 85 
a re 109 22 87 
Bets, Decken, Jr... . 2.0060 111 22 89 
RIES 5 soso 4 o'e's 0 is 00 136 40 96 
ip Wis BUTUICK,. 6c. cece 124 26 98 
hg AE 138 40 98 
8: A Seer ee 140 24 116 


C. J. Brotherly, L. V. Treyz, Garner Sly, M. 
Kohn, T. Hitchcock, Berry Furman, Ned Cahen, 
W. M. Buttrick, Ed. Horrigan, Charles Brown— 
No cards. 





*Ties. tBunker prizes. 








Golfers Enjoy Outing 
Members of New York Jewelers’ Golf As- 


sociation Hold Spring Tournament 
on Wing Foot Course at 
Mamaroneck, N. Y. 


On Monday of last week, 85 members and 
guests of the New York Jewelers’ Golf As- 
sociation journeyed to the Wing Foot Golf 
Course at Mamaroneck, N. Y., where they 
participated in the Spring tournament of the 
association. Ideal weather conditions pre- 
vailed ‘all during the day and the players 
had a most enjoyable time on the links. 

The first ball was teed off shortly after 
9 o'clock and by noon most of the players 
had completed the first 18 holes. After en- 
joying a luncheon at the clubhouse, the 
Jewelers returned to the course and in the 
afternoon completed the second 18 holes. 
In the evening the winners of the various 
events were announced and prizes distrib- 
uted, after which the jewelers and their 
friends enjoyed dinner and an entertainment. 
The winners and their scores included: 


Low hit 36 holes all classes, John Sommer 154; 
second low hit 36 holes all classes, Roy Johnstcn 
163; low gross 36 holes, Al Morrell 181; second 
low gross 36 holes, H. M. Coxe, 182; low net a. M. 
Class A, H. M. Blanke, 84; low net a. M. Class 
B, Alex Gilespie 90; low net A. M. Class C, I. E. 
Richmond 79; low net Pp. M. Class A, George 
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Johnson 80; low net Pp. M. Class B, Charles Som- 
mer 83; low net Pp. M. Class C, Arthur E. Taylor, 
86; second low net p. M. Class A, Walter Scheer 
80; second low net p. M. Class B, V. A. Picard 
86; second low net Pp. M. Class C, John J. Williams 
87; second low net a. M. Class A, Weidlund 84; 
second low net a. M. Class B, Jack Becker 96; 
second low net a. M. Class C, Ray Yard 85; 
guests low net 36 holes, George Adams, Jr., 171 
net; second guests low net 36 holes, C. Christie 
172, R. Dean 172; driving contest, Jack Becker 
268 yards. 

A new feature of the tournament this 
Spring was a driving contest, which aroused 
a great deal of interest. This event was 
won by Jack Becker, who drove a golf ball 
268 yards. 

In the evening, eight girl entertainers per- 
formed for the golfers, while the “notorious 
Fifth Ave. Quartet” was much in evidence. 
This quartet is, of course, composed entirely 
of home talent and includes Messrs. Yard, 
Skinner, Hauck and Young. A piano player 
was aiso on hand to assist in the entertain- 
ment, 








Virginia Retail Jewelers to Meet at 
Virginia Beach on June 20 


RicHMonp, Va., June 11.—The 19th an- 
nual convention of the Virginia Retail Jewel- 
ers’ Association will be held at the Hotel 
Cavalier, Virginia Beach, on June 20. The 
convention will be followed by the convention 
of the Virginia Retail Merchants’ Associa- 
tion, which meets June 20, 21 and 22 at the 
same hotel. The program for the jewelers’ 
meeting is as follows: 


MONDAY, JUNE 20, 1927 

1:00 P. M. Registration. 

1:15 P. M. Meeting called to order by Presi- 
dent, Mark E. Holt. 

Greetings of Norfolk Jewelers, Mr. Frank 
Driesell. 

Response, Mr. S. C. McChesney, Bristol, Vir- 
ginia. 

President’s Annual Report. 

Secretary’s Annual Report. 

Treasurer’s Annual Report. 

Appointment of Committees. 

Resolutions. 

Auditing. 

Nominating. 

2:15 P. M. Address by Mr. E. H. Quigley, 
Assistant to the President of the American Na- 
tional Retail Jewelers’ Association. Subject, ‘‘Pub- 
licity Association and its Relation to the Jeweler.” 


DISCUSSION AND QUESTION BOX 

4:00 P. M. Address by Mr. A. F. Jahnke, 
Richmond, Virginia. Subject, “The Importance of 
Certified Watchmakers.” 

Discussion. 

4:30 P. M. Report of Committees. 

Election of Officers. 

Unfinished Business.’ 

New Business. 

Selection of Next Meeting Place. 

Adjourn to meet with Virginia Retailer Mer- 
chants’ Association. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 


Week ending: June 11, 1927 


The U. S. Assay Office reports: 


Gold bars exchanged for gold coin... $891,751.83 
Gold bars paid depositors............ 63,454.69 


RUG Sood Face Cet bahas enw $955,206.52 
Of this gold bars exchanged for gold 
coins are reported as follows: 


Date Exchanges 
IN Bains wc ee wckeie wel eee Kae Mecitus $451,427.88 
= rp sorts: alessio aa: Sone ea e Anero aan etme 66,879.49 
ile, See re Ge OPS a ee ae Pea 77,130.86 
“ + EEE Dy aN LT e ee Te 97,513.37 
8 ag Oot Rest Sink saa oes BUS Se eere aes 163,036.78 
WT pMUR ats pao hats 6018 & 4 hte Wa ele. vip ae URS 35,763.45 
Ny 5s haar oak oa es wahoo aetolel euhans $891,751.83 
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Committee of Creditors of Dueber Hamp- 
den Watch Co. Urges This as Solution 
for Company’s Financial 
Troubles 


John W. Sherwood and Paul C. H. Meyer 
of the committee of the creditors of the Due- 
ber Hampden Watch Co., Inc., and Gustave 
J. Rosen, counsel to the committee, met at 
Canton, O., last week to consult with repre- 
sentatives of the debtor company, the re- 
ceiver of the company and his counsel. They 
examined into the affairs of the debtor, as 
far as that was possible, and inquired par- 
ticularly regarding its merchandise assets. 

They were informed by the receiver that a 
physical inventory and audit was then in pro- 
cess and that no definite statement of the 
debtor’s assets and liabilities could be ob- 
tained until the audit will have been com- 
pleted. They found a considerable quantity 
of desirable merchandise on hand, part of it 
finished and the balance substantially fin- 
ished. While they did not have an oppor- 
tunity to appraise this merchandise, they were 
of the opinion that it has a substantial value. 
The debtor has also approximately $40,000 of 
outstanding accounts and a vast quantity of 
material, which, however, will have only a 
negligible value unless debtor’s business will 
be continued. 

It was estimated that the debtor’s unse- 
cured liabilities approximate $300,000 ; that it 
has secured liabilities due banks and other 
creditors for money loaned aggregating ap- 
proximately $150,000; also a mortgage lia- 
bility of $1,000,000, covering its entire real 
estate holdings, plant, buildings and equip- 
ment. The secured creditors hold a vast 
quantity of watches representing at cost per- 
haps 50 per cent to 75 per cent more than the 
amount of the loans. 

The book value of its assets largely ex- 
ceeds its liabilities, but the committee ex- 
pressed the opinion that were they to be sold 
on liquidation little or no equity would re- 
main for unsecured creditors. 

The committee sensed considerable opposi- 
tion to the interests which have been direct- 
ing debtor’s business and believes, therefore, 
that any proposed reorganization should 
predicate a changed management. Negotia- 
tions were, therefore, instituted with A. M. 
Dueber, who holds the first mortgage on the 
debtor’s property, to interest new capital in 
debtor’s business under the management and 
guidance of Mr. Dueber and his associates. 
It is to be remembered that Mr. Dueber 
knows the debtor’s business intimately be- 
cause of his previous control of it. 

The committee on reporting the above to 
the creditors last week stated that it is con- 
vinced that the interests of unsecured credi- 
tors can be safeguarded only by a proper 
re-organization which will insure its con- 
tinuance in business under an efficient man- 
agement. The success of the committee’s 
efforts to accomplish such a reorganization 
will depend in no small measure upon the co- 
operation which unsecured creditors will lend. 
All creditors are urged to refratm from tak- 
ing any independent action pending receipt of 
a recommendation from the committee. 








Samuel H. Fuhrman, Kansas City, Mo., 
is reported to be in the hands of a trustee. 
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June 15, 1927 


Alabama Jewelers Meet at Birmingham 


Great Convention of State Retailers’ Association Held June 8 and 9 at the Tutwiler Hote]— 
Regional Vice-President Tells of Work of National Body 


BirRMINGHAM, Ala., June 10.—The eighth 
annual convention of the Alabama Retail 
Jewelers’ Association, held at the Tut- 
wiler Hotel here, June 8 and 9, was in many 
respects the most profitable and interesting 
session the association has ever held. Much 
business of vital importance to the jewelers 
of the State was transacted; many questions 
of interest discussed, while the social 
features surpassed those of any of the pre- 
vious sessions. The feature of the first day 
session was an address by William Frasier, 
of Durham, N. C., regional vice-president 
of the American National Retail Jewelers’ 
Association. He remained throughout the 
two-day session and gave the jewelers much 
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good advice on many matters of importance 
during the entire session. ; 


Wednesday Morning Session 


The members of the association met at 
the Tutwiler Hotel at 9:30 a. M., registered 
and received their badges. 

The meeting was called to order by 
President C. F. Hoffman, of Gadsden, who 
made a few remarks, after which Rev. Jas. 
A. Bryan, pastor of the Third Presbyterian 
Church offered an invocation. 

The jewelers were welcomed to the city 
by James Jones, president of the City. Com- 
mission, who extended a most cordial wel- 
come in a few well chosen words. He told 
the jewelers that the city of Birmingham 
belongs to the entire State of Alabama, and 
that the city officials would be pleased to do 
all within their power to make their stay 
here a mosf pleasant one. He then turned 
the key of the city over to the visitors and 
told them to enjoy themselves. 

A. L. Hipp, of Huntsville, responded to 
the. address of welcome. He referred to 
Birmingham as “the New York of the 








south,” and stated that it was here the 
Alabama Retail Jewelers’ Association was 
organized eight years ago. “We appreciate 
greatly the warm words of welcome from 
Commissioner Jones and others,” he said. 


PRESIDENT HOFFMAN’S REPORT 


“It is now time for the convention to get 
down to business,” said President Hoffman 
in delivering his report. “I am glad to 
see a number of new members present,” he 
continued. “The Alabama Retail Jewelers’ 
Association has many live-wire members, 
who have done many things in the past for 
the good of the association, and they will 
continue to work for the association’s good 
in the future.” He referred to the proposed 
State tax on jewelry and what the jewelers 
of Alabama had been doing to defeat any 
bill along this line which might come before 
the State legislature. He said he could not 
say what would be done regarding this pro- 
posed tax, that he knew at least some of the 
members of the State legislature favored 
such a tax. 

He spoke at some length of the removal 
of the war tax on jewelry, and of the co- 
operation the Alabama Retail Jewelers’ 
Association had given the National Associa- 
tion in the matter. “Owing to this work 
and to many other things accomplished for 
the good of the jewelers, all retail jewelers 
of Alabama should join our association,” he 
told them. 

He spoke of the new auction laws of 
Alabama, made a reality through the efforts 
of the jewelers of the State. 


He spoke at some length concerning cer- 
tain jobbers who are said to be selling 
jewelry at retail to the consumer. Along 
this line he read a story from Texas, pub- 
lished in a recent issue of THE JEWELERS’ 
CircucarR. He told of some department 
stores selling silverware for less than job- 
bers prices to the retail trade. “Meshbags 
and other nationally advertised articles 
usually sold in jewelry stores are being 
sold by these bootleggers,” he said, “yet 
it is the retail jeweler who keeps these job- 
bers in business.” He referred to the mail 
order business in the jewelry line, and said 
it was being felt by the retail jewelers of 
Alabama. 

“We should have retail jewelry clubs in 
all cities and towns in Alabama,” he told 
them. “In Gadsden, my home city, we have 
a live club and are getting good results.” 

In conclusion he spoke of the recent de- 
mise of C. F. Cross, of -Gadsden, and of 
M. Murray, of Huntsville, whose deaths 
were a great loss to the association. 

J. L. Schaeffer, of Montgomery, secretary- 
treasurer of the association, read the 
minutes of the 1926 session, which were ap- 
proved. His report as treasurer showed 
the association in good condition, with $590 
to its credit in bank. 

President Hoffman announced _ that 
William Frasier, of Durham, N. C., regional 
vice-president, would arrive during the 





afternoon and a committee was appointed 
to meet him. 

Aaron Ash, of Birmingham, chairman of 
the legislative committee, told of what had 
been done by his committee regarding pro- 
posed State tax on jewelry. He stated there 
were no new developments along this line 
but that the committee was active. The 
report was accepted and the committee con- 
tinued. 

President Hoffman appointed the follow- 
ing committees: 

Resolution, Constitution and By-Laws— 

A. L. Hipp, Huntsville; William Brom- 

berg, Birmingham, and W. M. Farmer, 

of Birmingham. 
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Committee on Nominations—H. Gabriel, 
Mobile; W. D. Thomasson, of Gunters- 
ville, and Reid Lawson, of Birmingham. 

Committee on Membership—John Bur- 
nett, Birmingham; J. Griffith, Birming- 
ham, and J. W. Leggett, Bessemer. 

It was announced that T. L. McGill, one 
of the past presidents and Alabama repre- 
sentative to the last session of the National 
Association, was quite ill in a hospital. It 
was ordered that the association wire Mr. 
McGill regrets, and wish him a speedy re- 
covery. 


“BOOTLEGGING” JEWELRY 


The matter of “bootlegging” jewelry was 
discussed at considerable length. Mr. 
Burnett, of Birmingham, said he had found 
that a certain watch manufacturing concern 
was selling watches in Birmingham direct 
to the retail customer through a mail order 
arrangement. He said he knew of at least 
50 “bootlegging” jewelers in the city of 
Birmingham. He thought this should be 
taken up with the National Association for 
the purpose of seeing if anything could be 

















‘, the matter. “I had two cases of 
Se eare come back, because I could not 
meet the jobber’s price to the consumer, he 
stated. Aaron Ash, of Birmingham; H. 
Gabriel, of Mobile, and others spoke on this 
subject. A motion was offered by Mr. 
Gabriel and carried, that the secretary 
write the National Association secretary and 
tell him the Alabama jewelers were suffer- 
ing from the actions of the retailing jobbers, 
and that the Alabama Retail Jewelers Asso- 
ciation is willing to co-operate in any action 
taken in the matter by the National Asso- 
jation. 
Oe ietter from the American Jewelers’ Pro- 
tective Association in regard to tourists and 
others smuggling jewelry into America, 
received recently by P. H. Linnehan, Bir- 
mingham, was read by Secretary Schaeffer 
and discussed at length. This movement on 
the part of the American Jewelers’ Protec- 
tive Association was heartily indorsed by the 
Alabama jewelers. 

A telegram was received from W. W. 
Dupree, of Memphis, Tenn., president of 
the Tennessee Jewelers’ Association, asking 
that Alabama jewelers assist in landing the 
1928 National Association meeting in 
Memphis. On motion-the Alabama jewelers 
agreed to assist in any way possible to land 
the convention for Memphis. 

A telegram was read from the Hunts- 
ville Chamber of Commerce inviting the 
Alabama jewelers to hold their 1928 con- 
vention in that city. Mr. Murray and Mr. 
Moore, both of Huntsville, also personally 
invited the association to hold its next con- 
vention there. 

A letter was read by Secretary Schaeffer 
from Conrad J. Brotherly, of Newark, N. J., 
president of the American National Retail 
Jewelers’ Association, expressing his re- 
grets for his inability to attend the meeting 
of Alabama jewelers and extending his best 
wishes. Among other things the National 
president dwelt at length upon the national 
advertising movement, and urged all Ala- 
bama members to subscribe to this publicity 
fund. 

The letter met with the hearty approval 
of the members of the association. “Co- 
operation and organization is the key-note of 
all business success,” said’ President Hoff- 
man, in discussing this letter. 

The Wednesday morning session ad- 
journed for lunch at 12:15. 


WEDNESDAY AFTERNOON 

The meeting was called to order by 
President Hoffman at 2 Pp. M., and after the 
usual preliminaries an address was de- 
livered by Secretary Schaeffer, who at- 
tended the national convention of 1926. T. 
L. McGill, of Selma, national representa- 
tive, was to have delivered a report on the 
national meeting at this time, but owing to 
illness was not present. 

In his address Mr. Schaeffer discussed the 
national convention and what was done 
there, besides many other matters of interest, 
in his usual entertaining manner. Among 
other things he spoke on salesmanship and 
window displays. “We have the most 
beautiful goods in the world,” he said, “and 
some of us do not take advantage of this 
and display our goods in the windows as 
we should.” 

He stated that previous to the present 
State meeting of jewelers he had sent out 
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2,200 pieces of mail, covering every retail 
jewelry establishment in Alabama, telling 
them about the State meeting and urging 
them to attend this session. 

He said that he had succeeded in securing 
advertising for the program of the present 
State meeting to the amount of $790. The 
major portion of this advertising came from 
jobbers, wholesalers and manufacturers, ac- 
cording to Secretary Schaeffer. 

Secretary Schaeffer was highly compli- 
mented on the program for the State meet- 
ing. 

While waiting for the arrival of William 
Frasier, scheduled to speak at this time, 
several of the jewelers told of the pros- 
perity and developments in their sections of 
the State. The ball was started to rolling 
by W. D. Thomasson, of Guntersville, who 
said they were going to build a bridge across 
the Tennessee river there. He was followed 
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by President C. F. Hoffman, who said they 
had built a bridge at Gadsden across the 
Coosa river, and that the first day this bridge 
was opened 7,235 automobiles passed over 
it. H. Gabriel, of Mobile, told of the 
wonderful bridge which had been completed 
across Mobile Bay, at Mobile, 14 miles long, 
and that on opening day 10,500 automobiles 
passed over it. “That’s nothing,” said J. W. 
Moore, of Huntsville. “They are now build- 
ing a bridge across the Tennessee river at 
Decatur, 25 miles this side of Huntsville. 
When I passed by this bridge on my way 
to the State meeting at Birmingham I 
counted 100,000 automobiles standing there 
waiting for the bridge to be completed so 
they could cross the river.” 

Mr. Frasier, who had then arrived, ac- 
companied by his wife, was introduced to 
the convention by P. H. Linnehan, of Bir- 
mingham. However, Mr. Frasier hardly 
needed an introduction, being personally 
acquainted with many of the Alabama 
jewelers for some time past. He held his 
audience from the beginning until the close, 
he being an interesting and fluent speaker. 
His address was one of the features of the 
entire convention. 

Mr. Frasier spoke as follows: 
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ADDRESS OF NATIONAL VICE-PRESIDENT FRASIER 


Every year, my friends and colleagues, our 
business and industry grows greater and keeps its 
pace in the commercial world. We have no need 
to fear that the luster of its gems will grow dim 
by comparison with the progress of other industries 
if we continue in the future, as we have tried in 
the past, to devote that splendid energy, coupled 
with honesty and integrity, on which our business 
is built, and must continue as its basic foundation 
—that is, if we reach the goal of that success and 
confidence of the public we all so heartily desire. 

The American National Retail Jewelers’ Associa- 
tion and its auxiliaries have many objects in view. 
It appears to be the custom in some organizations, 
however, to work out but one objective at a time; 
but time is so short and there is so much ‘to be 
done, we must therefore necessarily consider, and 
solve many of our objectives collectively. 

I wish to talk with you today about three of the 
most important requisites as I conceive it with 
which we are confronted: 

First: I think one and all will agree with me 
a full and complete membership of all jewelers 
throughout the United States should be our first 
object. Many consider the question of membership 
from a different view point—some entertaining the 
view that membership should be confined to quality, 
rather than quantity. But I say to you above all 
things we should seek quality and uphold ethics into 
our association, and when it comes to dealing with 
the fellow we do not consider of such class, I think 
you will admit if we can get him into the asso- 
ciation it would then be much easier to convert him 
into doing an ethical business. Therefore, I say 
that all recognized legitimate jewelers in our 
country should be interested and. become members 
of our association. 

The question of dues is one of secondary con- 
sideration as our dues are too small to be of any 
great moment, and our associations together where 
we can frankly discuss with each other our many 
problems is one of the prime factors in the success 
of our business as a whole as well as. individually. 

Second:. Perhaps the most vital and important 
undertaking t be engaged in by every retail jeweler 
and the industry at large is the business of re- 
search, which should receive prompt and intelligent 
co-operation of every member of our associations. 

A few years ago our National Association raised 
a fund for research purposes which was used to 
employ the Harvard Business Bureau to make a 
comprehensive survey and study of the retail 
jewelry field, and to publish the result of its work 
for our benefit. 

After six years of this work, our funds became 
exhausted in 1926. Our research work was tem- 
porarily halted until we could raise enough money 
with which to finance its continuance for an in- 
definite period of years. Your National Association 
is now conducting another campaign and it is going 
directly to every member of the association and 
asking him to do his part by subscribing his share 
of the amount needed. 

The reasons for the great importance of this 
work, are that the figures produced by a study of 
retail jewelry stores have led to the showing of 
conditions which have a vital bearing upon the 
welfare of every store in the country. 

In the past four years, four very significant 
things have happened within the jewelry industry: 

1. Your National Association has outgrown the 
purpose for which it was organized. It has gone 
ahead by leaps and bounds, until it now stands 
among the foremost trade associations of the 
country. It has undertaken problems of great mag- 
nitude on a pitifully small amount of revenue as 
compared to the benefits which have been received 
by its members. But it has never failed to gain 
its objective. It has a much firmer foothold in the 
trade than it ever had. Manufacturers realize that 
in the final analysis, the retailer is the key to the 
solution of nearly every trade problem. Your 
National Association has secured a_ splendid 
recognition in Federal and State Legislatures for 
its clean, straight-forward, honest dealings in 
matters of obtaining legislation. 

The result of past years of hard work finds today 
th: National Association a most powerful influence 
for good. ‘The organization is being called upon 
every day to handle problems that heretofore have 
been considered as none of the retail jewelers’ 
business. 

This means that the association’s legitimate scope 
for the future is unlimited, and also that it can 
realize its possibilities only to the degree that we, 
its members, shall support the organization, both 
morally and financially. The time for concerted 
action was never so ripe as it is at this moment. 
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2. With this growth of our association, there 
has been a radical change in the methods of mer- 
chandising, and in the distribution of goods to the 
public. The retail jeweler has been taught and 
knows that his fellow jeweler is not his real com- 
petitor. Competition is now between industries, 
and the better the industries are organized the more 
effective is their competition. By banding together, 
however, industries are able to carry on a com- 
mercial warfare, because their financial resources 
enable them to achieve their, objectives in a much 
more telling way than the individual store can do 
or ever hope to do. Each industry is playing off 
its products against the products of other in- 
dustries, in an effort to se!l more of its goods to 
more of the public. The identity of the individual 
is lost in this great battle. It is merged in the 
group which represents its particular industry. 
The individual store is more and more coming to 
follow out the constructive policies of its representa- 
tive trade association, and it is winning out accord- 
ing to its ability and willingness to co-operate with 
its organization. This means that every retailer 
stands in urgent need of his association, which re- 
quires his unstinted support, if by its activities it 
is to help him. : 

Before the days of research, the retail jeweler 
was accused by the manufacturer and wholesaler 
of being lazy, wasteful and extravagant. He was 
told that he was inefficient, because he did not sell 
more of his merchandise. He was further told he 
was a poor business man, and he was obliged to 
stand up under those accusations because he had 
no way of knowing his cost of doing business, nor 
his volume of sales, or his turnover. 

When manufacturers placed a suggested resale 
price upon his articles, he used to make it so low 
that the retail jeweler was obliged to handle most 
of his lines at a loss. No consideration was given 
to the cost of doing business in the retail field, nor 
was any thought given to volume of sales or turn- 
over. It became imperative that something had to 
be done. 

As soon as our first surveys were published, the 
manufacturers and wholesalers were astounded to 
learn that the retail jewelry industry had the 
highest average cost of doing business; it suffered 
from the lowest average turnover; the lowest 
average volume o* sale, and the lowest average 
profit of any industry in the country. 

Our educational work resulted in a change for 
the better—both in the attitude of the manufacturer 
toward the retailer, and the prices put, as suggested 
sale prices, on the manufacturer’s article. We have 
witnessed particularly in recent years a higher sug- 
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gested resale price on many of our lines, and this 
we can attribute directly to the good that has come 
out of research. Those changes were all voluntarily 
adopted by the manufacturer, who saw that it was 
necessary to take some steps which would prevent 
the retailer taking a loss and which, at the same 
time, would help to stimulate the sales of his 
merchandise. Our Harvard figures were never 
used, and never will be used, for the purpose of 
coercing or intimidating anyone, for this is unlaw- 
ful. However, every manufacturer and wholesaler 
has the individual right to study, and ought to 
study our surveys, which are published to the world, 
and to consider, what it may be necessary for him 
to do in order to bring about a betterment of 
conditions within the trade. 

How many millions of dollars the educational 
effects of our Harvard work has produced in better 
mark-up is more difficult to estimate, but it has 
been so productive of results that this feature alone 
necessitates the continuance of the work. 

In addition, the publication of the surveys has 
had a wonderful effect in helping to overcome ruin- 
ous price cutting by retailers who, in their ignorance 
of their cost of doing business, were selling their 
merchandise below cost. This was due to the fact 
that these retailers had no way of determining their 
economic situation as it is related to economic con- 
ditions among the trade as well as prevalent among 
the public. 

This educational work among all branches of the 
trade has more than paid for the money that we 
invested in research work. For years, our profits 
and our financial resources were being paid to the 
Government in excise taxes. This fact, coupled 
with the increasingly great competition of other 
industries, placed the retail branch of the jewelry 
industry in a most disadvantageous position. Since 
our taxes were removed we now have an opportunity 
to get back on a more ec6nomic foundation. 

Perhaps I can make the cash benefits resulting 
from research a little clearer by talking in the 
language of dollars and cents. 

The cost of our surveys from 1919 to 1925, in- 
clusive was $5,000 per year, or a total of $30,000 
for six years. Our excise taxes averaged $25,000,- 
000 per year, or a total of $150,000,000 for the 
same six-year period. .This means that for every 
$5,000 invested in research we realize a return of 
$25,000,000 per year; and for ever ie h,000 invested 
we realize a return of $5,000,000 per year in actual 
cash savings, by reason of our ability to eliminate 
our excise taxes. I think you will agree with me 
that the jeweler cannot make many investments 
that yield such large returns. 








June 15, 1927 


We were only one of many industries that ap. 
pealed for tax elimination. All other industries had 
to admit, that in spite of their taxes they were 
making profits. Our industry had to prove that 
because of its taxes, it was sustaining a serioys 
loss; and unless relieved, would be rapidly taxed 
out of existence. The only way we could Prove 
this, was by submitting our accurate research fig- 
ures, covering a period of six years. As a result 
of this proof, we were the only industry that te. 
ceived complete relief; we were the only industry 
that received relief on the date the Revenue Bill 
became effective. 

We were definitely advised by responsible Con- 
gressmen, that our relief was afforded only by a 
very narrow margin, and that it was given to us 
by reason of our ability to prove our economic 
situation. 

Our association has been able to replace hundreds 
of millions of dollars into the pockets of its mem. 
bers, because it had the foresight to employ a 
reliable research into its conditions. The organiza. 
tion still feels that because of the radical changes 
that business is undergoing it is all the more im. 
portant that we should continue this work. We 
are asking members to subscribe their share so that 
it may be carried on. 

Research is the paramount need of all industries, 
Today we cannot say that the present conditions 
will exist tomorrow. Despite the fact that every- 
thing promises a place in the sun for the retail 
jewelry store, two things are plain; First; that 
there must be a continuing improvement in the 
efficiency and process of retailing. Second; in order 
not to relax its energies, a National Association 
must be fortified by research if it is to safeguard 
many vital loopholes which may occur in the future. 

Almost every known National Association con- 
ducts research, in one form or another, the cost 


ranging from $6,000 to $25,000 per year. Among 
the most prominent are: 
The National Automobile Dealers’ Asso- 
ciation. 


The National Retail Drygoods Association, 
composed of most of the department stores. 
The Natior.al Hardware Dealers’ Association. 


The National Electric Light Association. 

The National Textile Industries. 

The National Retail Shoe Dealers’ Asso- 
‘ciation. 


American Concrete Association. 

Limestone Quarryman’s Association. 
Master Flumbers’ Association. 

The Bankers’ Association. 

The National Air & Ventilating Association. 
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National Clay Products Association. 

The Lithographic Foundation, and many other 
organizations whose membership covers the 
United States. 

This list will give you some idea of a few of the 
associations that are competing against the retail 
jewelry industry; associations that are unearthing 
their weaknesses by research, correcting them, and 
making a greater appeal for more business. 

In addition to these, hundreds of smaller groups 
composed of large industrial plants, factories, etc., 
maintain research for their own particular purposes. 
In this class we find so large a number that it is 
impossible to enumerate them. 

Let us bear in mind that the great problems of 
the retail jeweler are his high overhead, his low 
turnover and volume of sale, and his low average 
profit as compared with the figures of other in- 
dustries which are competing with us. Let us 
realize that we must keep a very close watch upon 
our business conditions for a number of years in 
the future, so that, through our surveys, we. may 
mend the gaps in our fences and prepare for the 
unknown conditions of the future. 

I am sure you will realize that our National As- 
sociation has pursued a very wise course in coming 
to you and asking you to contribute a portion of 
your excise tax savings for the continuation of the 
work being done for us by the Harvard Bureau. 
I am confident you are satisfied that the investment 
of your money has reaped, and will continue to reap 
untold rewards for you. Every use of our Harvard 
figures is aimed directly at your store, and is 
designed to make our industry a more profitable 
enterprise. If we will face the facts, I think 
each of us will admit we owe a debt of gratitude 
to the National Association for our tax savings. 
On this basis then, jewelers are urged to show their 
appreciation by making a subscription to our re- 
search fund. Let us give all that we possibly can. 

* * * 


Your co-operation in helping to finance this vitally 
important undertaking will mean _ invaluable 
assistance to the National Association in the many 
problems it is endeavoring to solve for you; it will 
serve to put your stores on a much more profitable 
basis; it will enable the manufacturer and whole- 
saler to keep your, economic conditions in mind when 
suggested resale prices are placed on merchandise; 
it will assure your customers that you are legiti- 
mately entitled to a trading profit which does not 
entail a loss, and that. as a matter of fact, retail 
jewelers are not profiteers. 

Last but by no means least we have before us 
that all important question of National Publicity 
in which the National Association has joined in a 
form of warfare in putting our industry before 
the buying public with the same force as that of 
other industries. This is the first attempt of the 
jewelry industry to make more of the public want 
to buy more jewelry in preference to the products 
that are being sold by other industries. 

I want to compliment those jewelers in your 
State who have by their subscription, shown a spirit 
of co-operation and a desire for increased business, 
which can only be had through the co-ordinated 
effort in competition with our more progressive in- 
dustrial competitors. 

A larger and more comprehensive program is 
necessary for the Publicity Association to put into 
effect. Larger sales opportunities await us, but 
money is required to effect this. The officers of 
the association have in mind organizing several 
departments, which I will later on explain in detail. 

With the dominating advertising now appearing 
in the ‘large nationally circulated magazines, it has 
been proven that successful co-operation is possible 
in our industry. It is now time to step forward 
to bigger and better things. The advertising we 
have done and will do during the rest of this four 
year period, is but one phase of the program 
planned from the beginning. The only chance is 
that we see we must have a million dollars a year. 

Instead of performing only two functions as the 
association is now doing in a limited way—national 
advertising and publicity—the plan is to organize 
and operate various departments under the direction 
of experts that will operate a department for 
national magazine advertising. This requires a 
minimum of $200,000 which should ultimately reach 
a maximum of $500,000. 

A publicity department to suuply newspapers and 
magazines with articles and news favoring jewelry 
store products. A minimum for this department 
should be $50,000 a year with a maximum of 
$100,000. 

A style department to influence jewelry styles and 
co-operate with: style artists to secure the inclusion 
of jewelry in style illustrations. A minimum of 
$50,000 is required with a maximum of $100,000. 
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A department to secure the featuring of jewelry 
store ‘products on the stage and screen. This 
department will require $25,000 as a minimum and 
$50,000 as a maximum. 

A Dealers’ Service Department to supply dealers 
with cuts, mats, advertising copy and window 
display and merchandising helps would require 
$50,000 as a minimum and $100,000 as a maximum. 

A Trade Ethics Department to combat fraudulent 
trade practices and fraudulent advertising and many 
other features that could be classified under this 
heading. Fifty thosuand dollars should be avail- 
able as a minimum and $100,000 as a maximum. 

We shall also require an Administration Depart- 
ment to administer the finances and supervise and 
direct the work. This will require a minimum of 
$25,000 and a maximum of $50,000. 

In order to make an effective and efficient start 
in again popularizing the jewelry store merchandise, 
a minimum of $500,000 should be aavilable for each 
of the four years, with a goal to strive for $1,000,- 
000 each year. 

It has been demonstrated and the association is 
constantly in receipt of letters of commendation from 
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various members of the trade (and it may well be 
noted) as a concrete evidence of what can be 
accomplished, the association secured magazine 
articles which were prepared by -it in co-operation 
with various writers and which would have cost the 
association had it purchased space for these, 
$148,750. These articles had a circulation of over 
15,000,000 copies. Our newspaper releases would 
have resulted in approximately $100,000 in space 
if same had been purchased, with a circulation of 
approximately 50,000,000 copies. This publicity 
work was accomplished at an expenditure of slightly 
less than $2,000. 

In addition, wide publicity was given to co-oper- 
ating producers of motion pictures and on the stage. 
Six radio talks were broadcasted during the fall. 
The association participated in a number of style 
shows and provided the material for a feature reel 
which will be released this Spring. This particular 
feature shows the arrival of a prospective pur- 
chaser at a Fifth Avenue jewelry store and pictures 
were taken of the exterior and interior and the se- 
lection of the jewels with various closeups to ac- 
centuate the different articles of jewelry and silver- 
ware, 

The officers of the association are desirous of co- 
operating with the jeweler groups and to help them 
in their co-operative advertising campaigns, This 
was very successfully carried on in Omaha and 
Council Bluffs, Neb., Nashville and Chattanooga, 
Tenn., Newark, N. J. and other points last year, 
and is being continued this year in several cities 
to run throughout the entire year. Copy will be 
supplied so that tie-up can be had with the maga- 
zine advertising. 

It is interesting to note the strong commendation 
from the trade by the payment of the 1927 sub- 
scriptions. Out of a possible $203,000 over $140,- 
000 was paid up to February first. Stronger 
argument cannot be advanced that a large per- 
centage of our industry are anxiously awaiting the 
expanding of the activities of the association; and 
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an incentive rests here and an urge to the rest 
of the industry to co-operate and pay their share. 
* * _ 


While I am talking I trust you will bear with me 
for just a few moments longer to say a few words 
on behalf of the Jewelers’ Mutual Fire Insurance 
Association. I hope that we are all giving this 
our careful attention. The idea of this organization 
is not to in any way discriminate against the old 
line insurance companies, but it is worthy of a part 
of our business in this line. There is a saving to 
us of about forty per cent which will more than 
pay your entire dues and pledges in the association. 

In some of our States there has been a mis- 
understanding as to the legality of the Jewelers’ 
Mutual operating in States where they have no 
license. They do not send representatives into 
States under such conditions but they have a right 
to solicit insurance by mail and that is what they 
have been doing. You must rest assured that it is 
entirely legal for you to purchase its policies. Your 
business would not be solicited unless they were in 
their rights. I would just like to read you a clause 
contained in the laws as follows: “The Supreme 
Court of the United States of America decided 
March Ist, 1897, Volume No. 17, article 427, as 
follows: 


“A Citizen of any State has the right to 
enter into a contract for insurance in any other 
State for insurance on his property within the 
State of his residence.’ 


And that is the way they began doing business 
and are doing business now. That is the way the 
great Hardware Mutual began to do business 
although now they are licensed to do business in 
nearly all States. The Jewelers’ Mutual are now 
making applications for licenses in Michigan, Iowa, 
Illinois, Indiana and will soon do the same in 
Minnesota, and this is to be followed as rapidly as 
possible with applications in other States. 

Here are some figures from the auditor’s report 
as of December 31st, 1926: 


Ensurance im f0€G@..cccccsccctcce $11,950,000 
BARE: cwcis. ciate siduateaaed« <tes 153,000 
Surplus over all liabilities........ 93,000 


This surplus means that if we wanted to quit 
business today we could reinsure all the policies we 
have in some ‘other company, pay all the premiums 
on same and pay all of our liabilities and then have 
$93,000 to distribute among ‘our policy holders, and 
this amount is equal to nearly two years dividends 
at 40 per cent. 

Since 1915 we have paid in dividends to our 
policy holders over $202,000. These figures seem 
to be very flattering and I feel it is our duty to 
support this part of our organization to the fullest 
extent. So far as I can gather they have never had 
any quibbling over the adjustment of any just claim. 

In conclusion, I thank you for the honor and 
privilege you have given me to talk with you in the 
capacity of Regional Vice-President of the National 
Retail Jewelers’ Association. It is a great personal 
pleasure for me to be with you, and I hope in my 
somewhat rambling remarks I might have said or 
thrown out some thought and suggestions which will 
prove helpful to you, and given you some- idea at 
least of the great work the National Association is 
doing, and what it hopes to accomplish. 

e 


Mr. Frasier’s 
applauded. 

The subject of the insurance branch of 
the National Association was the subject of 
considerable discussion. A number of the 
Alabama jewelers stated they carried this 
insurance. Some of the jewelers said they 
would like to do so, but felt they should 
patronize their local insurance agent, as they 
were generally customers of their stores. 
Secretary Schaeffer indorsed the Né&ational 
insurance, saying, “this is your company 
and when you take out insurance in it, you 
are merely insuring with yourself.” 

There was also a discussion over insur- 
ance rates in general in Alabama. Jewelers 
from various sections of the State are. pay- 
ing all the way from $3.60 per. $1,000 to 
$25 per $1,000, the discussion revealed. 

There was considerable discussion on the 
supply and demand and the price: of dia- 
monds. In this connection recent publica- 
tions in daily newspapers, relative to an 
alleged overproduction of diamonds, were 
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referred to. All agreed there was no truth 
in these statements. On the other hand it 
was declared there was not an overpro- 
duction, and that the. indications are that 
diamonds will increase in value. 

The meeting adjourned at 5 Pp. M. and at 
7 p. M. the Birmingham jewelers entertained 
the visitors with an old fashioned southern 
barbecue and a swim at Fair Park. 


Thursday 


‘The meeting was called to order by 
President Hoffman at 9:30 o'clock, and 
after a prayer by ‘the Rev. Jas. A. Bryan 
the convention again got down to business. 


ADDRESS OF W. V. TRAMMEL 

The speaker of this session was W. V. 
Trammel, president of the Birmingham 
Merchants’. Credit Association. He spoke 
on “Credits and Collections,” telling the 
jewelers they cannot be too particular con- 
cerning their credits and that persons mak- 
ing application for credits should be 
thoroughly investigated through the credit 
associations and otherwise. He said the 
jewelers should see to it that their credit 
accounts are collected promptly when due, 
or some arrangements satisfactory to all 
parties made to carry them. 

The “51” suggestions published by Henry 


Paulson & Co., Chicago, Ill, were furnished’ 
to the convention and distributed by Secre-. 


tary Schaeffer. 

A. question box was conducted by “Big 
Bill” Frasier and was the result of many 
live, interesting and profitable discussions. 


Some of the questions and answers follow: 


“What effect does the automobile industry 
have on the retail jewelry business?” 

P. H. Tyler, of Ensley; W. E. Burnett, 
of Birmingham; H. Gabriel, of Mobile, and 
others thought it had a bad effect; that 


many people invest money in automobiles. 


and pay for them on the partial payment 
plan and have no money with which to pur- 
chase jewelry. Mr. Tyler said many a 
woman induces her husband to purchase an 
automobile on credit, just because her 
neighbor has one and she wants to keep in 
style. 

“Are talking machines and radios good side 
lines for jewelers?” 

Mr. Burnett, of Burnett & Johnson, of 
Birmingham, said they might be all right 
for the small town jeweler, but not for the 
city jeweler. “We have handled these 
goods for six years and we are going to 
get out of it,” he said. Mr. Murray, of 
Huntsville; Mr. Tyler, of Ensley, and 
others voiced about the same sentiment. 

“Is it wise for jewelers to sell $1.50 
watches?” 

Some thought it was, while others didn’t 
think so. Some jewelers thought it 
cheapéhed the retail jewelry business. 
Others said if they didn’t sell these watches 
the drug store and the department store 
would. 

“If a traveling salesman leaves you dia- 
monds for 12 months can you return them 
for credit?” 

This depends upon the conditions named 
in the statement on the invoice, it was de- 
cided by a number of jewelers. 

“What per cent of their gross sales should 
a jeweler spend for advertising?” 

Some thought 1 per cent., others 4 per 
cent., several stated they were spending 
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from 3 to 5. per cent. H. Gabriel, of 
Mobile, thought the average retail jeweler 
does not spend enough for advertising. All 
favored liberal advertising. 

“Should a jeweler give a customer a value 
on a watch which the customer ordered 
from a mail order house?” 

H. Gabriel, of Mobile, says he tells them 
if they had enough confidence in the house 
to order a watch from them the watch and 
price must have been all right, according 
to their idea. Some jewelers stated they 
charged from 1 to 2 per cent. for making 
valuations of jewelry. 

“What do you say about palladium?” 

Jewelers stated they knew but little about 
it, but that it might be forced upon them 
in time by manufacturers. In the mean 














JEWELERS AT THE BARBECUE 


From left to right Aaron Ash, William Frasier, 
Pat H. Linnehan and H. Gabriel. 


time they thought best to push the sale of 
platinum. 

“Is the installment business growing in 
popularity?” 

According to H. Gabriel, P. H. Linnehan 
and others it is. It was the general opinion 
that the installment business is all right 
and profitable, if conducted on a high plane 
and by strictly business methods. 

“Do you keep a stock book?” 

Aaron Ash, H. Gabriel and others stated 
they did and advised all jewelers to keep 
stock books; that by so doing they could 
readily see the amount of stock on hand and 
what had become of the stock which was 
missing from the shelves and show cases. 

At 12:15 p. m. the morning session ad- 
journed for lunch. 


THURSDAY AFTERNOON 


After the preliminaries of the opening, 
the question box, which had proven so 
popular at the morning session, was again 
taken up and again conducted by Mr. 
Frasier. 

“Which is greatest in sale volume, sterling 
or electroplated silver?” 


Several jewelers thought light weight 
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sterling was objectionable, and that plate 
was better than the light weight in sterling. 
“Sterling, no more can be said,” depends 
upon the weight rather than upon the 
goods, they thought. 

At this time the question box was dis- 
continued for the time being to listen to an 
address by W. E. Henley, president of the 
Birmingham Trust & Savings Bank. He 
was introduced by Pat Linnehan and spoke 
on “Proper Organization.” 

“Our. great corporations are the result of 
stockholders,” he said. “We are thinking. 
in terms of mass expression through stock 
companies.” He referred to a number of 
the big corporations of the country and told 
of the benefits they had given the masses of 
the people in many ways.” He referred 
to the Sherman anti-trust bill, and showed 
that small concerns had not been crushed 
by the big concerns. 

“All combination is not wrong,” he said, 
“it must not go beyond reason. We have 
seen conditions reversed. Big corporations 
are stopped if they attempt to destroy 
smaller ones. I know you jewelers can con- 
duct your organization with profit to your- 
selves without injury to others. I know you 
will be of assistance to the manufacturers 
of jewelry. I don’t know what would be- 
come of our federal laws if it were ‘not 
for mass expression.” 

He welcomed the visiting jewelers to 
Birmingham and told them “we have here a 
great big, growing city.” 

Following this address the Question box 
was again taken up. 

“Shall we consider pawn shops and de- 
partment stores which carry jewelry eligible 
for membership?” 

This question was referred to the com- 
mittee on constitution and by-laws to ‘lodk 
into and report at the 1928 session. How- 
ever some jewelers thought the principal 
stock should be jewelry to entitle them to 
membership. 

“What cash payment should the install- 
ment jeweler receive and what weekly or 
monthly payments?” 

It was agreed that this depended upon 
the customer and the local conditions sur- 
rounding the installment jeweler. 

“How can we prevent drug stores and 
department stores from selling jewelry?” 

Many were of the opinion that if the 
jewelry store gave the best service in the 
way of placing the jewelry in neat packages, 
etc., they would take the trade away from 
the drug store and department store. 

“Does advertising increase business?” 

It was the unanimous opinion that it does. 

The slogan regarding sterling silver was 
again taken up and discussed at great length. 
It was finally decided that the State secre- 
tary of Alabama take the matter up with 
the secretary of the Sterling Silversmiths’ 
Guild and see if there cannot be some 
change made which will show the weight of 
the silver, workmanship, etc. 

A report of the committee on resolutions, 
read by A. L. Hipp, called attention to the 
recent deaths of C. F. Cross, of Gadsden, 
and M. R. Murray, of Huntsville; thanked 
President of City Commission James Jones; 
Rev. J. A. Bryan; the retiring president and 
secretary; the program committee; the re- 
tail and wholesale jewelers of Birmingham; 
Aaron Ash; the Elgin National Watch Co.; 
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the Tutwiler Hotel, and others who had 
assisted in making the meeting a great 
success. 

The auditing committee reported that the 
books of the secretary and treasurer were 
correct and neatly kept, and that there was 
over $500 in the State treasury. : 

The following were nominated, elected 
and installed as officers of the association 
for the ensuing year: 

President—Pat H. Linnehan, Birmingham. 

First Vice-President—A. L. Hipp, Hunts- 
ville. 

Second Vice-President—W. D. Thomas- 
son, Guntersville (re-elected). 

Secretary and Treasurer—J. L. Schaeffer, 
Montgomery (re-elected). 

Directors—William G. Bromberg, Bir- 
mingham; W. E. Burnett, Birmingham; M. 
F. Doering, Anniston; J. C. Mickelboro, 
Marion; E. T. Ozement, Tuscaloosa. 

Delegates to National Convention—C. F. 
Hoffman, Gadsden, and J. L. Schaeffer, 
Montgomery. 

Place of meeting for 1928—Huntsville. 

A number of new members were taken 
in at the present session. 

Before the close of the session speeches 
were delivered by C. F. Hoffman, retiring 
président, and Pat H. Linnehan, newly 
elected president. 

A rising vote of thanks was extended to 
Mr. Hoffman and_ Secretary-Treasurer 
Schaeffer for the work which they have 
accomplished for the association during the 
past year. 

A drive will be made for new members, 
commencing soon. The State association 
donated $200 for expense money for the 
committee on membership in conducting a 
drive. 

The convention adjourned at 5 P. M. 


THE BANQUET 


Commencing at 7 Pp. M. a banquet was 
held at the Tutwiler Hotel. The toast- 
master was H. Gabriel, of Mobile. Toasts 
were responded to by William Frasier, C. 
F. Hoffman, Patt H. Linnehan, and Dr. 
Frank Willis Barnette. There was music 
by an orchestra and several dances and 
vaudeville acts by local people. A moving 
picture was shown by the Gorham Co. on 
making bronze and silverware. After the 
program at the banquet, dancing was in- 
dulged in at the hotel until a late hour. 








The first week in July and the last week 
of that month, with the first week of Au- 
gust, seem to be the choice of Attleboro 
manufacturing jewelry concerns in making 
their decisions to close their shops for the 
annual overhauling of plants and the vaca- 
tion of employes. But there will be no 
general shutdown at one time, according to 
reports now at hand. The concerns in the 
Bigney building on County St. are to allow 
their employes to take vacations from July 2 
to 11, and this same period will find the 
D. E. Makepeace building closed. The R. 
F, Simmons Co, and firms in that building, 
including Bliss Bros. Co. and the W. S. 
Richards Co., will close down for the week 
of July 25. This is also to be the vacation 
period for the firms in the Robinson build- 
ing on Union St. and for the L. G. Balfour 
Co, employes, who, however, will have in 
addition the first week in August. Baer & 
Wilde Co: will close the last two weeks ‘July. 


a 
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Negro Saves Employer’s Stock 





Bandits Who Tried to Rob New York Salesman’s Car in 
Philadelphia Thwarted by Loyal Action of Guard, 
Who Would Not Be Subdued 


PHILADELPHIA, Pa., June 14.—Thanks to 
the loyalty of a negro guard, diamond 
mounted watches valued at $30,000 were 
saved from a bandit, who had raided the auto 
of Adolph Rosenbaum, salesman for the I. 
Ollendorf Co., of 20 W. 47th St., New York, 
while he was calling on a customer here. Mr. 
Rosenbaum, himself, had taken sample cases 
containing high-priced diamond mounted 
watches into the store of Fred H. Straub 
at 2722 Germantown Ave., and this action 
may have saved the articles. As it was, the 
thieves got only a few watches in another 
sample case, the value of which is placed at 
from $400 to $800. 

Although the negro, who had been hired 
by Rosenbaum to drive with him on his tour 
of the city and guard the car while he was 
in stores, fought the robbers and prevented 
the theft of the brief case containing the 
$30,000 in watches, the police at first acted 


_as if he was concerned in the theft and 


grilled ‘him like a suspect. He, however, 
proved his loyalty to his employer and was 
freed. 

Mr. Rosenbaum, who has been with the 


- Ollendorf firm for quite a number of years, 


came here from Atlantic City, where he and 
his wife had been celebrating their 13th wed- 
ding anniversary. On his way back to New 
York, the ‘salesman decided to drive to this 
city and call on a few customers. 

He engaged the negro, William Rollins, of 
1329 Rodman St., who had been with him on 
trips about Philadelphia before, and called on 
several retail stores. When he reached 
Straub’s store, he parked his car several 
doors below the jewelers because of other 
motors, and left Rollins inside while he took 
a grip and brief case containing the most 
valuable watches and went into Mr. Straub’s. 

He had been in the store but a few min- 
utes when Rollins rushed in exclaiming the 
car had been robbed. In the excitement it 
was not until several minutes later that the 
negro was able to explain that he had foiled 
the bandits and saved the grip containing the 
$30,000 worth of watches. 

According to Rollins he was sitting in the 
machine when he saw two young men in an 
open car parked almost directly across from 
that of Mr. Rosenbaum’s machine. Sudden- 
ly he looked at the other car and saw it 
empty. At the same instant he heard a 
noise and looked around to see one of the 
youths, with a white handkerchief over his 
face and a revolver in his hand, standing on 
the running board of the Rosenbaum car. A 
second bandit was also with him. One of the 
bandits pressed the gun against the ‘negro’s 
chest, telling him not to move. The rob- 
bers then snatched the grip and brief and 
ran to the car across the street. Rollins, re- 
covering from his surprise, jumped a the 
machine and ran after them. 

The negro reached the car just as one of 
the thieves had thrown the grip into the 
machine, while the other held the brief case 
in his hand. Rollins jumped on the running 


board of the car and struck the thief on the 
jaw, sending him tumbling onto the sidewalk. 
Then he reached into the car and seized the 
grip. While he was doing this, the other 
man with the brief case ran away. 

The youth, who was at the wheel of the 
bandit’s car, appeared to be frightened at the 
outcome of the theft and as Rollins lifted the 
grip from the car, put on the gas and 
speeded away by Germantown Ave., almost 
hurling Rollins from the running board. The 
other thief had disappeared down a side street 
by this time and Rollins made, his way to 
the Straub store and told of the occurrence. 

Mr. Rosenbaum, Mr. Straub and others in 
the store ran to the street, but the bandit 
car had vanished. Police and bandit chasing 
cars made a vain search for the thieves’ car, 
which was believed -to.have been stolen. 

Mr. Rosenbaum. believes the thieves fol- 
lowed him from. Atlantic City, awaiting a 
favorable chance to. get at the watches. The 
stolen goods were insured, he said. 








Horace _M. Peck Appointed Tempor- 
ary” Receiver of the Bilgor Co., 
Providence, R. I., on petition 

of a Member of the Firm 


PRoviDENcE, x. I. June 11 —Upon ‘the 
petition of G. Leon Silverman, a. member 
of the, manufacturing jewelry firm. of the 
Bilgor Co., 185 Eddy St., this city, Presiding 
Justice Willard B. Tanner i in Superior Court 
yesterday afternoon entered a decree ap- 
pointing Horace M. Peck, secretary of the 
Manufacturing Jewelers’ Board of Trade’as 
temporary receiver of the business, under 
bond of $10,000. It is understood that the 
action has been taken for the purpose of 
dissolving the partnership and adjudicating 
its affair. The other partner in the concern 
is David Bilgor. 

This business was started as the Sacs- 
Bilgor Co., on March 1, 1921, by S. S. 
Sacs and David Bilgor, the latter having 
been a designer for a number of years in the 
employ of the Waite-Thresher Co. In July, 
1922 the partnership was dissolved, Mr. 
Sacs withdrawing while Mr. Bigor continued 
alone until January 1, 1923 when he began 
doing business under the firm style of the 
Bilgor Co. On January 28, 1924 G. Leon 
Silverman, who is a son of Archibald Silver- 
man of Silverman Bros., was admitted to 
the concern. 








Monograms made of Pyralin sheeting are 
now being used on handbags and shopping 
bags. They are made with dies and are 
available in a number of attractive designs. 
They may be obtained in shell or amber 
Pyralin to harmonize with the brown and 
tan leathers, or in blue, red and other colors 
to match the material of which the purse is 
made. Tie use of these monograms adds a 
-smart and distinctive touch to the handbag 
and identifies it as one’s very own. 
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Closing Sessions of Wholesalers’ Meeting 


Interesting and Instructive Addresses and Discussions on Vital Trade and General Business 
Topics—Officers Re-elected and Resolutions Adopted 


ProvipeNce, R. I., June 11.—The Provi- 
dence convention of 1927 of the National 
Wholesale Jewelers’ Association has passed 
into the history of the jewelry industry of 
this country. But its record furnishes one 
of the most interesting and important chap- 
ters written in many years. It is doubtful 
if the convention of any industry was ever 
held that gave promise of such practical 
constructiveness as that which concluded its 














R. J. PETERSEN, RE-ELECTED PRESIDENT 


deliberations shortly after noon time last 
Wednesday. 

In declaring the final adjournment Presi- 
dent Richard J. Petersen, who had been re- 
elected for another year said: “The advance 
notices concerning this convention promised 
something bigger and better, something dif- 
ferent from any others. I think that the 
success of this convention has fully justified 
the promises made by those in charge of 
the arrangements for the gathering, and I 
believe we shall all return to our respective 
homes and businesses feeling fully and amply 
repaid for our attendance here. It has cer- 
tainly been a most satisfactory convention, 
one from which we will carry away many 
practical suggestions and progressive ideas. 
We shall also carry away with us most 
pleasant memories of Providence. and, - I 
am sure I voice the unanimous opinion when 
I say we shall welcome the day when we 
turn our faces once again to Providence 
as the convention city.” 

The attendance was not large, only 42 
wholesalers registering, but what was lack- 
ing in quantity was more than made up in 
quality and earnestness. In fact, earnest- 
ness and interest were emphasized by the 
punctual and attentive attendance at all of 
the business session. By a check list record 
representatives of 37 different wholesale 
concerns were present at every one of the 





four business sessions and, as President 
Petersen expressed it, “they remained 
through.” Then there was a goodly num- 
ber of manufacturers in attendance, a total 
of 125 representatives of firms affiliated 
with the New England Manufacturing 
Jewelers’ and Silversmiths’ Association be- 
ing registered to assist in the reception and 
entertainment of the delegates. 

The keynote question of the convention, 
“How can the jewelry business be made 
more profitable?” was not only taken seri- 
ously by those who were upon the program 
to speak upon this particular topic, but it 
also furnished the prevalent thought for 
every speaker, whatever the subject an- 
nounced. Probably, for the first time in 
the experience at a convention of a majority 
of those who attended the Providence ses- 
sion plain unvarnished truths were told from 
the convention platform and discussed from 
the convention floor. There was no ‘minc- 
ing of words, wasting of adjectives or spar- 
ing of feelings, and whys and therefores 
were handled without gloves and without 
fear or favor. The result was that many 
delegates: returned to their homes viewing 
the making of jewelry, its distribution, its 
merchandising; credits,” terms .and collec- 
tions from entirely .different angles)-than 
when they left home. sy 


The concensus of everyone—manufactur- ~ 


ers, wholesalers and such retailers as formed 
the gatherings during the three days’ pro- 
ceedings—-was that the convention as a 
whole was the most practical, consistent and 
constructive of any ever held and that much 
good should result from it. The convention 
placed itself on record as favoring a more 
stringent national stamping law and enforce- 
ment and the substitution of Chinese jade 
for topaz as the birthstone for the month 
of November. Expression was made by 
several speakers, although no action was 
taken, favoring a return to the use of yel- 
low gold in the manufacture of the finest 
of goods. 

Several of the larger manufacturing con- 
cerns had exhibitions of their goods in pri- 
vate rooms or in the hotel lobbies and the 
representatives of these concerns were kept 
busy in showing and explaining lines. A 
very few distributed souvenirs but not so 
generally as at previous conventions. 

Richard J. Petersen, of Petersen, Max & 
Co., Buffalo, N. Y., was unanimously elected 
president for a ‘second year, together with 
all the other officers, with the exception of 
two members of the’ executive committee 
for terms of two years. 

Invitations were received to hold the 1928 
convention from Indianapolis, Atlantic City 
and Wilmington, Del., and these were re- 
ferred to the executive committee for future 
consideration. 

The entire proceedings for the opening 
day were published in the last week issue 
of THE JEWELERS’ CrrcuLar, and the pro- 
ceedings for Tuesday and Wednesday are 
herewith given. 


Tuesday 

Promptly at 10 o’clock President Petersen 
sounded his gavel and in welcoming the 
delegates said: “I am pleased to have go 
many of the delegates in their places at 
the opening of this session, also to extend 
cordial greetings to those who were not 
here at the opening of the convention. With. 
out any delay we will take up the program 
as it has been arranged by the committee, 





A. C. BECKEN, JR., RE-ELECTED FIRST VICE- 
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This calls for a further discussion of the 
keynote topic, and the program has been 
scheduled with two wholesalers and two 
manufacturers, and this should be produc- 
tive of some very practical results.” 

A. C. Bencken, Jr., of the A. C. Bencken 
Co., Chicago, was the first speaker and said 
in part: “What is needed is a more sys- 
tematic and judicious campaign of advertis- 
ing—advertising by dress and by press. We 
are talking continually about spending thou- 
sands of dollars in the press to advertise our 
products but how many of us are advertis- 
ing dress by our own examples? I am in 
favor of advertising in the press but more 
insistent upon an education campaign through 
styles of dressing, which I believe can be 
made much more effective. 

“Another thing necessary is to drag a 
majority of the retailers from their repair 
and working benches and make them under- 
stand more about merchandising. Most of 
them think that the goods will sell them- 
selves and then rail at poor business be- 
cause the goods remain in their stocks and 
on their shelves. 

“Again, referring to an advertising cam- 
paign, stop advertising jewelry specifically, 
but gifts that last, and jewelry stores.” He 
felt that the education of retailers to more 
modern methods of merchandising and of 
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getting away from the long credit system 
now in vogue would be a real help. Long 
term credits, he said, induce dealers to over 
buy and look to the future as a very rosy 

riod, but when that future arrives the 
conditions do not prove as rosy as had been 
anticipated and the dealer finds himself un- 
able to meet his obligations. More retailers 
become bankrupt through over-buying than 
because of poor business. Heavy stocking 
causes financial embarrassment through in- 
ability to pay and then comes the inevitable 
—bankruptcy. 

“There is a positive need of larger profits 
for the wholesaler,” he said, “in order that 
he may meet the existing overhead expenses 
which have a tendency to increase rather 
than diminish. I am of the opinion that 
season settlements are productive of less, 
rather than greater profits. I conversed with 
a prominent retailer recently who stated that 
it was his opinion that long term credits 
were entirely wrong. He thought it was 
wise for wholesalers to buy of manufac- 
turers whose merchandise assured a good 
volume of profit. 

“Speaking as a catalog wholesaler, I 
think the time has come for a better under- 
sanding between the manufacturers and the 
class of wholesalers that I represent, espe- 
cially in regard to the too frequent chang- 
ing of their stylés and numbers thus forcing 


us to unnecessary expense to revise our : 


catalogs.” 

Col. Sidney O. Bigney, of the S..O. Big- 
ney Co., Attleboro, began his discussion of 
the keynote topic by saying: 
quently. hear*the question asked, what’s th 
ma th “the jewelry industry? 
is nothing the matter wih the jewelry in- 


dustry. The trouble,.if there is any trouble, 
@nr methods have become im- - 


is with us. ] 
practicable; we ha¥e’ got into derut, and 
pretty deep ones at that for many of us. 
What we need is to put more consciousness 
into our business and our affairs. If we 
ever expect to regain our former prestige 
as a business we must dig, and dig hard 
and deep, but dig square. 

“The country is facing one of the great- 
est periods of prosperity it has ever known. 
The jewelry industry is going to have good 
business this Fall and is going to have good 
business next Spring,” he said. “It is up 
to the manufacturers to get ready to meet 
that period. We must get down to funda- 
mentals and one of the most important of 
these is the protection of our industry. 

H. H. Hoffman, of Heeren Bros. Co., 
Pittsburgh, was’ called upon by President 
Petersen, but stated that his house made a 
specialty of optical goods and he did not 
feel that he could give any assistance to 
the discussion or in solving the problem. 

Charles A. Mealy, of The Hadley Co., 
Providence, brought out many excellent 
Points for consideration, by the numerous 
suggestions that he advanced. He said in 
part: “It is like bringing coals to New- 
castle to attempt to discuss the ills and 
abuses of the jewelry industry before such 
an audience. We, all of us know the pit- 
falls of the business but we go on year 
after year and don’t get anywhere. What's 
the reason? Are we afraid of the ghosts 
im our industry? 

“What we need is more common sense, 
more honesty of purpose and one of the 


“We too fre~-. 


There 
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absolute essentials for success is more hard 
work.” Mr. Mealy advised wholesalers to 
buy of reputable manufacturers and assured 
his listeners that if they did so there was 
no danger of their being overcharged for 
goods, and by doing so that buyers would 
be assured of the quality ot the merchandise 
purchased. He pointed out the difference 
between travelers and salesmen and at the 
same time he called attention of his listeners 
to the fact that they themselves are often 
looking for prices rather than for quality 
and that in many cases that they would not 
listen to anything but prices. This in his 
opinion was entirely wrong. 

At the conclusion of Mr. Mealy’s address, 
Col. Bigney asked for the floor for a minute 
as he said he had forgotten something when 
he was on his feet before. He then broad- 
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casted Waldemar chains in various directions 
among those present, those who were fortu- 
nate enough to secure one appearing very 
much pleased at the distribution. 


ADDRESS OF DR. ALFRED P. HAAKE 


Dr. Alfred P. Haake of the Simmons Co., 
New York city, was the next speaker. The 
subject of his address was “Problems of 
Distribution.” He did not claim any knowl- 
edge of the jewelry business, but gave an 
interesting account of the methods of mer- 
chandising followed in the line of business 
that he is engaged in. 

“Intensive fortitude is the big demand in 
business today. To make the buyer do as 
you want him to do you’ve got to make him 
think the way you want him to think,” de- 
clared Dr. Haake. He received a tremen- 
dous ovation at the conclusion of his ad- 
dress which, through his magnetic person- 
ality, proved to be the sensation of conven- 
tion. More genuine enthusiasm spread over 
the assemblage of wholesale jewelers than 
at any other period during the entire con- 
vention. 

Dr. Haake derided the large firms of 
the country who are using nationally ad- 
vertised goods as “bait” to bring customers 
to their stores in the. hope of selling them 
their own product at a slight price reduc- 
tion by a larger profit. Cut down your 
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outlets; one sole agent in a big city has 
been known to accomplish more than ten 
general agents selling anybody else’s prod- 
uct as well as yours. 

“My advise is—make many fewer places 
where jewelry is sold and thereby make 
more houses of the class and distinction of 
Peacock, Tiffany and a few others. Forward 
steps grow out of ‘fool ideas.’ Selective 
distribution can be carried out at the same 
time that the neck of the bottle of profits 
is being widened. 

“Sell craftsmanship instead of price,” he 
said.. “Your business according to a rank 
outsider, has too many outlets of too many 
different kinds. What are you doing to 
make the public want more jewelry? In 
my business we are not selling beds, mat- 
tresses and springs; we're selling sleep. We 
are out to prove that you're not getting 
peaceful healthy sleep unless you are sléep- 
ing on one of our mattresses, springs and 
beds. What you need is to sell. the idea 
that a person—man or woman—is not prop- 
erly and stylishly dressed unless they have 
certain jewelry accessories. Yes, I hear 
some say that jewelry is not fashionable. 
Well, make it fashionable. Wear it your- 
self. Have your families wear it and see 
how soon it will be fashionable.” 

The report -of the “Overhead Expense 
Committee” was presented by its: chairman, 
Jacob Engel (J. Engel & Co., Baltimore), 
and was as follows: 


REPORT OF OVERHEAD EXPENSE COMMITTEE BY 
JACOB ENGEL, CHAIRMAN 


In presenting this report, your. committee does 
not for a moment. think that a mass of figures 
and’ tabulations produce the «mjracle of’ im- 
mediately_ corr g the critical, situation which 
we are now facthg in the evef increasing cost 
of overhead. You can see from the’ figures , pre- 
sented that the line of demarcation between *this 
and the gross profits which the_wholesgler” makes 
has become_so slight, if*there be a erence at 
all, that we are approaching the danger point if 
we are to continue in business as successful mer- 
chants. We also fully realize that we can hope for 
no concerted action in relieving this situation. 
Firstly, because any action along such lines would 
require an agreement of practically all of the 
wholesalers in the country and such a member- 
ship we do not have. Secondly, and most im- 
portant of all, any concerted action would be 
contrary to the Sherman Anti-Trust law. So our 
efforts must necessarily be directed to the indi- 
vidual, and by frank and honest discussions which 
we hope to have on this subject, some tanglible 
solution may be brought forth; and it is such 
a discussion which your committee hopes to attain 
as the result of this presentation. 

Thanks to the efforts of our secretary, Mr. 
Fernley, we have been able to obtain a fairly 
comprehensive report which is tabulated under 
different headings, showing the percentages of cost 
in handling different lines. This is done in order 
to reach an intelligent understanding of the situa- 
tion, for the jewelry business is a combination of 
many branches, each a business in itself. 

Unfortunately, we did not get as .many replies 
to our questionnaire as was hoped, and in order 
to make this information of full benefit it is 
absolutely necessary that replies should be received 
from a greater: number of the members, and we 
would ask that those who have not yet sent 
in this questionnaire should do so at the earliest 
possible date, as requested by our secretary in his 
report. 

When we look back and compare certain expenses 
in our business with those of previous years, we 
stand amazed at the increase, and it is time to 
sound a warning of danger. Everything has in- 
creased except our profits. Our expense account 
is still based on the war period basis while our 
profits and sales have returned to normalcy. Look 
at the one item of insurance: how that has jumped 
by leaps and bounds. Then glance down the line 
and check up your figures for rent, taxes, office 
salaries, your catalogue and general printing, tissue 


















































































66 


paper, boxes, and even such a trivial thing as the 
towels which are supplied for your wash room. 
But the profit cn the articles which we sell, either 
remains stationary or grows smaller. Compare the 
present cost of a road salesman with that of but 
10 years ago. Have his sales increased com- 
mensurate with his cost, which includes his drawing 
account, railroad fare, hotel bills, hauling of bag- 
gage, etc., all of which have by necessity kept 
pace with the increased cost of living. 

One representative western wholesaler wrote as 
follows: ‘‘We believe that the jewelry industry 
is in need of a more stringent economic program. 
We believe as time gces on, competition will force 
us into compelling our organizations to be run 
more systematically, and possibly a little more on 
the department store method of checking up on 
our employes’ time and cutting out lost motion, 
etc. We mean by this, such—or instance—as the 
practise of jewelry salesmen being handled on the 
‘go, come, do-as-you-please’ plan, as is usually 
the custom. It will be necessary to route our 
men, watch their activities, and train the men 
perhaps not as strenuously, but along the line 
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that our insurance companies and other sales or- 
ganizations in other lines do, both through intense 
instruction and group meetings, and while it may 
net be possible to use the same intensive methods 
employed by such organizations as the National 
Cash Register, the agricultural implement people, 
the clothiers, and such like, we believe there is 
a need for more efficient handling of help in the 
jewelry industry, and more intelligent merchandise 
methods employed by the department stores per- 
haps, and other gocd merchandising organizations 
if we are to keep abreast of the times.” 

Another member writes: ‘In order to survive, 
(and I mean by surviving, making a decent living), 
the wholesaler must concentrate his efforts in tak- 
ing care of his local and contiguous territory so 
that wholesalers in certain centers will be com- 
pelled as a mattre of economy and efficiency to 
act as distributors to those retail jewelers nearest 
to them, giving them service and eliminating the 
extra and wumnecessary expense of criss-crossing 
other wholesalers when covering distant territory 
Areas should be supplied by its nearest whole- 
saler which will have a tendency to eliminate 
waste motion and which will be highly necessary 
in order to reduce the cost of production or of 
distribution.” 

Owing to the fact, as already stated, that the 
jewelry business is a combination of many separate 
lines, each a business in itseli—Jewelry, Diamonds, 
Watches, Clocks, Silverware, etc., I firmly and 
honestly believe that the wholesale jeweler is an 
economic necessity as the logical distributor to 
the retail jeweler. But in giving that service the 
fact must not be overlooked; that in the present 
race between increased cost and decreased profits, 
unless ‘it’ is soon corrected it will result in the 
elimination of the weakest, and in that event we 
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can only hope that those surviving will be brought 
back to that sense of understanding that no busi- 
ness can exist unless there is a safe difference 
in the margin between the cost of doing business 
and the gross profits. 

A friend said to me, many years ago that 
“it is easier to increase your sales than to de- 
crease your expenses.” But he evidently over- 
looked the one potent fact, i. e., that efforts to 
increase sales often mean either sacrificing profits, 
or a laxity in extending credits, or both. 

Economic conditions will bring about economic 
remedies. As birds and animals by natural laws 
adapt themselves to the colors and climate of the 
countries in which they live, so will man be com- 
pelled by economic laws to adapt himself to changed 
conditions as they occur from time to time. 

The chain stores are not the result of a chance 
experiment; neither was the merger of the dif- 
ferent steel concerns into the U. S. Steel Cor- 
poration. You can see the drift in the automobile 
and movie industries, and in the efforts which 
are now being made are now being made to con- 
solidate certain railroads of the country. All 
tending toward efficient methods in handling their 
affairs so as to hold down the ever increasing 
cost ‘of production and distribution, which will 
ultimately result in the benefit to the consumer. 

The final analysis is this: We too, must adapt 
ourselves to changed conditions and not follow the 
“beaten paths’? which have become antiquated long 
ago. We must face the facts, and with this 
in view the committee places its report before 
you-for your respectful consideration. 

(A printed statement of expenses for 1926 as 
reported in detail by members from many sections 
of the country. was circulated. Summed up it 


showed the yearly averages as compared to previous _ 


years to be as follows:) 


YEARLY AVERAGES 


OSS Ee eee 1923 1924 1925 1926 
Administrative Expenses 6.08 6.54 7.12 6.55 
General Expense...... 5.78 .5.46 | 6.43 :. 5.28 
Selling Expense...... 6.17 6.29 --5.72 --G83 
Loss from Bad Debts.. 1.18 1.16 -.92 95 
ee 1.64 45S ~ 237. 207 
Total Expenses........ 20.79 20.46 21.27 21.60 
Number of Stock 

DUPROVETS ss cisicc nc 2.90. 2.86 2.72 2.50 


ADDRESS OF’ GEORGE A. O'REILLY 


One of the most interesting and educational 
addresses of the convention was given by ° 


George A. O'Reilly, vice-president of the 
American Exchange-Irving Branch Trust 
Co. of New York city, on the subject 
“General Business Conditions and the Future 
Outlook.” He declared that financial losses 
by banking institutions through money 
loaned to the jewelry industry were so few 
as to be called negligible, according to a 
statement made to him by an internationally 
famous banker whose connections with the 
jewelry industry have covered a period of 
more than 35 years. 

“Competition today is so keen,” he said, 
“that success rests entirely with proper man- 
agement. Management which takes every 
element of an industry into consideration. 
Business today is just ‘spotty’ and therefore 
normal. There are high spots and low 
spots, good spots and bad spots but the 
ordinary symptoms of any business survey 
shows a general prosperity. Economists, near 
economists and bankers agree that business 
will continue to do a little better than the 
forecast of the December prophets. 

“Normalcy is simply a proper balanced 
condition of affairs from day to day,” he 
said, “and not a comparison to other days 
as the late President Harding thought. One 
of the rough spots today is collection. Col- 
lections are not coming in very good but 
these bad spots are negligible when com- 
pared with the thought that we are living 
in an age which can readily lend itself to 
the idea of research and study and thereby 
rectify any mistakes and change any de- 
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pressing spirit that may occur in business 

“I would ask you a few questions con- 
cerning the jewelry business,” he said. “I, 
it organized to meet present day conditions? 
Is it well organized for co-operative Opera- 
tions? The point is not to get together, it 
is often many times better to work apart 
as there is a time to learn to pause and 
stand up straight. Competition demands 
equally as much respect as co-operation, Do 
things together through confidence in One 
another. You must learn, if you do not 
already know, that there are economic cyr. 
rents of controlling importance which can. 
not be sidetracked. 

“Business is a procession moving in the 
same general direction and at the same rate 
of speed and while this continues there jg 
good business. But when some firm shoots 
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off to the right or left, or stops, the con- 
tinuity of the procession is broken, busi- 
ness is bad and chaos results. 

“Inter-relations between businesses exist 
whether we like it or not. Nations are 
coming to recognize that the American way 
is the right way. To win in business today 
you must play the scientific game, like it 
as you will. The sign is ‘this is a scientific 
age.’ Success goes to the men and organ- 
izations which are properly motivated, large 
enough to catch the spirit of the times and 
big enough to pay the price for orgamiza- 
tion benefits.” 

Marcel M. Mirabeau (Lissauer & (Co, 
New York city) was called upon for the 
discussion of “The Insurance Situation” and 
introduced H. E. Ryan, secretary of the 
Jewelers’ Safety Fund Society, who took 
the place of Roland G. Monroe, president 
of the society, who was to have spoken Mon- 
day afternoon, on the subject, “The Insur- 
ance Problem of the Jewelry Industry.” 


ADDRESS OF HARWOOD E. RYAN 


In talking to representatives of the jewelry in 
dustry on the subject of insurance it seems fair to 
assume that with rare exceptions their mental 
picture of the subject has been gained largely 
through dealing with insurance salesmen rather 
than with the head-office officials. It will ‘be my 
endeavor therefore to treat the subject not from the 
sales angle at all but rather from this point of 
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view: that people who take the trouble to organize 
and attend such an important meeting as this one 
are desirous of hearing not a sales talk but a 
discussion of insurance principles. And in order 
to avoid becoming academic let us agree that we 
shall consider only phases of the subject which 
are of vital concern to the jewelry trade. 

First of all we may take for granted that when 
er thinks about insurance he is primarily 
d in a particular kind of insurance cover- 
ing a particular portion of his worldly goods. That 
is to say he readily recognizes his major insurance 
problem as having to do with his stock of merchan- 
dise and the attraction which that merchandise 
offers to the thief. So we have no difficulty in 
discovering that the keynote of any discussion of 
jewelers’ insurance should Properly relate to the 
furnishing of indemnity against loss by theft. This 
form of insurance is known by various names and 
can be obtained separately or combined with fire 
and transportation insurance. When so combined 
the coverage is known to the trade and to the. in- 
surance world as “jewelers block insurance. — 

I shall not go into a discussion of the details 
of any particular form of insurance policy. Policy 
contracts represent the accumulated experience of 
the insurance companies in dealing with specific 
situations. Like all other lines of business, in- 
surance has gone through and is always undergoing 
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a process of trial and error, always approaching 
the ideal state but never quite reaching it. I 
recall that some of the early policies issued to 
jewelers were couched in simple language (and 
very little of it!) and commenced with the invoca- 
tion “In the name of God, Amen.” That was 
some time ago—early in the now famous ‘“‘Gay 
Nineties.” As every jeweler knows times have 
changed and along with them, conditions. In this 
industry the changes have not been for the better 
so far as insurance is concerned. 

The real insurance problem of the industry is 
to improve the conditions which are offering op- 
portunity and encouragement for criminality and 
its economic consequences. This is to say and to 
emphasize that the cost of insurance is determined 
by the conditions prevailing. We all know how 
these costs have risen during the past few years, 
particularly since 1920. Any member of the in- 
dustry who insured during this period with The 
Jewelers’ Safety Fund Society knows that for the 
year 1920 he received a substantial part of his 
initial deposit as a refund of surplus not needed 
for the payment of losses. He knows also that in 
the year 1925 the consequences of organized crime 
against the industry were the most burdensome 
which the industry has ever experienced. Last 
year and thus far this year the situation is much 
improved but the general level of cost due to store 
and street hold-ups, hotel thefts, trunk-switching 
and automobile robberies has gradually risen since 
1920 and there are no signs to indicate a speedy 
return to pre-war conditions. Nevertheless it is 
of outstanding importance to the industry that the 
crime situation be brought under a proper degree of 
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control. Not only does the merchandise stolen from 
the trade find its way through the fence system 
into the cut-rate market but the cost of each 
robbery and each hold-up loss is a direct charge 
upon the industry which must be borne in the 
end by the direct consumer. 

The prevention of loss is coming to be regarded 
as one of the proper functions of insurance. It 
is a noteworthy fact that here in the city of 
Providence the factory mutual fire insurance com- 
panies introduced and developed the principle that 
the way in which to reduce insurance cost was 
to prevent loss. The automatic sprinkler has 
revolutionized fire insurance theories and methods. 
Its introduction and acceptance are due wholly to 
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the initiative and pioneer spirit of the New Eng- 
land fire mutuals. Many trades as a consequence of 
this efficient device have organized their own 
mutual insurance facilities because as mutuals 
they are able to select their members in such man- 
ner as to form more or less homogeneous groups 
which are subject to the same common hazards. 

It is not the purpose of these remarks to sug- 
gest or advise any particular form of organization 
for the conduct of preventive work. I do wish 
to emphasize however that prevention and _ in- 
surance must be recognized as having close rela- 
tionship. In the case of the jewelry trade we have 
our own organization for insurance, also various 
bodies which deal with the crime situation. The 
problem therefore appears to be one requiring 
effective coordination of such facilities and of seeing 
that they are capably administered. By this means 
the cost of insurance becomes controllable at the 
source. 


Former President H. W. Burdick of 
Cleveland at this point requested President 
Petersen to extend an invitation to Manager 
Woodward Booth of the New England 
Manufacturing Jewelers’ and Silversmiths’ 
Association, to deliver a keynote address 
similar to that given by him at the present 
convention at Monday morning’s session, to 
the Cleveland Jewelers’ Twenty-four Karat 
Club in Cleveland on the second Monday in 
September and also to deliver addresses to 
the Indiana and Ohio conventions, which 
will be held shortly. 

When adjournment was announced at the 
conclusion of the Tuesday morning’s session, 
Mr. Booth repeated the invitation for every 
pne to attend the golf tournament at the 
Metacomet Club and announced that ample 
automobile facilities had been provided to 
accommodate all those who wished to visit 
the club. Several factory parties were ar- 
ranged, those going upon them rendezvousing 
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at the Metacomet later but in time for the 
dinner 
Wednesday 

The final business session of the conven- 
tion was called to order by President Peter- 
sen a few minutes after the scheduled hour, 
but there was a largest attendance of any 
session during the week. 

L. P. White of Philadelphia, treasurer of 
the association, presented his annual report, 
a summary of which disclosed a goodly 
balance on the right side of the ledger. The 
report showed the total receipts for the 
last fiscal year to have been $11,531.77; ex- 
penses, $8,478.11, leaving a balance of $3,- 
053.66 with accounts receivable amounting 


to $4,650. 


ADDRESS OF CONRAD J. BROTHERLY 
President Petersen then invited Conrad J. 
Brotherly, of Newark, president of the 
American National Retail Jewelers’ Asso- 
ciation to address the convention on the key- 
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note subject of “How can the jewelry busi- 
ness be made more profitable?” After ex- 
pressing his great pleasure in returing to 
Providence as a convention city and extend- 
ing his felicitations to the Manufacturing 
and Wholesalers Associations upon the really 
constructive work started by the convention, 
made an interesting, consistent and instruc- 
tive address relative to causes and effects 
upon business paying particular attention to 
the jewelry industry. He stated pertinent 
facts concerning the conditions that invari- 
able follow periods in which the country has 
been in war, but prophesied a gradual read- 
justment with a gradual revival of business 
interests and warned the jewelers of all 
classes—manufacturers, wholesaler and re- 
tailer—to be ready when the time comes to 
take advantage of the opportunity. He said 
in part: 

“In spite of the general trend through the 
country toward better business and more 
prosperity our own industry has not pros- 
pered. More profit has been the keynote of 
this convention and I have listened with 
more than usual interest to the arguments 
and suggestions that have been made in the 























































































68 


discussions of this all important subject. 

The jewelry industry has experienced a long 
period of declining prices. While prices are 
advancing retailers, wholesalers, everybody 
stocked up, but when prices for commodities 
are declining everybody becomes cautious 
and buying ceases. The consequence is that 
when that stage is reached and the whole- 
salers and retailers replenish their stock on 
the hand to mouth policy, the manufacturer 
has to carry the bag; he must have the 
stock at hand to fill the small hand to mouth 
orders, generally at an actual loss in doing 
business. The price cutting and sharp prac- 
tice competition begin and matters become 
worse instead of better. The results of 
price cutting are too familiar to us all and 
have been so well expressed by other speak- 

ers at the convention that I do not propose 
to devote any time to its discussion. But 
sharp and oft-times unfair competition when 
it enters into a business situation is one of 
the most insidious features that the upright 
honest merchant has to contend with. Then 
it is that lines find their way to the con- 
sumer through all kinds of outlets. The 
hardware stores, the drug stores, corner 
groceries, in fact stores of every descrip- 
tion, are given ‘side lines’ to the detriment 
of the regular dealers. When we reach the 
point where we will regulate, rather than 
increase the number of outlets through small 
alien sources, the sooner we will begin a 
sensible, logical and consistent rehabilita- 
tion of the jewelry industry. 

“Instead of reducing the number and 
character of our outlets and eliminating the 
objectionable interlopers, too many of our 
jewelers seize upon the equally reprehensible, 
and the certainly suicidal method of meet- 
ing unfair competition, by cheapening their 
product, first’ by paring down the profit un- 
til there is no living margin remaining, and 
then follows substitution of baser metal and 
poorer materials. These are the reasons that 
have brought’ us to present conditions in the 
jewelry industry. It is no use dodging the 
issue. We must look the situation squarely 
in the face and make a firm resolution to 
improve it by radical measures. This is 
not a remedy to be applied to, or by the 
other fellow. It is a personal one, one that 
you and I and every other reputable dealer 
in the industry must adopt and we must 
do it now. 

“Times have changed and are continually 
changing but the jewelers have. not changed 
with the times. Here and now is the time 
and place to pledge ourselves anew and let 
each of the three great branches of the in- 
dustry demonstrate to the public and to 
each other that the manufacturer is the 
producer, the creator; the wholesaler is the 
distributor and the retailer the merchan- 
diser. Organize a systematic advertising 
campaign with the predominant thought of 
getting our percentage of the consumer’s 
dollar. We can do this by watching the 
fashions and not merely accepting what is 
offered to us but creating a demand, a 
necessity for our products. And above all, 
setting a personal example in creating ‘a 
demand for jewelry by everyone in the trade 
wearing jewelry and advocating it.” 

“Credit—Its True Function in Merchan- 
dising” was the topic that J. Victor Day, 
credit manager for the Smith, Patterson Co., 
Boston, was introduced to speak upon. 
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ADDRESS OF J. VICTOR DAY 


The subject upon which I have been asked to 
speak—“Credit—Its True Function in Merchan- 
dising’’, is significant, in that it implies, that credit 
has been perverted, that it has been turned from 
its true course, and utilized for ulterior purposes. 

In order that we may know whether the implifica- 
tion of the subject assigned, is justifiable or not, 
and to clarify our thinking, let us first ascertain 
what credit is, according to leading economists and 
men of business. 

It is, of course, impossible to find any definition 
that is all inclusive, but here are a few of the things 
said on the subject: 

“Commercial credit is the name of that trust 
which is reposed in men because of their character 
and resources. In other words, it is an estimate 
of ability and disposition to fulfill business engage- 
ments which confers purchasing power; power to 
command the industry or capital of others.” 

Again—‘‘Credit may be defined as the power to 
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secure commodities or services, at the present time, 
in return for some equivalent promised at a future 
time’. And still again, “credit is a medium of 
exchange’. 

So you see that strictly speaking, when charging 
merchandise we accept, instead of give credit. In 
other words, the customer gives his credit in ex- 
change for goods. Credit like money, is therefore, 
a medium of exchange, and has value only when it 
is adaptable, dependable and constructive. 

The enormous expansion of commerce in this 
country especially is due to our highly developed 
system of credit, and anything which tends to impair 
it, as an agency of business, should be eliminated. 
We must preserve at all costs, the integrity of credit, 
for its essence is confidence. 

The man who tampers with credit is undermining 
the foundation upon which the commercial structure 
of the country is built, and thus unwittingly 
jeopardizes his own prosperity. Some short sighted 
men recognizing the value of credit as an instru- 
ment of industry are commercializing its power for 
profit and for plunder. 

Credit must be conserved, and as business men, 
it behooves us not only for our own interests, but 
for the interests of our clientele, to see to it that 
in the field in which we operate credit functions 
organically according to the purpose for which it 
was created, and not as an appendage to merchan- 
dising. 

Let me express this thought in another way— 
Business is complex, and is going forward by leaps 
and bounds. Commercial organizations are changing 
their character and methods of operation, but credit 
as an integral part of business, is indispensable. 

Material passes through many hands from its 
crude condition to the time it reaches the ultimate 
consumer as a finished product, and through all 
these changes credit has played a vital part. 

Like everything else, credit is designed for a 


specific purpose and when employed to serve a 
scheme for which it was not intended it is out of 
its element and loses its force and its prestige. 
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Our credit system is the culmination of the growth 
of centuries and should be valued and cherished 
as a thing of honor, and not played with as . 
means to promote sales, exclusive of merchandise 
values. It is essentially a medium of exchange pes 
not primarily a value added to the thing exchanged 
And so I say again, that the wholesaler aden 
merchandise to the retailer in exchange for cre, 
and that we, therefore, accept instead of = 
credit. The retailer when charging goods to ‘the 
consumer repeats this credit process. A recognition 
of this truth is necessary for a clear conception of 
the financial problems for which we are all seeking 
solution. 

There are many causes which have contributed 
to the diverting of credit from its true Purpose 
not the least of which is competition. As whole. 
salers we know there are many lines of merchan 
dise which cannot be sold at differing prices, The 
margin of profit will not permit price cutting, 
Competition feels that it must look elsewhere for 
inducements to offer, so in many instances terms 
have been seized upon thoughtlessly to stimulate 
sales. Large department stores even are guilty of 
protracted terms. 

Future datings in seasonal businesses may be at 
times indispensable, but there is no sense in in. 
creasing volume by breaking down the time factor 
in credit, which is one of its most vital elements 
Time is eternal, so that there is no limit to what 
may be offered for terms. If it is true that some 
concerns go out the first of the year to secure 
sales and give as dating on some articles of mer. 
chandise the first of the following January, what 
is to prevent other concerns from granting still 
longer datings? It would seem that the only limit 
is the capacity of the capital of the seller to stand 
the strain. To urge customers to anticipate too 
far ahead imperils their financial stability and re 
acts disastrously on both parties. 

Then, too, it is a singular thing that many mer. 
chants seem to overlook the necessity of considering 
the interest which they are losing on their capital 
by giving too extensive terms. 

I venture to say that if some hous.s should 
analyze their accounts receivable, they would be 
amazed to find how seldom this item is turned. 
The turnover in the accounts receivable is as im- 
portant as the turnover in merchandise, yet I 
assert many concerns see only the merchandise 
factor. 

Again it should be borne in mind that net profits 
are realized only when bills are paid. The buyer 
who purchases the merchandise and the salesman 
who sells the merchandise are only two of the 
factors in the process of profit making. When 
goods are charged it simply changes the asset of 
merchandise at cost to the asset of merchandise at 
selling price. 

It increases, to be sure, the assets of the business 
on paper, but the bills must be collected and the 
money deposited, and the cash item thus increased 
before real net worth is augmented. 

The longer the reception of full payment is de- 
ferred, the smaller will be the net gain to the 
business. I make no apology for this elementary 
statement, for it is the fundamentals in business 
which are the basis of all success, and which never- 
theless are the most often overlooked. 

In our eagerness to get hold of something new 
we often ignore the everyday things which are es- 
sential to prosperity. It isn’t the exceptional ex- 
perience which counts the most in business, but the 
common daily experiences which make for success 
or failure. These experiences must always be under 
observation. 

Every concern is anxious to establish the reputa- 
tion of giving superior service. It is well, but let 
us be careful in the rendering of service we do not 
sow seeds of demoralization and destruction which 
will react at the time of harvest upon all concerned. 

What do I mean by that? I mean this, that in 
giving inordinate time to customers in order to 
stimulate sales, we are likely to undermine credit, 
encourage overbuying, increase overhead and open 
the way for the trade to invest the money received 
from the sales of merchandise in outside securities. 
Purchase and payment are now too remote from 
each other for sound business policy. It is impera- 
tive that the credit extended should never exceed 
the stock of saleable merchandise. Goods must be 
converted into cash in order that credit obligations 
may be extinguished; acting always upon this prin- 
ciple, frozen accounts may be averted. 

As we are all well aware, because of the liberal 
discount offered, another evil has crept craftily 
into our business, and in fact is prevalent in every 
line -where cash discounts are given. Discount 18 
a premium for cash payment, and the six per cent. 
usually granted in our line is so desirable that no 
one of course wants to lose it. Some dealers even 
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strive to secure it regardless of time taken, many 
honestly considering it as a trade discount. Here 
js another phase of this evil. On Jan. 1 John 
Doe in settlement of an account, say of $2,000, 
deducts discount, sends in a check for $800 and 
notes for the balance at six per cent. interest, per 
annum, with the hope that this method of settlement 
will be acceptable. 

In effect the seller is asked to become finance 
company and wholesaler in one. It is the function 
of the bank to sell money for the financing of 
business and not the function of the merchant. ; 

When these two activities, selling and lending, 
interlock, credit is diverted from its true channel. 
Even the automobile companies while extending in- 
stallment credit turn the financing of the sale over 
to financial companies instead of assuming obliga- 
tions which belong in other fields. We would serve 
our customers best by helping them to obtain ac- 
commodation at the bank instead of consenting to 
assume ourselves the responsibility of the banker. 

We sometimes overlook the fact that business is 
based upon principle and not upon impulse or de- 
sire. Where there is no observance of principle, 
anarchy reigns. It is just as disastrous to attempt 
to run a business without principle as it is to 
govern a nation without law. Lack of reverence 
for laws breeds.all kinds of troubles; lack of regard 
for terms of sale breeds all kinds of dissensions, 
and is destructive of financial stability. 

When a cash discount is given to a man after 
the discount period has passed we are doing an in- 
justice to the csutomer who conforms to terms and 
who obeys the laws of trade. We should protect 
prompt payers by uniform strict adherence to terms. 
Low prices and efficient service are dependent upon 
the standardization of credit procedure. 

We may compete in prices if we will. Small 
margins are not as ruinous to the stability of 
business as is competition in terms and tolerance 
of the discount evil. There is a moral element in 
the term factor of credit which cannot be violated 
with impunity. The conduct of business cannot be 
separated from the conduct of life. Moral values 
are more vital even than merchandise values. 

The interests of wholesaler and retailer are iden- 
tical, and neither can prosper without the co- 
operation of the other. The retail jeweler wants 
to do the right thing and the wholesaler desires 
to be “on the level.” Where the intentions are 
thus in harmony all that is required is a sympa- 
thetic understanding of each other’s position. Both 
parties have equal interests at stake. The more 
prosperous the wholesaler the better service he can 
render to the retailer, and the retailer in turn can 
give greater values to the consumer. It is an un- 
broken chain. 

Conditions in the jewelry business have changed. 
The abnormal period of the world conflict is behind 
us, in point of time, but not wholly in point of 
thought. Unconsciously we measure our business 
by the results of the years when the wholesaler 
was supreme, and the retailer and consumer the sup- 
pliant for merchandise. 

We have been told repeatedly that we must get 
away from this idea, but we still cling to this 
illusion and pine if our sales are not up to those 
of war peak periods. Our attitude of mind is 
perfectly natural, for all ambitious beings are de- 
sirous of passing previous high marks. Volume of 
sales, however, does not necessarily mean greater 
net profit. The deception of bulk is often revealed 
by a disproportionate increase in expenses. May 
we not maintain a good net profit in our business 
by reducing the overhead, and one outstanding item 
of overhead is that of bad debts. 

It is our duty as wholesalers, as far as possible, 
to develop and maintain in the retail jewelry busi- 
ness a personnel of integrity, merchants honest, 
dependable and capable. The character of the men 
who shall engage in the jewelry business is more 
or less under our control, for we can refuse to 
sell men against whom there is the slightest taint 
of suspicion of crookedness. 

The honest merchant should not be ptt into 

unfair competition with the dishonest merchant. 
We cannot compete, because his conscience will not 
allow him to resort to trickery or deceit. We must 
maintain high standards at all costs. 
; Credit instrumentality is often impaired by the 
intensity of our desire for volume of sales. By 
our merchandising methods we frequently defeat 
our own purposes. Salesmen are allowed to load 
up Customers on watches, for example, which may 
show little or no net profit; the credit limit of the 
Customer is thus taken up, leaving no leeway for 
sales on which a fair profit may be made. The 
retailer in turn is cramped. for merchandise on 
which-he may increase his sales and profit. 

In other words, credit and merchandising should 
Co-ordinate for the benefit of the buyer and seller 
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alike. Unprofitable sales injure both parties to the 
transaction. A well regulated credit, on the other 
hand, is profitable to all concerned, and after all 
the net proceeds of the business is what permits 
dividends, 

When business is good, when orders are plentiful 
and customers are clamoring for merchandise, it is 
easy to be happy and optimistic of large financial 
returns, but when conditions are bad, when mills 
are closing or changing hands, when the buying 
public seem to be diverted to other lines of mer- 
chandise, then it is that we need to sustain and 
fortify ourselves with success thoughts to counter- 
act the depression of the time. 

Every merchant occasionally needs mental stimu- 
lus as well as physical invigoration. The business 
man must be imaginative—a man of vision. Strange 
as it may seem to some, poetry affords inspiration 
to commercial men who in the activities of the 
market have not lost their sense of the sublime. 
Where there is no vision the people perish. What 
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is true of a people must necessarily be true of an 
individual. 

If I were to propose a national poem to promote 
industry and progress I would suggest those stirring 
lines of Miller portraying the spirit of Columbus in 
his voyage which culminated in the discovery of 
America. 

M. Markham Flannery, Director, Trade 
Practice Conference, Federal Trade Com- 
mission of Washington, D. C., delivered an 
address on the proposed trade practice con- 
ference. His address will be published in 
a later issue. 

One of the most important steps taken 
at the final session was the according of 
favorable action to a suggestion by Bartley 
J. Doyle of Philadelphia, to change the 
birthstone for the month of November from 
topaz to Chinese jade, which is the Japanese 
emblem for fidelity. 

Jacob Engel, chairman of the resolutions 
committee, then presented the following reso- 
lutions, which were unanimously adopted: 


Resolutions 


Whereas: Since our last convention Almighty 
God, in his wise province, has called from this life 
our friend and advisory secretary, T. James Fern- 
ley; and, : 

Whereas: T. James Fernley was a man of many 
admirable qualities of mind and heart, and will be 
greatly ‘missed in the circles in- which. he moved; 
and, 5 
Whereas: In his death our association lost a 
valued counselor and advisor, who always had our 
best interests at heart and to’ whose guidance and 
direction we owe much of our success; therefore, 
be it. 

Resotvep: By the members of ‘'the’ National 
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Wholesale Jewelers’ Association, in convention as- 
sembled, at Providence, R. I., this eighth day of 
June, 1927, that we hereby express our appreciation 
of his wise counsel and capable leadership; and, be 
it further 

RESOLVED: That we extend to his family our sin- 
cere sympathy in the great loss they have sus- 
tained and present them with a copy of these 
resolutions. 

* * * 

Whereas: W. F. Hofmann, for many years a 
valued member of our executive committee, who 
most faithfully attended our conventions and partici- 
pated in all our activities, has passed from this 
earth to his Heavenly Home; therefore, be it 

RESOLVED: That we, the members of the National 
Wholesale Jewelers’ Association, in convention as- 
sembled in Providence, R. I., on this eighth day 
of June, 1927, hereby extend our condolence to 
Mr. Hofmann’s family and business associates and 
order a copy of this resolution spread upon the 
minutes of our association in his permanent re- 
membrance. 

_ * * 

Whereas: In the sudden death on Monday, June 
6, 1927, of Samuel Wachenheimer, of Wachen- 
heimer Bros., Inc., our industry lost an honored 
representative and our association a valued member; 
therefore, be it 

RESOLVED: That we, the members of the National 
Wholesale Jewelers’ Association, hereby express our 
sympathy to members of his family and business 
associates in the loss they have sustained in his most 
untimely death. 

* * * 

Whereas: Our visit to Providence has been most 
pleasant and enjoyable; therefore, be it 

RESoLvED: That we extend our thanks to the 
officers, committees and members of the New Eng- 
land Manufacturing Jewelers’ and Silversmiths’ 
Association for their many courtesies and generous 
hospitality, all of which added greatly to the suc- 
cess of our 20th annual convention; and, be it also 

REsotvep: That we express our appreciation to 
the Manufacturing Jewelers’ Golf Association for 
the tournament and dinner tendered us yesterday; 
and, be it further 

RESOLVED: That we extend our thanks to the 
Providence Biltmore Hotel for courtesies extended 
to our members. 

* — * 

Whereas: We feel that the National Stamping 
Law enacted in 1906, and still in force, is neither 
sufficiently strong nor sufficiently definite to meet 
existing conditions or to furnish ample protection 
covering the various changes that have revolution- 
ized our industry since that date; and, 

Whereas: We desire to stimulate original de- 
signing and creation of jewelry and to build con- 
fidence in that jewelry; and, 

Whereas: We feel that if a proper stamping law 
were placed upon the statute books it would be 
of great assistance in enlarging our industry and 
in promoting public confidence in jewelry; and, 

Whereas: We are an association, bound together 
for the good and welfare of the jewelry industry, 
and feel that we should distribute only such jewelry 
as has the quality which is claimed for it, be it 

REsoLvep: That we, the wholesale distributors 
of jewelry, feel that we should neither purchase 
nor distribute jewelry that is not properly stamped 
with its quality; and, be it further 

ResotvEp: That we heartily endorse the work 
of the joint stamping law committee, which has 
already presented to Congress a complete draft of 
a new platinum law, and which committee is now 
completing a new gold stamping law and hopes to 
present it to Congress at the next session, and 
we recommend the full support of all branches of 
the industry in this exceedingly important work. 
Be it 

RESotveD: That this association urge the interest 
and support of those organizations which are work- 
ing for the protection of and crime prevention in the 
jewelry and allied trades. 


William R. Cooper of Minneapolis placed 
the list of officers in nomination as chair- 
man of the committee on nominations. As 
there were no counter-nominations Mr. 
Cooper was called to the chair to put the 
ticket to a vote and the following were 
unanimously elected for the ensuing year: 
President—Richard J. Petersen (Petersen, 
Max & Co., Buffalo); First Vice-President 
—A. C. Becken, Jr. (A. C. Becken. Co., 
Chicago); Second Vice-President—Robert 
L: Coates -(L. P. White, Philadelphia) ; 
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Treasurer—L, P. White, Philadelphia; 
Secretary—George A. Fernley, Philadelphia; 
Executive Committee—term expiring 1929— 
Jonas Koch, New York city, Walter Mayer 
(Wallenstein, Mayer & Co., Cincinnati), 
George Kleitz (B. Kleitz & Bros., Wilming- 
ton, Del.), H. H. Hoffman (Heeren Bros. 
Co., Pittsburgh), Jacob Engel (J. Engel & 
Co., Baltimore), Charles T. Gustafson (C. 
H. Knights-Thearle Co., Chicago) and R. 
H. Shuttles (Shuttles Bros. & Lewis, Dallas, 
Tex.). 

Immediately after the announcement of the 
election President Petersen resumed the 
chair and asked for suggestions as to the 
place for holding the 1928 convention. 
Indianapolis, Atlantic City and Wilmington 
were suggested and these were referred to 
the executive committee who will decjde 
thereon later. 

There being no further business the con- 
vention, at 12:45 o’clock adjourned sine 
die. 

Presidents’ Comment 


A writer for the woman’s page of one 
of the local newspapers interviewed Presi- 
dent Richard J. Petersen and other dele- 
gates who had been attending the conven- 
tion at the close of one of the sessions 
as to the influence women have upon 
the jewelry industry. As a result of her 
interview she writes: 

“If there is one group of merchants more 
than any others convinced that woman is 
a perverse flibbertigibbert who wills and 
won’ts with utter disregard of masculine 
allurement, that group is the jewelers. 

“For three days the wholesalers conferred 
here in town on common problems affecting 
the success of their trade. Always in the 
background of the talk, the plans for the 
future and analyses of the past was the 
shadow of woman. And her influence on 
trade, her whimsical, ungaugable caprices 
that can turn thumbs up or down on busi- 
ness, send one man to affluence because she 
favors a novelty he presents, or another to 
ruin for a thickness of georgette, was the 
‘da ex machine.’ 

“Though in all the discussion curiously 
there was no member of her sex present to 
combat the unuttered charges of feminine 
fickleness or to receive the plaudits of the 
fatuous persons who this year guessed right 
and won. 

“President Richard Petersen commenting 
on the influence of woman in the jewelry 
business as the convention closed its session 
said that in his opinion women of today 
are more discriminating in the matter of 
accessory selection than ever before. ‘Love 
of display,’ he said, ‘has given place to an 
appreciation of harmony of detail and in- 
stead of thinking in terms of how much 
she can buy, she now realizes the neces- 
sity of wearing the right piece of jewelry 
at the right time, with the right gown and 
on the right occasion. This constitutes good 
taste as it applies to ornamentation. And 
modern woman prides herself on her good 
taste.’ 

“Man after man agreed with the presi- 
dent that a new appreciation of the value 
of jewelry as part of an ensemble has 
revolutionized the trade. Some were 
frankly rueful that the styles call for things 
that hang on, like chains, ear-rings and 
bracelets while brooches for a time went by 
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the board, largely because woman’s garments 
were so made that there was little to pin 
to and give any degree of safety from loss. 

“Some equally frankly admitted that 
former staples that year after year could 
be relied upon to go big suddenly flivvered 
for little apparent reason. Except the 
‘eternal feminine.’ 

“While there were as many conflicting 
opinions on the influence of woman on the 
trade as there were men at the convention, 
the united opinion was that the jeweler by 
some necromancy must be able to scent 
the subtle relation between the fashion as 
launched by Paris this month and the 
probable effect on the stores of Main street 
next year. 

“When he has arrived at a conclusion 
that seems to them logical, it will take a 
course in psychoanalysis, practical psychol- 
ogy and six months’ study of the feminine 
reactions to guess whether women will take 
the offerings he brings. And nine times 
out of 10 these days, he’ll guess wrong.” 


The Exhibits and Souvenirs 


Several of the manufacturers had rooms 
at the Providence-Biltmore Hotel, where 
they maintained open house during the con- 
vention period. Some had samples that 
could be shown upon request, but the ma- 
jority did not. Souvenirs were conspicuous 
by their limited number. Among those 
given with the badges at registration head- 
quarters were handsome well-bound note- 
books by William C. Greene Co. and Arnold 
& Steere Co. and a gem of a key chain, the 
“Sta-Lokt,” by Ed. H. Cummings of the 
General Chain Co. 

x kx * 

During the convention William G. Lind 
of T. W. Lind Co., gave out his firm’s new 
Lind-bergh novelties and Col. Bigney made 
liberal distribution of Waldemar chains. A 
number of the manufacturers privately dis- 
tributed souvenirs of their factories directly 
to such delegates as they were desirous of 
favoring and the few ladies accompanying 
the delegates were well remembered. 

* * * 

One of the most active among the local 
concerns was the Ostby & Barton Co., whose 
headquarters were set up in room 920 where 
liberal hospitality was dispensed. The firm 
was represented by Messrs. Harald, Erling 
and Ralph Ostby; Victor H. King, Major 
John J. Collins, Frederick D. Carr, John E. 
Kay, Charles L. Drown, H. J. Riley and 
R. J. Gregg all of the Providence office and 
R. E. Walsh and W. E. Richards from the 
New York office. This concern had a beau- 
tiful display of many of their ring produc- 
tions and other specialties exhibited in the 
windows of the Frances Waterman Shoppe 
in the hotel lobby. On Monday morning, on 
the opening of the convention, every person 
was handed a neat package attractively 
wrapped up and on the outside was printed 
“A hundred smoke rings from O. & B. Co.” 
In the boxes was a fragrant cigar together 
with a set of celluloid ring sizes. Tuesday 
similar packages were distrubted marked 
“Old Gold” and in place of the cigars of 
the previous day, each box contained a 
package of “Old Gold” cigarettes and a 
dozen aluminum slugs to replace rings when 
taken from a display tray. 

* * * 


The Hadley Co. occupied the “Presiden- 
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tial Suite” on the 12th floor, and Charles 
A. Mealy of the concern saw to it that ajj 
visitors were royally entertained. Open 
house to all was the watch word and spirit 


manifested by Mr. Mealy. 
* * * 


Quaker Silver Co. and the Williams (Co, 
both of Attleboro, occupied room 518, where 


they had exhibits of their wares. 
* * * 


Bliss Bros. Co., of Attleboro were on the 
10th floor and also entertained visitors 
royally. Mr. Gray, eastern traveler for the 
concern, was in charge although Joseph 
Rioux, who was chairman of the Pomham 
committee, was a notable attendant at the 
convention when his committee duties would 


allow. 

Among other manufacturers having rooms 
were W. E. Hayward Co. and S. O. Bigney 
Co. of Attleboro. 


Convention Whisperings 


Amos Blackinton, of Bates & Bacon, Attleboro, 
was a sharp shooter on the Metacomet links. 
* * * 


“Roll Jordan roll’ was sung by the waiters in 
a manner that only a group of negroes know 
how to sing it. 
‘ * a * 

John Drake partook of the salt breezes and a 
sun bath on the back porch of Pomham club house 
preceding the call to clams. 

* 7 . 

S. O. Bigney entertained with “buck and wing” 
specialties preceeding the feed at Pomham. The 
colonel is still some doughty old boy. 

* 7 * 

Gen. Herbert S. Tanner, one of the old re- 
tailers of this city, was on hand to renew ac- 
quaintances with some of the wholesalers, 

o = * 

Horace M. Peck, secretary of the Manufacturing 
Jewelers Board of Trade and his assistant, Frank 
Kelley, were among those who were present. 

* * “ 

The jewelers made a brave attack upon the 
clams and won a signal victory, as was attested 
by the great piles of shells at many of the plates. 

* * * 

The Swede, Jew and Irish groups each essayed 
to entertain the Pomham diners but the Kiwanis 
crowd declared “‘out the window they must go; 
they must go; they’re rotten!” 

* * * 

Augustus F. Rose, for 25 years director of the 
Rhode Island School of Design Department of 
Jewelry and Silversmithing, was one of the in- 
terested attendants at the sessions. 

* 2 * 

The Hadley Co. had the State suite of three 
rooms at the hotel during the convention, in charge 
of Charlie Mealy assisted by E. D. Stowe from 
the New York office and with J. W. Springer and 
H. G. Loughlin of headquarters. 

+ * * 

George L. Shepardson, of C. A. Marsh Co, 
Attleboro, with a broad smile, was to be seen 
anywhere about the course and at the dinner at 
the club house, during the golf tournament showing 
that the hazards of Metacomet held no terrors too 
great for Shep. 

* * 

Ellis W. MacAllister of the Irons & Russell Co. 
and Frederick A. Ballou of the B. A. Ballou Co. 
Inc., hot-footed it back from a 10 day’s fishing 
trip down in Maine to be on hand at the com 
vention. They had considerable to say about the 
salmon they caught. 

* @ e 

Ostby & Barton Co. entertained all callers in 
Room 920, where Major John J. Collins was 
the major domo. Visitors all received a hearty 
welcome being greeted by Harald, Erling and Ralph 
Ostby and Fred Carr of the firm; R. E. Walsh and 
W. J. Richards from the New York office and 
Victor H. King, John E. Kay, Charles L. Drown 
and H. I. Riley of the Providence sales forces. 

o e + 
Ernest Block, who has offices with Tue Jew#l- 


ers’ Crrcutar at Chicago brought greetings from 
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jatter to the Providence correspondent. Thanks: 
* * * 


Steve Garner proved to be the right man in 
the right place. It was one of the most popular 
places at the bake. ie 


George Hilsinger and Harry Booth indulged in 
their usual repartee. When equality meets how 


i fly. 
the compliments fy - 


the 


* 


Amos Blackington and George Semple wore 
watch chains with big links and they stand back 
of the idea to the limit. 

* * * 

Joe Lancor and Billy Lind were full of advice 
to the news scribes during the festivities. We say 
they were full of advice. 

— * o 

Bert Tourtellot quotes poetry and knows epi- 
grams, as well as who said them first; but he’s a 
rotten expert on publicity. 

* * * 

Vic King presided with his usual unctuous dig- 
nity at the head of the table at which was as- 
sembled the O & B group. 

* * * 

Theo. Droz was in a peck of trouble. Some 
one removed his special constable’s badge off his 
vest. How come Theodore? 

* ” * 

It was noticeable the largely increased number 
of jewelers who are wearing stick pins. More than 
half of the convention attendants wore them. 

* * * 

Harold Sweet was approached by several of those 
in authority for advice, and as far as we know 
there’s one boy who knows when and how. 

= * * 


Victor Black was his natural self in and about 
the hotel corridors. He did his usual stuff in 
his usual way and as always, he got away with it. 

* * * 


Charlie Dunn took a charged water bottle with 
him when asked to render a solo. He was prepared 
to reply to the usual ‘‘Out the window you must 

» 


* * * ' 


The Oneida Community Ltd., of New York was 
represented by W. T. Earle, Harley H. Noyes, 
H. C. Perry, Miles E. Robertson and Wayland 
Smith, 

* * * 

President Petersen took time Wednesday | after- 
noon to run down to Nayatt and call upon Joseph 
Finberg at his country place where he is recoveriny 
from an illness. 

. — * 

Lawrence Baer admits that he is not cut out 
for a salesman. He says he lacks that bump of 
socialibility that is so necessary. No one but 
Lawrence ever notices it. 

* _ * 

Archie Silverman sang a duet in costume with 
Charlie Mealy entitled ‘‘Where d’yer work-a 
John?” Archie’s theatrical! affiliations must have 
helped to make him so efficient. 

* * * 


Fred Sturdy made the remark that he hadn’t 
been in New York City in several years but that 
recently he had ridden underneath it. He told 
this to friends who asked no more. 

* * * 

Jimmy Wiggmore Jr. was in a great stew at 
the golf links. -Some one swiped his bag ot 
clubs and he had to pick up a make-shift set. 
Jimmy says this accounts for his card. 

* * * 

Henry Thresher watched the clams as they 
were spread upon the hot stones in the bake and 
went not away until the steam wafted upward 
and the aroma drove him to the dining hall. 

* * * 

Charlie Mealy and Joe Rioux are great suc- 
cessés as song leaders, but when Joe blossoms out 
in his shirt sleeves and leads upstairs—that’s ¢ 
business that he has boiled down to a science. 

* * * 


‘ “Billie” Lind, of T. W. Lind & Co. was right 
in Kis glory passing out an up-to-date novelty in 
the shape of a silver aeroplane with wings set 
in white stone, which he designated a ‘“‘Lind- 
bergh” trophy. 
* * * 
oe Whiting exhibited a specal hand bag of 
usual and appropriate design to a favored few, 
po tml for Presentation to the mother of Col. 
Ch ergh. If it’s new and original and timely, 
arlie Whiting thinks it out first. 
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British Jewelers Visit U. S. 





Plants in Providence, the Attleboros and Plainville Inspected 
by Party Here to Study Methods of Business 
in Jewelry and Silverware Trades 


PROVIDENCE,R. I., June 11.—Methods of con- 
ducting the jewelry business and of manufac- 
turing jewelry and silverware in Providence 
and the Attleboros were given an investiga- 
tion and study a couple of days the past week 
by a party of British jewelers who are visit- 
ing this country. In this city the plants of 
the Ostby & Barton Co. and the Gorham 
Mfg. Co. were visited on Thursday and yes- 
terday those of the J. F. Sturdy & Sons Co. 
at Attleboro, and of the Whiting & Davis Co. 
at Plainville were inspected. The party left 
this city late yesterday afternoon on the Mer- 
chants Limited Express for New York. Be- 
fore returning to England the jewelry cen- 
tres at Newark and other places as far west 
as Chicago will also be visited. 

The party, which is under the personal 
direction of A. Tremayne of London, editor 
of the Goldsmiths Journal consists of the 
following: 

E. F. Braham, a diamond ring maker and 
wholesale jeweler of Barr St., Birmingham; 
maker of medium-class goods; an old es- 
tablished business, with customers in all 
parts of Great Britain. 

J. Chalmers, owner of a retail jewelry 
store in the Springburn district, of Glasgow, 
Scotland, accompanied by Mrs. Chalmers. 

A. E. Dyson, retail jeweler of Hull, a 
seaport town of the east coast of England. 

D. A. Haigh, owner of a chain of jewelry 
stores in Yorkshire. 

R. McDowell, owner of a retail jewelry 
store, doing a large business in Belfast, Ire., 
accompanied by his wife. 

H. E. Warren, owner of jewelry stores in 
Eastbourne, seaside town in Sussex, on the 
south coast of England and in Sevenoaks, 
Kent. These stores are at present managed 
by his two sons. 

L. Plimmer, son of the chief owner of 
Robinson & Co., a high-class jewelry store 
at Shrewsbury, a county town on the borders 
of England and Wales. This concern is one 
of the well-known Butt & Co. group of 
Chester. ; 

H. Moore, of Coventry, formerly a watch 
maker. Mrs. Moore accompanies him. — 

Miss E. Brooking, daughter of the founder 
of Brooking & Sons, jewelers in Exeter, 
Devon. 

Miss W. Green, daughter of the owner of 
C. E. Green & Sons, jewelers at Leicester. 

The party arrived in New York last Satur- 
day and left Monday by steamer for Boston, 
where they remained until Thursday morn- 
ing, making side trips to several plants and 
reaching this city at 11 o’clock that morning. 
They were met at the Union Station by Vic- 
tor H. King, Maior John J. Collins and Wm. 
L. Marchand, of the Ostby & Barton Co., 
and escorted to the Providence-Biltmore Ho- 
tel for registration. As soon as they had 
deposited their luggage, they went to the 
firm’s plant on Richmond St., where they 
were greeted by Harald W. Ostby, Erling 
C. Ostby and Frederick D. Carr, of the 
firm; and after a few words of welcome by 
Erling C. Ostby were divided into groups 


- 


of three and four and under the direction of 
members of the local sales force were shown 
through the six floors of the main factory 
building and later looked over the firm’s 
lines in the display rooms and each of the 
ladies was presented a handsome souvenir of 
their visit. 

After a couple of hours with the Ostby & 
Barton Co., accompanied by Messrs. E. C. 
Ostby, King and Collins, the party was con- 
veyed by automobiles to the plant of the 
Gorham Mfg. Co. at Elmwood, where the 
visitors were met by President Edmund C. 
Mayo and members of his staff and taken 
immediately to the Gorham Casino, where 
luncheon was served. This was from the 
regular menu that was being served that day 
to the employees of the plant and afforded 
the visitors an opportunity of partaking of a 
lunch such as is furnished daily by the com- 
pany to its employes at nominal expense. 
Later under the charge of officials of the 
concern they were escorted through the sev- 
eral departments. 

At 4 o'clock the visitors were again taken 
in charge by the representatives of the Ostby 
& Barton Co. and taken for an automobile 
trip through Roger Williams Park, through 
the manufacturing jewelry districts, the aris- 
tocratic East Side residential section, the 
State House, Brown University and other 
points of interest, then for a 10-mile ride 
overlooking Narragansett Bay down the east 
shore to Nayatt, where a stop was made at 
the picturesque grounds of the Rhode Island 
Country Club. Here a rest was taken for 
nearly an hour, the visitors watching the 
members on the golf course, watched the in- 
teresting marine panorama afforded and later 
enjoyed an English tea on the spacious ver- 
anda of the club house. Early in the eve- 
ning the return was made to this city. 

Friday morning the members of the party 
were out early and enjoyed short walks about 
the centres of the city, visiting the depart- 
ment stores. About 9 o’clock they were 
taken by automobiles to Attleboro in charge 
of Herbert K. Sturdy, of the J. F. Sturdy & 
Sons Co., and driven about that city to give 
them some idea of the extent of the manu- 
facturing jewelry industry there. After mak- 
ing a thorough inspection of the Sturdy plant, 
they proceeded to Plainville where they ar- 
rived at noon. 

Here they were met by Charles A. Whit- 
ing of the Whiting & Davis Co. and taken 
immediately to the Walter Rice Memorial 
building, where lunch was served, and then, 
under the guidance of officials of the com- 
pany, shown through the plant, especial at- 
tention being paid to the making of mesh 
and the preparation of the parts entering into 
it and the methods of hitching it together 
and fashioning it into bags, fabric for cloth- 
ing and other purposes, The intricate auto- 
matic machines used were particularly inter- 
esting to the visitors and when each of the 
ladies was presented a handsome mesh bag 
as a souvenir their delight was pleasingly 
manifested. r 
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Col. Lindbergh Receives Many Medals 





America’s Air Hero Already Presented with Fifteen Decora- 
tions in Honor of His Great Flight from New York to Paris 


Up to Monday night 15 medals and deco- 
rations had been presented to Col. Charles 
A. Lindbergh, the intrepid airman who first 
crossed the Atlantic from New York to 
Paris. As listed by the New York Times, 
these medals are: 

The New York State Medal for Valor, 
bestowed Monday by: Governor Smith. It 

















MEDAL PRESENTED BY THE CITY OF NEW YORK 


was the twelfth of its kind ever presented. 

The Medal of the City of New York, 
presented Monday by Mayor Walker. It 
was awarded by the Mayor’s Committee on 
Receptions and the American Scenic His- 
toric Preservation Society. 

The Cross of Honor of the United States 
Flag Association, received Sunday from 
Charles Evans Hughes. 

The Distinguished Flying Cross, highest 
award of the United States to fliers, pre- 
sented Saturday by President Coolidge. 

The Cross of the Legion of Honor, be- 
stowed May 23 by President Doumergue of 
France. 

The Gold Plaque of Honor of the La- 
fayette Flying Corps, given May 26 by 
Marshal Foch. 


The Medal of the City of Paris, which. 


the president of the Municipal Council pre- 
sented May 26 to Lindbergh, 

The Great Medal of Gold, which the 
French Geographic Society awarded. 

The Cross of the Order of Leopold, be- 
stowed by King Albert of the Belgians, 
May 28. 





A Gold Medal awarded by the Royal Aero 
Club of Belgium. 

The Grand Golden Sport Medal, awarded 
by the German Automobile Club. 

The British Air Force Cross, conferred 
May 31 by King George of England. 

The Plus Ultra Medal, awarded by the 
Spanish Government. 

The Hubbard Medal, highest award of 
the National Geographic Society. 

The Langley Medal of the Smithsonian 
Institution, awarded only four times. 


Medal Presented by the City of New York 


New York officially recognized Colonel 
Charles A. Lindbergh’s epoch-making flight 
last Monday with an unusually artistic and 
beautiful medal, which was presented to the 
intrepid flyer on the steps of the City Hall 
by Mayor James J. Walker. The medal 
was made of 14 and 18-karat gold and plati- 
num and is valued at $500. 

The accompanying photograph shows the 
exact size of the medal, which was designed 
and executed by Dieges & Clust, manufac- 
turing jewelers, 15 John St., New York. 
The top bar, with a raised double-bevel pol- 
ished edge, is inscribed: “Presented by City 
of New York, James J. Walker, Mayor.” 
This inscription is in blue enamel on a 
Roman gold background. 

The pendant is suspended by the city 
colors and two chains. Below this is the 
scroll and seal of the City of New York, 
surrounded by an 18-karat green gold wreath 
with red enamel streamers entwined with 
the wording. “Commemorating the flight 
of Captain Charles A. Lindbergh from New 
York to Paris.” This is in gold and on the 
shield at the bottom of the medal is the 
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THE HUBBARD MEDAL 


date of the flight, “May 20th to 21st, 1927.” 

In the center of the medal is a replica of 
the flyer’s plane, the “Spirit of St. Louis,” 
in raised platinum. The background for the 
plane is of gold depicting stormy clouds 
and the ocean below. The ocean as repro- 
duced in green was gold, the waves being 
tipped in white. 

On the left of the medal New York City 
is represented by the Statue of Liberty and 
Paris by the Eiffel Tower. Perched on 
the ribbon is a handsome hand-carved eagle 
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and below this a miniature airplane pro- 
peller in polished gold. 


New York State Medal 


The final public ceremony to Colonel 
Charles A. Lindbergh in New York last 
Monday came at the end of a long journey 
from the Battery to the Mall in Centraj 
Park, where the “Lone Eagle” was deco. 
rated by Governor Alfred E. Smith with 
the New York State Medal of Valor. This 


was the second decoration the conqueror of 




















NEW YORK STATE MEDAL OF VALOR 


the Atlantic had received during the day, 
having been decorated earlier by Mayor 
Walker, who welcomed him to New York 
on behalf of the city. 

Colonel Lindbergh is one of the few per- 
sons who have received New York State’s 
decoration for valor. This medal is 





AWARDED TO LINDBERGH 


awarded to those showing the greatest of 
courage and for performing unusual deeds. 


Presented with Check and Watch 


Numbered among the prizes and awards 
made to Colonel Charles A. Lindbergh since 
his historical flight was a $1,000 check ten- 
dered by the Bulova Watch Co., New York, 
together with a strap watch for his own per- 
sonal use. The presentation was made 
aboard the U. S. S. Memphis and on Satur- 
day the Bulova concern received a cablegram 
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from the flyer stating: “Accept with thanks 
Bulova prize and watch. It is a beauty. 
Lindbergh.” 
Mr. Bulova has taken a keen interest in 
aviation because so many of the outstanding 
flyers have included Bulova watches in their 
navigation equipment. Captain Richard E. 
Byrd on his trip to the North Pole ; Clar- 
ence Chamberlain and Bert Acosta in their 
endurance test flight; and Clarence Cham- 
berlain and Charles A. Levine in their trans- 
Atlantic trip all used Bulova watches. 





Medallion to Be Presented to Col. Lind- 
bergh by Aeronautical Chamber of 
Commerce 


Artiesoro, Mass., June 11.—The honors, 
decorations and gifts showered upon Col. 
Charles A. Lindbergh, the intrepid Ameri- 
can aviator, at Washington today and others 
to follow, were almost confusingly numer- 
ous, but among these were several in which 
the manufacturing jewelry industry of the 
Attleboros is directly interested. 

New England takes its part in welcoming 
Col. Lindbergh on his return to this country 
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Attleboro, the jewelers who are making the 
medal, on Thursday night. 

Mr. Wray brought the casts to New Eng- 
land, arriving in Attleboro shortly after 7 
o’clock yesterday morning. In less than an 
hour men were at work preparing the bronze 
casting from which the reductions will be 
made. By working day and night, the 
medals will be ready for delivery next 
Wednesday night. 

The sculptor’s conception of the medal is 
outlined in his description of the work. 
“The medal represents the Lindbergh plane 
flying across the Atlantic to Europe and the 
stars,” Mr. Gregory says, “leaving behind 
the cloudbanks of Newfoundland and the 
favoring breeze.” 

As originally planned, the face of the 
medal also bore the smiling countenance of 
the “Lone Eagle,’ but Mr. Gregory ruled 
that out, stating he believed Lindbergh 
would be more pleased if the medal was 
made without the portrait. Two medals of 
solid gold will be made to be presented to 
the young flier in New York, and the other 
to go to President Coolidge. Fifty sterling 

















FACE OF MEDALLION, TO BE PRESENTED TO COL. LINDBERGH, THURSDAY NIGHT, IN NEW YORK, 
BY AERONAUTICAL CHAMBER OF COMMERCE OF AMERICA 


by furnishing the medallion which he will 
receive as a token of the esteem of the 
Aeronautical Chamber of Commerce at a 
banquet in New York city next Thursday 
night. Incidentally, a new record will be 
established in connection with the memora- 
ble flight because the Attleboro jewelers 
who are making the medal are breaking all 
time-marks in the production of the emblem. 

Per Aspera ad Astra is the inscription 
which the medal will bear on its face (By 
arduous ways to the stars). On the reverse 
side there will be the inscription, “Com- 
memorating the First Non-Stop New York 
to Paris Flight by Capt. Charles A. Lind- 
bergh, May 20-21, 1927.” Above this in- 
scription will be the winged emblem of the 
Aeronautical Chamber of Commerce. 

Last Monday, John Gregory, noted New 
York sculptor, agreed to model the plaques 
from which the medallion will be made. By 
unstinted efforts he was able to turn the 
two plaster casts over to James M. Wray, 
New York manager of the Robbins Co., of 


silver medals will be presented to distin- 
guished guests at the banquet, and 1,500 
bronze medals will be distributed among the 
other guests at the dinner. The medals will 
be 3%4 by 2% inches. 

George Thorsen, of Attleboro, head of 
the designing staff of the Robbins Co., de- 
signed the reverse of the medal, while Mr. 
Gregory was busy in New York modeling 
the face of the medallion. 

The medal will be presented to Lind- 
bergh by Samuel Bradley, president of the 
Aeronautical Chamber of Commerce, and 
the chairman of the dinner will be Charles 
L. Lawrence, the man who designed the 
Wright Whirlwind motor, which not only 
holds the sustained endurance flight record 
but which also took the “Spirit of St. Louis” 
and the Bellanca plane across the watery 
miles of the north Atlantic. 

Mrs. Lindbergh, mother of Captain Lind- 
bergh, was presented a handsome gold mesh- 
bag, especially designed for. the occasion by 
Charles A. Whiting, of the Whiting & Davis 
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Co., of Plainville. The presentation was 
made at the White House in Washington 
today on behalf of Mr. Whiting, by Con- 
gresswoman Mrs. Edith Nourse Rogers of 
Lowell, Mass. 

Mr. Whiting was one of the enthusiastic 
Americans who were at the airport in 
France to welcome the American aviator 
when he arrived on his historic flight. He 
returned home early the past week and was 
so enthusiastic over the gallant young avia- 
tor, he desired to pay his tribute by giving 
Mrs. Lindbergh a handsome bag as a sou- 
venir of her son’s welcome homecoming. An 
aeroplane crossing the ocean is worked into 
the mesh by colored links and beads and 
also the word “Lindbergh.” 

Already. a number of the manufacturing 
jewelers of the Providence and Attleboro 
districts have produced novelty mementoes 
of the Lindbergh flight, and these are now 
being offered in the markets of the country. 
A Lindbergh bracelet by Andrew Flagg, of 
Attleboro, and a silver aeroplane brooch, 
or lapel pin, studded with white stones, and 
a watch fob by T. W. Lind Co., Providence, 


are among the first articles shown. 





Distinguished Flying Cross Presented to 
Col. Lindbergh 


PHILADELPHIA, Pa., June 13.—The Dis- 
tinguished Flying Cross, which was pre- 
sented by President Coolidge to Colonel 
Lindbergh on Saturday in Washington, 
D. C., was made by The Bailey, Banks & 
Biddle Co., of this city. 

During all of this week the Distinguished 
Flying Cross, a bronze medallion of Presi- 
dent Coolidge, photographs of Colonel Lind- 
bergh and his plane, hub and steel die of 
the flying cross, a miniature airplane and the 
airplane compass will be on exhibition in 
the east window and already have attracted 
the attention of thousands. 

The design for the Flying Cross was ap- 
proved on May 28 by the Fine Arts Com- 
mission and a few days later was sent to 
the army quartermaster’s depot here, with 
instructions to rush the order. The Bailey, 
Banks & Biddle Co. was selected to make 
the medal. 





Miniature Platinum Airplane Studded with 
Diamonds 


Probably one of the most handsome pieces 
of jewelry turned out as a memoto to Col- 
onel Lindbergh’s epoch-making flight was 
displayed last week by M. Levy & Co, 
jewelers at 134 Fulton St., New York. The 
piece is made in the form of a brooch, and 
is of platinum mounted, with approximately 
200 diamonds. It was designed and made 
by M. Levy & Co.,-and is valued at $2,000. 

The brooch is an exact reproduction of 
Colonel Lindbergh’s plane, “The Spirit of 
St. Louis,” and is surrounded by a circle of 
platinum set with diamonds. The plane is 
also studded with diamonds and is engraved 
with the words, “Spirit of St. Louis.” A 
tiny propeller made of platinum revolves, 
while the struts of the plane are represented 
by baguette diamonds. The plane was so 
designed as to give the appearance that it 
was rising in the air. Beneath the plane 
are sapphires and diamonds to represent 
waves, giving a most realistic and beautiful 
appearance. 











Cadet Charles D. Curran, son of D. Cur- 
ran, of Curran, Myers & Carleton, Jewelers’ 
building, has been elected editor-in-chief of 
The Pointer, the United States Military 
Academy’s semi-monthly magazine. Cadet 
Curran was appointed to West Point by 
Congressman James A. Gallivan of Massa- 
chusetts. 

The marriage is announced of George 
Loud of the repair department of the 
Thomas Long Co. and Miss Minnie Dashuch 
of Overbrook Drive, Wellesley. They re- 
ceived many appropriate gifts from the em- 
ployes of the company. Mr. Loud has been 
in the repair department for many years. 
Mr. and Mrs. Loud have made their home 
in Wellesley. 

Robert C. Murray, watchmaker, fell or 
leaped to his death June 5 from the seventh 
story of the Elks Club, New York. He 
had been taken there the night before after 
becoming ill in Grand Central Station. When 
the club secretary entered Murray’s room at 
11 o’clock he found a window open. Mur- 
ray’s body lay on a roof three stories be- 
low. He belonged to the Elks Lodge in 
Elgin, Ill. A sister lives in this city. 

Acceptances sent in to the secretary, Al- 
bert R: Kerr, indicate that the annual Spring 
outing at Nantasket will register the largest 
attendance since the club has held such func- 
tions. An attractive program of games and 
sporting events has been arranged, while the 
shore dinner which will follow will form 
the piece de resistance of the day’s outing. 
President Parks and the other officers have 
prepared for every emergency, so that June 
15 (today) will be a date ever to be re- 
membered by the guests and members. Not 
the least part of the trip is the boat ride 
down the harbor, although some of the mem- 
bers prefer the automobile ride along the 
- shore. 








Allentown 





William Sutton, secretary of the Pennsyl- 
vania Retail Jewelers’ Association, is cir- 
culating retail jewelers in this locality by 
mail in an endeavor to induce them to take 
a more active interest in the affairs of the 
association and to aid in increasing the mem- 
bership therein. 

The following out-of-town jewelers were 
transacting business in Allentown during 
the past week: Fred W. Rex, Lehighton; 
Clarence S. Weiler, Mauch Chunk; J. C. 
Holtzman, Pennsburg; C. W. Bartholomew, 
Palmerton; R. E. Saeger, Nazareth, and H. 
W. Swartz, Fleetwood. 

Paul M. Koehler, jeweler, 121 N. 6th St., 
has inaugurated a new window display idea 
in an endeavor to get people to watch his 
window and also to boost jewelry sales. He 
has just placed in his window two articles 
selling for $100 each, one a solid gold watch 
and the other a woman’s diamond ring. Each 
of these articles will be reduced in price $2 
a day until sold. 

The following traveling men are calling 
on the trade in this locality: E. B. Midlen, 
Barbour Silver Co:; E. R. Haas,.the Gor- 
ham Co.; M. L. Braun, A. Jaffe & Son; 
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William Kinscherf, William Kinscherf Co., 
Inc.; Joseph L. Hagy, International Silver 
Co.; Karl Hatch, Oneida Community, Ltd.; 
W. L. Decker, the Gorham Co.; F. L. Avery, 
Louis Manheimer & Bros., Inc.; Louis 
Bendheim, the New York Clock Corpora- 
tion, and R. B. Zeltmacher, with J. B. Bow- 
den & Co. 

In the adjustment of the affairs of the 
late Herbert C. Keller, whose untimely 
death occurred on May 14, there has been 
filed in the office of the Recorder of Deeds 
of Lehigh County an assignment of an un- 
usual nature. Under this deed, of which 
the Dime Savings and Trust Co. is the 
trustee, Wallace H. Keller, son and only 
child of the deceased, assigns for her life- 
time to his mother, Mrs. Ida V. Keller, the 
widow, all his interest in the real estate of 
his father. This includes an undivided por- 
tion in the two store buildings at 727 and 
734 Hamilton St., where the McCrory store 
is located; a one-half interest in the family 
residence at 1651 Turner St., and his interest 
in the property at 814 Walnut St. Under 
the deed Mrs. Keller is to have all the in- 
come and emoluments coming from these 
properties as portion of the estate of her 
husband. Half would have been hers as the 
widow, but it was the desire of her late hus- 
band and of her son that she have all. The 
value of the real estate of Mr. Keller is 
$150,000, and the value of that deeded his 
mother by the son is $75,000. It is said that 
what has been done was agreed upon during 
the lifetime of Mr. Keller, such action being 
in accord with the wishes of both himself 
and his son in family affection. Attorneys 
Lewis and Yost are attending to the legal 
work for the estate. 








Reading 





The, Victor Jewelry Co., 609 Penn St. 
Jack Weiss, manager, presented a silver lov- 
ing cup to Robert Stark, a Reading High 
School boy, who broke the javelin throw 
record at the interscholastic meet held re- 
cently. The boy threw the javelin 156 feet 
4 inches. Mr. Weiss announces that the Vic- 
tor Jewelry Co. will donate loving cups at 
future scholastic meets. The company, 
which is the newest credit jewelry concern 
to locate in Reading, is already making its 
presence felt in Reading through the ef- 
fective use of newspaper space and well 
planned window displays. 

Smashing a large plate glass window with 
a brick early in the morning of June 6, 
burglars made a rapid raid on the jewelry 
store of John M. Emore, 141 Schuylkill 
Ave., and got away with five watches. 
Shortly after the burglary, Policeman Zer- 
owski noticed two men acting suspiciously 
in the vicinity of Schuylkill Ave. and Jef- 
ferson St., and when he approached them 
they took to their heels. The officer gave 
chase, and one of the men dropped a watch, 
which the policeman picked up. The fugi- 
tives escaped. Later, according to a report 
made by Detective Kemp, the watch was 
identified as one taken from Jeweler Emore’s 
window. Discovery of the smashed window 
was made by Policeman Rothenberger. 








Thé Royal Jewelry Co., 225 W. 3rd St. 
Davenport, Ia., is going out of business. 
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Joseph C. Hahn, H. S. Meiskey Co,, 
visited the trade in northern Maryland last 
week. 

R. W. Wehrle, of R. W. Wehrle & Co, 


Indiana, Pa., and Wilbur J. W iddowson, 
one of his staff, visited Lancaster last week. 

Anthony J. Henkel, with Ezra F. Bow. 
man’s Sons, Lancaster, has returned to the 
store, after an absence of three months 
through illness. 

George Wiltshire, W. R. Cobb Co., Paw- 
tucket, R. I, and W. J. Frazer, W. J, 
Frazer & Bros., clockmakers, Lincoln, Lan- 
caster county, were recent visitors Here. 

F. C. Beckwith, vice-president of the 
Hamilton Watch Co., was last week elected 
a trustee of the Shippen School for Girls, 
Lancaster, and vice-president of the board 
of trustees when the board organized, 

Oregon Manor, a_ suburban property 
owned by F. A. Peters, of the H. S, 
Meiskey Co., has been recommended by ex- 
perts as a suitable site for an aviation field, 
in the establishment of which the city goy- 
ernment is interested. 

W. W. Appel & Son furnished the cup 
awarded as a prize in the recent tennis tour- 
nament at the Shippen School for Girls, 
Lancaster. This firm also placed the gold 
seals and ribbons, with the school’s colors, 
brown and white, on the diplomas for the 
graduates. 

At a meeting held June 7 by Alpha Chap- 
ter of the Beta Sigma Fraternity of the 
Bowman Technical School, it was decided 
to hold a reunion of members in Lancaster 
on July 4. The chapter now has 20 mem- 
bers and it is hoped to have as many more 
former members come for the reunion. 
President Earl R. Becker presided over the 
meeting and he will appoint a committee to 
arrange for the affair. 

Another evidence of the important place 
held by Lancaster industrial establishments 
is furnished by the receipt of an order by 
the J. F. Apple Co. to furnish the silver 
cups and other prizes which will be awarded 
in various contests at Macinac Island, Mich., 
during the Governors’ convention there the 
last week of July. One of the cups is 
valued at $250. The company has also re- 
ceived an order for the class rings and pins 
for the Schenley High School, Pittsburgh. 

While it has not been formally dissolved, 
members of the Lancaster Jewelers’ Asso- 
ciation say it appears to be defunct. No 
meeting has been held for several months, 
as few jewelers evinced any interest in the 
organization. Even when meetings were 
held, it appeared impossible to get concerted 
action on any matter of importance. It was 
years before enough interest could be 
aroused to the point of organizing, but this 
was accomplished through the State associa- 
tion meeting here several years ago. In 
spite of the obvious benefits that could be 
secured through a strong association, . the 
jewelers have virtually allowed the associa- 
tion to die out. 








The Keidan Jewelry Co. has moved from 
317 St. Clair St. to 306 Summit St, 
Toledo, O. 
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Men of the Skies 


Sperry Richard E. Byrd 
in his flight to the North. 
Pole; Clarence Chamberlin and 
Bert Acosta in their endur- 
ance record flight; Clarence 


Chamberlin and Charles A. 
Levine in their Trans-Atlantic 
flight all included BULOVA 
Watches as part of their 
navigation equipment. 


ake 
And now, the new American 


Ace, Col. Charles A. Lindbergh 


adds his endorsement to 
BULOVA WATCHES 


ae 
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ne Bulova Watch Company takes this oppor- 
tunity of expressing the happiness that is theirs in 
presenting to Col. Charles A. Lindbergh the BULOVA 
prize for the first non-stop Trans-Atlantic Flight. 


No individual better typifies the unbounded courage 
of the country from whose shores he flew than 
Col. Charles A. Lindbergh. 

















74 





THE JEWELERS’ 





CIRCULAR 


June 15, 1927 








ad 


=> LABRADOR 





























4 


ANY «nt 






THE JEWELERS’ CIRCULAR 75 





al 


wD 
tl ti | 


) af 
| 


| 
| 


r 


















THE JEWELERS’ CIRCULAR June 15, 1927 








STERLING 925/1000 Fine 


STreasure Solid Silvero 


Smnartly New~Delighth 
Od - Yi Pi soni teagh, 
in Sterling Olu! Taken 
om the Clpoon Saltens of, 
early Umeucan Chlversmithis 
tt has that Nuaint Beauty- 
and ene Loveliness which 
Umerican Women of today 
ae aga eafredsing In 
their Homes. 





— - = 
penne mae 
La 


rs 


Fess care seek ae meee aa 


“ig ay Ss 
_————— = 






















Treasure 


TRADE Be MARK 






ROGERS, LUNT & BOWLEN CO. 
Silversmiths ~, Creators of Distinctive Tableware jw 


GREENFIELD™\ MASSACHUSETTS ENGRAVED 
Member of the Sterling Silversmiths’ Guild of America 







PLAIN 

















June 15, 1927 








With which are consolidated 
American Horological Journal 
The Jewelers’ Weekly—The Jewelers’ Review 











= 


PUBLISHED EVERY WEEK BY 


The Jewelers’ Circular Publishing Co. 


L. J. Mulford, Pres. & Treas. Vv. S. Mulford, Vice- 
pres. Oharles A. Brodek, Sec’y. 


11 JOHN ST., COR. BROADWAY, NEW YORK 
CABLE ADDRESS: 














TELEPHONE: 
1148 CORTLANDT JEWLAR, NEW YORK 
Vor. 94 June 15, 1927 No. 26 
Subscriptions in United States and Mexico - $4.00 
Dominion of Canada - - e ° - 6.00 
Other Countries of Postal Union - - - 17.00 
Single Copies - . - - - ° e .20 








index te News and Special Articles 





Page 
Yatriot-Silversmith’s Own Story...........+. 29-31 
Review of the German Jewelry Industry..... 33-37 
Agate with the Ancients...........+-..+0+- 37 
Latest Paris Jewelry Fashions.............. 39 
Death of Joseph Harnden...........2..000- 39 
The News From England........ Win ere rect 41 
Old Flemish Jewelry in Antwerp ........... 43 
Milwaukee Silver Concern Suffers from Fire.. 43 
Supreme Court to Test Flexible Tariff........ 43 
“Alarm Clock’? Thieves Operating........... 43 
Fraudulent Check Passer Sent to Prison...... 45 
Diamond Syndicate Awaits Passage of Precious 
ee eee eer 45 
Pan-American Conference Urges Metric 
BR reer ee ee 45 
Cleveland 24-Karat Club Holds Meeting...... 47 
Field Day and Clam Bake Planned by New 
York Jewelers 24-Karat Club............. 47 
Cincinnati Jewelers Hold Enjoyable Dance.... 47 
New Store of C. D. Peacock, Inc., Opened in 
IR ek en Lisa accarsigig Wis shai ieee 4 '6-oop's 66 47 
Government to Sell Seized Gems............. 49 
Beware of Check Swindler.................. 49 
Philadelphia Fighting Auction Houses. 49 
Chicago Diamond Broker Must Face Hold-u -up 
SNE NS oN agate oa iore « shaigieisld/eisia'a(h' 49 


Bandits Rob St. Louis Watchmaker and Jeweler 51 
Alleged Trunk Check ‘Switcher’ Caught in 


RMNCREITERD 5. oe crag 086 44.0 4 S446 wisi oo o/b: 0 : 
Attempted Hold-up in Philadelphia Fails...... 51 
Omaha Police Capture Hold-up Men.......... 51 
George Gruen Elected Head of N. A. of C. M. 53 
Jewelers Congratulate Flyer’s Father......... 53 
Frederick D. Carr Honcred...............-- 53 
Burglars Rob Watertown. N. Y., Store...... be 
Jewelers Security Alliance Meets........... 53 


Manufacturing Jewelers Hold Golf Tourna- 
men 55 


New York Jewelers Golf Club Holds Outing.. 57 
Virginie Retailers to Hold Convention........ 57 


—* . Re- Sugnnieation of Dueber-Hampden 
ate 


Alabama ‘ell Jewelers Hold Convention... .58-63 
Negro Saves New York Salesman’s Stock. . 63 
=. Receiver Appointed for the Bilgor 


eee enee 
i 


a as ene een eee 64-704 
British Jewelers Visit the United States...... 70a 
aes Lindbergh Receives Medals and 
Pp SRS Sa a ae 708-70C 
ractical. MID OF, SONIIE Soc kink cc ccesces 93-94 
here Shall the People Buy?............... 95-99 
P ize Winning Window NEN os acs wsaeas 96 
tactical Publicity for the Retailer.......... 97-99 
Scillating Watches ............ses0cccee 101-103 


atent Department 


THE JEWELERS’ CIRCULAR 


77 


Editorials 





GAIN there 
is a move- 
ment to tam- 

per with the list 
of birth or natal stones by the inclu- 
sion of jade, this time for a month in 
the Fall instead of for one in the 
Spring months, as proposed a year or 
so ago. This agitation is probably 
started without much thought being 
given to the subject, for as far as we 
have been able to learn there is no 
foundation whatsoever for the use of 
jade as a natal gem in either history 
or tradition. That it would be of 
value to the jewelers to have this con- 
sidered a_ birthstone, we must all 
agree, but we must not forget that the 
selection of birthstones is not a matter 
for arbitrary decision on the part of a 
jeweler. The moment that such action 
is taken, and the public realizes it, the 
whole strength of the birthstone senti- 
ment will disappear. The public will 
have no further use for the sentiment 
and the jeweler will lose an important 
part of his business. 

The birthstone sentiment is strong 
because the public understands that 
the jeweler does not decide the birth- 
stones, but simply supplies those which 
history and tradition have associated 
with certain times of the year. The 
public has been taught the associa- 
tions of gems with their natal day for 
1,900 years and probably for a long 
time before that. Many trace the 
sentiment to the writings of Josephus 
of the first century of our era, and to 
those of St. Jerome in the early part 
of the fifth century; others trace it to 
the earliest civilizations. But in 
any case, for hundreds, yes, thou- 
sands of years, the sentiment has be- 
come thoroughly established among 
the civilized races of the globe. True, 
there have been discrepancies among 
lists used by different races and in dif- 
ferent places as to the exact stone to 
be used as appropriate for exact times. 
The Jews, the Romans, Arabians, the 
Poles, the Russians, the Italians have 
all had their lists, but in a large part 
these lists agree, and where they dis- 
agree, there is a foundation for the 
choice of each stone used, either in the 
occult significance or in its association 
with some sign of the Zodiac. In no 
case was the selection an arbitrary 
one. 

The weakness of the present list of 
the birthstones of the American Na- 
tional Retail Jewelers’ Association, as 
has been recently pointed out, lies in 
the fact that in the selection of some 
of the gems or alternate gems, an 


Birth Stones Are 
Not Arbitrarily 
Selected 


arbitrary choice or transference from _ 


one month to another was made for 
business purposes and, consequently, 
the list is not in agreement with some 
of those used by some of the principal 
jewelers of the country, which were 
founded on more careful investiga- 
tion and research. It is not in accord 
with the list adopted by the British 
jewelers. But we understand an en- 
deavor is to be made to bring about 
harmony in this regard through the 
adoption of a list that will be satisfac- 
tory to all English speaking jewelers, 
and one that will be thoroughly sound 
in the reasons for the selections made. 

For us to now take a stone that has 
never appeared in the lists of any of 
the races of Europe and America and 
insert it arbitrarily in our list of birth- 
stones, seems a very dangerous pro- 
ceeding unless we can develop in the 
history or traditions connected with it, 
something that makes it appropriate 


, for the place in which it is to be used 


If not, we cannot afford to excite the 
suspicion of the public by marring the 
sentiment associating precious stones 
and the natal day with a commercial 
aspect that would discourage instead 
of encourage its growth. 

If the birth month stone idea is to 
result in profit to the jewelry trade, it 
will be only as long as the public 
realizes that the jeweler only supplies 
but does not determine the stones ap- 
propriate for each month. 





HE difference 

between a 

monthly trade 
journal and_ the 
modern business news magazine for 
the up-to-date merchant was shown 
last week in the report of the conven- 
tion held at Providence by the mem- 
bers of the National Retail Jewelers 
Association, which was also attended 
by a large delegation of manufactur- 
ers, not only the associate members of 
the organization but others who are in- 
terested directly or indirectly in the 
jobbing trade. The convention began 
Monday and was over Wednesday. 
The main part of the proceedings—that 
is most of the inspirational addresses 
and discussions took place Monday 
and Tuesday. The jewelry trade was 
able to read a full account of the first 
two days’ proceedings early Wednes- 
day morning not only in New York but 
in Providence and other centers. The 
ordinary trade paper would be satis- 
fied in giving a full run of the pro- 
ceedings even though it took a week 
or more to get it to the industry. In 
the case.of a monthly, naturally - it 


Give News 
While It Is 
News 
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would take three weeks or a month 
more before such an account appeared 


to the readers. THE JEWELERS’ Cyp. 
CULAR, however, recognizes more and 
more the fact that to give news to the 


jewelry trade while it still is news js 


real service and for this reason no 
effort or money was spared to publish 
a complete telegraphic account of the 


proceedings. The meeting was tfe- 
: ° . ported in Providence while the con- 
10% Ligne—15 Jewel—Luminous Dials vention was going on and commie 
in time to print the paper Tuesday 
night and have it in Providence Wed- 
nesday morning where it could be pe- 
ILLINOIS TIVOLI CASES rused by the delegates, while they stil 
had the subject fresh in their minds, 
Naturally the paper coming out Wed- 
nesday did not have the program for 
that day but a resume is to be found 
on another page of this issue. 

THE JEWELERS’ CIRCULAR appre- 
ciates the many kindly comments that 
have been made on getting out this re- 
port immediately after the session and 
feels that it is amply repaid for the 
time, effort and expense put forth. 

This is just another instance of giv- 
ing the trade news of the industry 
while it is news. 








ILLINOIS i i 
WATCH CASE} «af; 
Meo. i HE point is 
often made 
that jewelry 
is so closely asso- 
ciated to civilization that the history 
of jewelry is to a certain extent a his- 
tory of the development of the people 
of the ancient days in art and culture. 
In fact there is no line of effort in 
which the artistic soul has always ex- 
pressed itself more joyously and 
bountifully than in the development of 
ornaments for personal adornment. It 
seems as if the first crude awakening: 
of mankind from the animal stage has 
been coincident with his desire me 
° ornamentation for himself or his love 
Pp rice $2 7.00 Each ones. For this reason the working of 
. i the precious metals, particularly, goes 
Subject to Jewelers’ Circular Key back among ancient peoples long prior 
to any records we have. 
Sometimes the discovery of a collec- 


The Association 
of Jewelry with 
Civilization 
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Put Up in Attractive Display Box tion of jewels will throw more light 
th le Pri upon an ancient civilization or an 
with Resale Price ancient race than anythiny that could 


be unearthed. This is well brought 
out in a wireless dispatch from Lon- 


. a . don, June 7, copyrighted by the New 
Material carried in stock at all times for York Times, telling of the discovery 


Crobeg Watches of a collection of jewels at Knossos 
belonging to the Minoan Age which 
has just been announced by Professor 
t Sir Arthur Evans. 
The find was made in tombs un- 
CRO XS S & BEGUELIN earthed last season which contained 
relics of the earlier phase of the third 
and Middle Minoan people, dating 
15-17-19 MAIDEN LANE NEW YORK, N.Y. |} back to the 17th century B.C, al- 
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It was announced last week that the 
Supreme Jewelry Co., has leased quarters 
in the building at 12 W. 37th St. 

Louis Birnbaum of the Birnbaum Pressel 
Co., Inc., diamond cutters, 62 W. 47th St., 


sailed for Europe, June 4, for the purpose 


of purchasing rough diamonds. 

Emil Linhart, of Linhart & Morton, Inc., 
manufacturing jewelers, 37 W. 57th St. 
sailed for Europe last Friday on the 
Columbus, going abroad on an extensive 
business trip. After touring France, Hol- 
land, Germany and Switzerland, Mr. Lin- 
hart expects to return to this country the 
early part of September. While Mr. Lin- 


hart is in France, he will visit the Paris. 


office of the concern. 

The creditors of the Gemart Jewelry Mfg. 
Co., now in bankruptcy, were notified re- 
cently that the receiver, the attorneys for 
the receiver and petitioning creditors and 
the appraisers, have filed their petitions for 
allowances for services in this action. These 
applications for services will be brought on 
for hearing before Seaman Miller, referee 
in bankruptcy, 20 Vesey St., at 2 P. M., on 
June 16. Creditors may attend this meeting 
and make such recommendations as they 
see fit. 

The Blue Ribbon Silver Mfrs., Inc., got 
a summary judgment for $729 in the City 
Court on Thursday last against the Capitol 
City Surety Co. on a bond given by the 
defendant in a suit in 1925, by the Z. & S. 
Metal Spinning Co. against the Blue Ribbon 
Silver Mfrs., Inc., The action was brought 
to replevin property alleged to belong to that 
company and in possession of the Blue Rib- 
bon company. The surety company gave a 
bond for $500. The present action was filed 
because a judgment was given for the 
plaintiff. 

Olive Keene, who pleaded guilty to steal- 
ing $1,500 worth of jewelry from her em- 
ployer and who was the State’s star witness 
against Herbert -Roth and Joseph Roth, 
pawnbrokers at their trial recently, was 
given a suspended sentence last Wednesday 
by Judge Donnellan in the Court of General 
Sessions. This sentence was imposed at 
the recommendation of Assistant District 
Attorney Wallace. As reported in these 
columns, last week, Herbert Roth pleaded 
guilty to a charge of receiving stolen goods 
after a similar charge against his father 
Joseph Roth, had been dismissed. - 

Hyman: Goldstein, of the Jewelers’ Ex- 
change, 82 Bowery, who on May 20 pleaded 
guilty to violating the gold stamping act, 
was fined $25 recently in the Court of Spe- 
cial Sessions. Goldstein, it is charged, sold 
a watch chain stamped “14K” which assayed 
only 5.22'karats. The sale was made to 
a representative of the Mayor’s Bureau of 
Weights and Measures. The National Jewel- 
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ers Board of Trade, which organization is 
conducting a campaign against these alleged 
false stampers of jewelry, was represented 
in the prosecution of Goldsteit by Newman 
Levy of Greenbaum, Wolff & Ernst. Atten- 
tion is called to the fact that the defendant 
is in no way connected with Hyman Gold- 
stein who has an office at 160 W. 46th St., 
this city. 

The sentencing of Mildred Dervoe, was 
postponed last Wednesday by Judge Levine 
in the Court of General Sessions ‘to Oct. 
21. When the defendant, who is charged 
with swindling Fifth Ave. jewelers of mer- 
chandise worth about $20,000 was brought 
before the court, last Wednesday, Dr. 
Gregory, a specialist on mental diseases at 
Bellevue Hospital, reported that his observa- 
tions indicate that Mrs. Dervoe’s mind was 
probably affected. He intimated that she 
might be suffering from kleptomania and 
on his report, Judge Levine based his deci- 
sion to postpone sentence until next October. 
In the meantime, Dr. Gregory is to keep 
the defendant under observation and to 
examine her at least once a month until 
the date of sentence. 


It was announced last week by Black- 
man, Pratt & Koehler, attorneys, 61 Broad- 
way, that they had filed on June 9 with the 
Collector of Customs, this city, on “behalf 
of Mayers, Osterwald & Muhlfeld, Inc., 
American wholesalers and dealers in dia- 
monds, pearls and precious stones, and mem- 
bers of the American Jewelers Protective 
Association, a protest against the action of 
the Collector in liquidating the entry of 
the so-called “Nassak” diamond as entitled 
to free entry under Par. 1708 of the Tariff 
Act of 1922, on the ground that it is an 
artistic antiquity. In the protest, it is 
claimed that the stone should have been 
classified under Par. 1429 of the Tariff Act 
as a diamond, cut but not set, and suitable 
for use in the manufacture of jewelry, and 
as such should have been subjected to duty 
at the rate of 20 per cent ad valorem, under 
this paragraph. 

The new offices of the Helbein-Stone Co., 
Inc., occupying the entire seventh floor at 
48 W. 48th St., were officially opened last 
Thursday and in commemoration of the 
event, the concern held “open house” on 
Thursday, Friday and Saturday. During 
this period, no business was transacted but 
members of the office staff stood ready to 
greet visitors as they walked into the new 
home of the concern. Each visitor was 
taken through the handsome suite of offices 
and rooms where the concern transacts its 
business, including the assemblying depart- 
ment, stock room, repair department, vault 
etc. Visitors were given a cordial wel- 
come and after a tour of inspection, were 
taken to a large reception room where they 
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enjoyed refreshments. During the “open 
house” period a great number of out-of- 
town jewelers, many of whom were return- 
ing from the wholesalers’ convention at 
Providence, called at the offices. 

The Executive Committee of the New 
York Retail Jewelers Association held an 
important meeting recently at the Hotel 
Astor in this city. The meeting was presided 
over by A. Landau, chairman and was’ well 
atttended by members of the Brooklyn, 
Metropolitan, Bronx and East New York 
Retail Jewelers Associations. The principal 
business of the evening was the reading of 
the report of the legislative committee, 
which was submitted by Samuel Feldman, 
chairman, At the present time, this com- 
mittee is active in investigating the fake 
auction situation. Mr. Feldman reported 
that he and Messrs. Peters, Ferkin, Esposito 
and Malvin had conferred with the district 
attorney of Brooklyn and Police Commis- 
sioner Warren, as well as with the clerk 
who draws up the ordinances at City Hall. 
In all of these conferences, Mr. Feldman 
told the jewelers that the officials inter- 
viewed promised their wholehearted support 
to the campaign to eliminate fake auctions 
in the metropolitan district. They promised 
to exert every possible means to enforce the 
laws now on the statute books and the 
police department and possibly the district 
attorney will send out men to investigate 
these questionable auctions. The executive 
board of the New York Jewelers Associa- 
tions has engaged Assemblyman Murray 
Hearn of 26 Court St., Brooklyn, as general 
counsel. Mr. Hearn will represent the or- 
ganizations affiliated with the board in all 
litigations and legal matters. It was also 
reported at the meeting that William Wag- 
ner had conferred with representatives of 
the Grand Jurors Association and that this 
body has promised its co-operation in bat- 
tling the fake auction situation. The legisla- 
tive committee of which Mr. Feldman is 
chairman, consists of Messrs. Peters, Oster- 
weil, Geffen, and Sherman. It was reported 
at the meeting that the executive board is 
arranging for an outing in which the mem- 
bers of the various retail jewelers associa- 


tions of New York will participate. The- 


date and plans for this outing will be an- 
nounced later. 

The annual outing of the employes of the 
A. Wittnauer Co. was held on Saturday, 
June 4, at the Colonial Inn, City Island. A 
de luxe Garford motor bus conveyed the 
party to the picnic grounds and upon ar- 
rival sandwiches and refreshments were 
served. Owing to the inclement weather the 
regular baseball game between the married 
men and the single men was postponed. 
However, various indoor games were par- 


(Continued on page 81) 





| 
i 
j 
i) 
i, 
™) 
i | 
f 
f 
Bir 
i) 
iy 
ie! 
Ht 
ry 
+ 
f 
+ 
: 
et 
tie 
i 
i 
iM 
n 
fe} 
i 
ik 
| 
i 





Lea 


area agrees sere eeES 


ee 

















THE JEWELERS’ CIRCULAR 





June 15, 1927 





a 





CHATHA 
PHENI 


Nay ONAL pant 
TRust comPANy 








tal, Surplus and 
tied Profits over 


Over One Hundred Years the Jewelers’ Bank 


A Bank’s Best Friend 
Is a Satisfied Customer 


Hundreds of Jewelry Merchants opened their first bank 
account here and are among our best friends today. 


POPP roe 


We Welcome New Business 


Main Office—149 Broadway 
Branches—Battery to the Bronx 





Twenty-five 
Million Dollars 


Resources Over a Quarter of a Billion Dollars 
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THE STATE BANK 


376 Grand St. 
NEW YORK 





H. C. RICHARD, President 





Specializes in Accounts of 


Jewelers 
and 
Diamond Merchants 


Resources over $115,000,000 










































Seed Pearl Jewelry 


Selection Package sent upon 
Request. Compare Prices. 


Repairing, Remodeling 
and Restringing. 


JOHN M. BOYAJIAN & Co. 


50 West 47th Street 
NEW YORK CITY 


























Banking Service for the Jewelry Trade 


E offer to jewelers the special facilities developed through years of 
intimate association with their business, together with all the 
financial and service resources of a great banking institution. 


MARKET AND FULTON OFFICE 


AMERICAN EXCHANGE IRVING TRUST COMPANY 


81 Fulton Street, 
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ticipated in and prizes were donated to the 
winners. Music was furnished by Ernest 
Loth and his orchestra. Dinner was served 
at 5:30 Pp. M. and was relished by all. C. M. 
Allen entertained Herbert Happersberg of 
New York and I. A. Stull of Lima, O., who 
also participated in the games and festivities, 
and from all accounts enjoyed themselves. 
After a most enjoyable day the party re- 
turned to New York tired but happy. 

Joseph Rosenblatt, importer of diamonds, 
170 Broadway, sailed last Saturday on the 
Leviathan, going abroad on a purchasing trip 
to the diamond markets at London, Paris, 
Amsterdam and Antwerp. 

Among recent out-of-town jewelers in 
New York were: J. K. Thompson, of James 
K. Thompson & Son, Buffalo, N. Y.; P. A. 
Rosen, Hartford, Conn., and Mr. Sly, of the 
E. H. Pudrith Co., Detroit, Mich. 

George J. Klinick, eastern sales repre- 
sentative of the synthetic department of L. 
Heller & Son, Inc., 15 W. 47th St., saiied 
for Europe recently on the Majestic. Mr. 
Klinick has gone abroad on a purchasing 
trip. 

Philip R. Kaplan, of Jentleson & Kaplan, 
40 John St., received the sympathy of his 
many friends in the trade, last week, over 
the death of his father, Max Kaplan, who 
passed away on Sunday, June 5, at his home 
in this city. Owing to his father’s death, 
Mr. Kaplan’s trip was postponed, but on 
Monday he left for his territory. 

A voluntary petition in bankruptcy was 
filed in the United States District Court. 
this city, last Wednesday by Samuel Feld- 
man, retail jeweler, with a store at 1702 
Madison Ave. No schedules were filed with 
the petition, although an order appointing a 
custodian placed the liabilities at more than 
$6,000 and the assets at approximately $1,- 
000. The order was signed by Judge Bondy 
and makes Charles Shongood custodian, un- 
der a bond of $500. 

Several days ago, the New York Times 
published a dispatch from Paris, in which 
it was pointed out that a French chemist 
had invented an ultra-violet ray test for 
diamonds. This dispatch was shown to a 
number of prominent diamond experts in 
this city and a representative of THE JEWEL- 
ERS’ CircULAR was told that this method 
was not new and was not practical for 
commercial use. It could be used, however, 
said one diamond expert as a laboratory 
test. 

Announcements were sent out several days 
ago calling attention to the fact that the 
unveiling of the mausoleum to the memory 
of Siegmund and Jeannette Nathan will 
take place on Sunday, June 19, at 3 Pp. M., 
at Mount Neboh Cemetery, Cypress Hills. 
In case.of inclement weather, the ceremony 
will be held the following Sunday. The 
mausoleum is in memory of the parents of 
Maurice Y. Nathan, Leopold Nathan and 
Anna Friedman, the former two members 
. the firm of S. Nathan & Co., 71 Nassau 
eae 


A jury in the City Court before Justice 
Schmuck gave a verdict for $1,963 on Fri- 
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day in favor of Nathan Zelen against the 
Fidelity & Casualty Co. ima suit to recover 
on a policy of hold-up insurance. Mr. Zelen 
alleged that on Dec. 16, 1924, a robber en- 
tered his store at 1679 Myrtle Ave., Brook- 
lyn, and by force took away jewelry worth 
$1,723. The defence was that after the 
policy had been applied for by a broker, the 
defendant inspected the plaintiff’s premises 
and declined the risk, and notified the agent 
to cancel the policy. 

Martin M. Simmons, representative for 
the Arrow Mfg. Co., 1100 Adams St., Ho- 
boken, N. J., is now on his western trip and 
all this week will be calling on the trade in 
Chicago, where he is stopping at the Mor- 
rison Hotel. Within the next two weeks he 
will be in the following cities with his new 
Fall line of jewelry boxes and displays: 
Kansas City, Hotel Muhlback; St. Louis, 
Hotel Statler; Cincinnati, Hotel Sinton; 
Cleveland, Hotel Statler; Pittsburgh, Hotel 
William Penn. 

Mrs. E. C. Chamberlin, wife of E. C. 
Chamberlin, retail jeweler. at Denison, Ia., 
and mother of Clarence E. Chamberlin, New 
York to Berlin flier, arrived in this city last 
Monday afternoon, just a few minutes too 
late to greet Colonel Charles A. Lindbergh 
as he passed up Fifth Ave. As soon as 
Mrs. Chamberlin arrived on a Pennsylvania 
train she was rushed to Fifth Ave., but, un- 
fortunately, Colonel Lindbergh had passed a 
few minutes before. Mrs. Chamberlin, if 
she succeeded in securing her passport, 
planned to sail last night (Tuesday) on the 
George Washington for England, where she 
hopes to see her son. 

The suit brought in 1925 by Maurice E. 
Heiser against the Burmah Sapphire Mine of 
Australia, Inc., to recover $9,750 as the 
value of sapphire material sold from the 
mine in New South Wales, under an agree- 
ment by which Heiser assigned certain rights 
to the company, was dismissed in the Su- 
preme Court on Wednesday last because of 
failure to prosecute the action. Heiser lost 
interest in it a year or so ago, but when a 
claim for $7,843 was made against him for 
legal services by his attorney, a receiver was 
named for his property, and the receiver, 
Charles S. Ley, continued the suit. The de- 
fense was that the claim of Heiser against 
the Burmah Sapphire Mine had been satis- 
fied. 

Summing up the situation in the silver 
trade, the New York Times, yesterday, in a 
note headed “Sterling Wares Selling 
Freely,” says: “Although June is always 
second to December in volume of sterling 
silverware sales, the present month is mak- 
ing something of a record for itself. This 
was attributed yesterday to the large buying 
of this merchandise for wedding gifts and 
to the larger than usual number of these 
events this June. Among the articles selling 
best for gift purposes right now are console 
sets, consisting of a centerpiece and either 
two or four candlesticks, sandwich, bread 
and luncheon trays, chests and tea services. 
The best selling chests, many of which are 
put up with eight pieces each instead of the 
former 12, are priced at from $250 to $350, 
but thev occasionally sell as high as $1,500 
to $2,000. The tea services run up to 
$3,000.” 

In an action for libel against the Press 
Publishing Co.; publishers of the World 
and the Evening World, Mark Wolin, dealer 


81 


in diamonds and watches, 77 Nassau St., 
this city, obtained a verdict of six cents 
damages last Friday. The verdict was 
handed down by a jury sitting before Jus- 
tice Curtis A. Peters in the Supreme Court. 
The suit was based on an article published 
in the Evening World on March 30, 1925, 
the same day on which George Stern, said 
to be a business associate and former em- 
ploye of Wolin, surrendered to the district 
attorney on an indictment which implicated 
him with Wolin and others in the hold-up 
and robbery on Aug. 22, 1924, in the office 
of Feldenheimer & Jacoby, diamond dealers, 
170 Broadway. Wolin was on trial early in 
1925 before Judge Collins and a jury in the 
Court of General Sessions. At the close of 
the State’s case against Wolin, and before 
the defense called a witness, Judge Collins 
directed the jury to acquit the Nassau St. 
diamond dealer on the grounds that the evi- 
dence was not sufficient to predicate a ver- 
dict of guilty beyond a reasonable doubt. 
This the jury did. On March 30, 1925, sev- 
eral weeks after Wolin’s acquittal, the fugi- 
tive George Stern returned to New York 
and was surrendered to the district attorney. 
In publishing a brief report on Stern’s sure 
render, late editions of the Evening World 
confused the names of Stern and Wolin 
and made it appear erroneously that it was 
Wolin instead of Stern who had run away. 
The mistake, however, was promptly and 
fully corrected, but Wolin, nevertheless, 
brought a libel suit demanding $250,000 
damages for injury to his reputation and 
feelings. The trial lasted nearly two weeks. 








Plainville, Mass. 


Charles A. Whiting, of the Whiting & 
Davis Co., returned last Monday from a 
trip to Europe. 

Among the latest contributors to the Red 
Cross fund for the benefit of the Mississippi 
flood sufferers are the following: Whiting 
& Davis Co. employes, $101.75; Whiting 
Chain Co, employes, $22.35, and Plainville 
Stock Co., $20. 

John F. Whiting a well known Civil War 
veteran of this city celebrated his 81st birth- 
day a few days ago and a telegram of con- 
gratulation was received from his brother, 
Charles A. Whiting who was on the Atlantic 
returning from his European trip. 
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though they had been  reoccupied 
towards the close of the Minoan Age 
The point emphasized in the dispatch 
is that a unique discovery among the 
jewels which opens up a new chapter 
in history of Minoan writing is a sig- 
net ring of red gold with circular 
bossed bezel engraved with an inscrip- 
tion in an earlier class of advanced 
Minoan script. 

So again it was the jeweler and not 
the builder, the weaver, or the hunter 
who left a link by which students of 
the present day may get knowledge of 
the time and former writing of the 
ancient craftsmen’s day. 
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GRACE NATIONAL BANK 
Fills a Real Need in the Trade 


Admirably equipped to advise and 
assist jewelers in all their requirements. 


We extend a courteous and sincere welcome 


HANOVER SQUARE Capital and Surplus $2,500,000 NEW YORK _ 
































* STARLITE 


(Blue Zircon) 






So named because of the unusual scin- 
tillating quality of its brilliancy like that 
of a twinkling star. 


This outstanding characteristic—and 
its beautiful blue coloring make it 


A TRULY IDEAL GEM 
LUCIAN M. ZELL 


522 Fifth Avenue New York | 


* See article by a noted gem expert, published 
in THE Jawnteas’ Crecutar, March ¥3, 1927. 
age 65. 
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An involuntary petition in bankruptcy has 
been filed against Edward Goldman, jewelry 
retailer at 1829 Kensington Ave. Liabilities 
are estimated at $7,500 but no figures as to 

are given. 
ohn A. Smith, of the H. O. Hurlburt & 
Sons staff, received the sympathy of his 
associates and many friends in the jewelry 
trade in the death of his mother, Mrs. 
Elizabeth J. Smith. 

David Cooper, of the firm of Cooper 
Bros. wholesalers at 711 Sansom St., is 
able to be at business again following several 
days at Atlantic City recuperating from 
effects of an operation for the removal of 
his tonsils. 

Henry Gram represented the firm of 
Aisenstein & Gordon at the annual conven- 
tion of the National Wholesale Jewelers’ 
Association in Providence and adds his testi- 
mony that the convention was the best one 
yet held from every angle. 

Many jewelers in both wholesale and re- 
tail trade here have received invitations to 
the wedding of Miss Loretta Connor, 
daughter of James Connor, well known re- 
tailer, to James J. Lavery, at the Church 
of the Transfiguration on June 25. 

Harry Barry, veteran salesman for M. 
Sickles & Sons, is receiving sympathy from 
many friends in the death of his sister, Mrs. 
Mary E. Logue, widow of the former Con- 
gressman from Philadelphia. Mrs. Logue 
was noted for her interest in Catholic 
charities and was a member of several com- 
mittees carrying on such work. Her 
funeral, held last Monday, was largely at- 
tended. 

Creditors of Charles Rudolph, manufactur- 
ing jeweler of Sansom St., who recently 
filed a voluntary petition in bankruptcy, have 
been notified of the first meeting which is 
called for Friday, June 24, at 11 a. M., at 
the office of David W. Amram, in the 
Packard building, 15th and Chestnut Sts. 
The great majority of the creditors are 
New York firms, most of whom are repre- 
sented by lawyers here. 

William Latham, for seven years in the 
retail jewelry business at Darby, Pa. a 
suburb of this city, has sold his store there 
to Jacob Rothberg and has purchased the 
jewelry store and gift shop formerly con- 
ducted in Doylestown, Pa., by J. W. Raikes. 
Mr. Latham plans to give Doylestown and 
upper Bucks county an up-to-date jewelry 
store and will pay special attention to the 
gift and art wares department. 

The many friends of George W. Hurl- 
burt, of H. O. Hurlburt & Sons, have been 
much gratified by the news that he is im- 
proving rapidly from his illness, caused by 
an infected jaw and has been able to leave 
Misericordia Hospital where an operation 
was performed. Since the operation, com- 
plications caused by the infection, are dis- 
appearing and it is expected he will be 
soon able to return to the store. 

A notable event in local Jewish circles 
during this week is the dedication of the 
West Philadelphia Jewish Community 


Centre in the establishment of which many 
Jewelers, wholesale and retail, have been 
efficient workers. 


Samuel Aisenstein, of 
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Aisenstein & Gordon, is treasurer, and his 
partner, Max E. Gordon, is chairman of 
the educational committee, while Isidore 
Sagorsky, of I. S. Sagorsky & Son, is 
executive chairman. 

Cooper Bros., wholesale jewelers at 711 
Sansom St., began work this week on ex- 
tensive additions and alterations to their 
building which will give them practically 
a new structure. The addition will be built 
in rear of the present building and will 
carry it clear through to Ionic St., on the 
north, affording much needed additional 
room. <A new front will be built on San- 
som St., and the general appearance of the 
building will be changed entirely by the al- 
terations. 

Watch material houses of this city are 
getting together and establishing the nucleus 
of an organization which it is intended will 
benefit the trade generally here. As one 
initial result practically all these houses will 
close at noon every Saturday hereafter. 
One or more have been following these 
hours for several months and once it be- 
comes a trade custom here, the Saturday 
afternoon purchasers will become reconciled 
and do their buying earlier in the week, the 
dealers say. 

A number of New York wholesale 
jewelry and affiliated firms are on the list 
of creditors of Charles Rudolph, a manu- 
facturing jeweler at 731 Sansom St., who 
filed a voluntary petition in bankruptcy with 
liabilities of $3,921 with assets of $383.75. 
Practically all the creditors are in New 
York or elsewhere, only four being listed 
from this city. The assets are given as tools 
and fixtures valued at $100 and several open 
accounts for work performed. David W. 
Amram is referee in the case. 

Sansom St. will be closed to all busi- 
ness next Saturday afternoon when the 
first annual outing of the Sansom Street 
Business Men’s Association will be held 
at Linden Hall, a country place in Mont- 
gomery county. with the entire afternoon 
devoted to outdoor sports, including golf 
and baseball. The baseball game between 
teams representing the single and married 
jewelers, will be the star feature of the 
day but there will be plenty of other sports 
and a fine dinner will wind up the after- 
noon. Practically every one in the trade 
in the district will be present according to 
indications. 

Practically every jewelry house on Chest- 
nut St., along the line of the projected sub- 
way, bids for which have been asked, is 
united as members of the Chestnut Street 
Business Men’s Association in the battle 
against the same methods of building the 
tube that caused such heavy losses to Broad 
St. business houses during the two or more 
years the subway under that thoroughfare 
has been building. The jewelers and other 
members of the association make it clear, 
as pointed out by Charles I. Clegg, of the 
firm of Hoover & Smith, that they are not 
opposed to the building of the tube but 
insist on it being done in such a manner 
that the entire street will not be torn up 
for a year or more and their trade ruined. 
If modern building methods are employed 
which will not block the street and fill their 
stores with dirt and dust, they will welcome 
the subway and co-operate with the city 
authorities in the work. 
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TRADE CONDITION 5 


With the coming of over 150,000 visitors to 
Washington, many of them on Friday before Lind- 
bergh Day, all branches of the retail trade have been 
busy. Novelty and department stores offered for 
sale many unique articles as souvenirs, all stores 
remaining open until 12.30 Saturday, giving the 
throngs an opportunity to come uptown to see the 
parade, and likewise to do some shopping. Govern- 
ment offices closed promptly at noon, the usual hour 
being one on Saturday through the Summer. Numer- 
ous clerks took the whole day off and shopped 
before the festivities began. While business had 
been a little quiet, it was greatly stimulated by 
the multitudes here to witness the home-coming of 
Colonel Lindbergh. June weddings and graduations 
have been very much in evidence, carrying with 
them the usual gift purchases, and other weddings 
of importance are scheduled for the month. The 
police department has asked 100 additional men, 
which is of eat interest to jewelers, as stores have 
not had sufficient protection after midnight from 
possible burglary. A large appropriation has also 
been asked to better conditions in that respect. Gov- 
ernment departments have not experienced the de- 
pression felt last year due to wholesale depletion 
of personnel. On the contrary, statistics show that 
over a hundred clerks have been taken on in excess 
of those dismissed or separated from the service. 
Due to the reorganization of tke Prohibition Unit, 
numerous changes in employes have been made, but 
it is thought this and other departments are working 
now on a normal basis. 





I. Tennenberg, Newark, N. J., is spending 
some weeks at the home of B. W. Auguss, 
oo material department of Kur Jewelry 

0. 

William A. Dowding, assistant sales man- 
ager for Dodge & Ascher, manufacturers of 
fraternity rings, received his diploma as a 
graduate from the Georgetown University. 
He expects to accompany his mother home 
to ‘Chicago to spend a few weeks there, con- 
sulting with officials of the jewelry com- 
pany, whose headquarters are in Chicago. 
Later on, Mr. Dowding’s wife will join him 
there for a month’s vacation. 

Mr. Straus, president of the R. Harris 
Jewelry Co., has been absent the past week 
from business, due to his attendance at the 
Bankers’ convention held at Hot Springs, Va. 
In line with the extensive preparations for 
the visit to Washington of Col. Lindbergh, 
R. Harris & Co. had a brass flagstaff erected 
in front of their store on 7th St., where the 
American flag was displayed. The flag post 
is made a permanent feature, having been in- 
serted in a hole drilled in the pavement, in 
order to serve for other occasions. 








The German finance ministry has an- 
nounced the minting of new three- and five- 
mark silver coins, according to a report re- 
ceived in the Department of Commerce re- 
cently from Consul General C. B. Hurst, at 
Berlin. The new coinage commemorates 
the 100th anniversary of Bremen as a port. 
The design on the obverse side of the coins 
represents a three-masted ship, with the coat- 
of-arms of the Republic of Bremen. At the 
stern of the ship appears the Bremen flag. 
The bowsprit of the ship pierces through a 
chain encircling the entire vessel. Between 
the chain and the embossed edge, which con- 
sists of a flat rod with a pearl circle, ap- 
pears the inscription: ‘“Hundert Jahre Bre- 
merhaven,” in antique. The German eagle 
within a shield is stamped on the reverse 
side of the coins, on the top half of which 
appears the inscription “Deutsches Reich” 
and on the lower half the value of the coin. 
The rims of the coins bear the Latin inscrip- 
tion, navigare necesse est, in antique. 
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The Keystone Jewelry Co. on Liberty 
Ave. has been conducting a very successful 


auction. Under the present regulations of 
the city, auctions are now licensed. 

Some of the jewelers report that there is 
considerable business stirring in anniversary 
gifts. The idea of giving on anniversaries 
is being encouraged by the merchants. 

Most of the retail jewelry stores are now 
closing at 5 p. M. weekdays, with the indi- 
cations that quite a few houses will close at 
1 p. m. Saturdays during July and August. 

Some of the jewelry concerns of this dis- 
trict report that collections are as good, if 
not better than they were the same period 
last year. However, a few prominent 
houses declare that the state of collections 
is far from satisfactory at this writing. 

Martin M. Simmons, representing the 
Arrow Mfg. Co., Hoboken, N. J., is ex- 
pected here within the next two weeks with 
his new Fall line of jewelry boxes and dis- 
plays. He will stop at the Hotel William 
Penn while here. 

While there has been considerable June 
wedding business, some houses say that .the 
sales in that direction have not been as pro- 
nounced as in former years. One thing is 
certain, it is stated, a fair line of jewelry is 
being sold at the present time, with the trade 
well distributed. 

The address of Herbert G. Knapp, a 
former Pittsburgh jeweler, is wanted by 
his daughter, Mrs. H. R. Waite, 803 De- 
catur St., N. W., Washington, D. C. Mr. 
Knapp left Pittsburgh many years ago. 
Anyone knowing his address is asked to 
communicate with Mrs. Waite. 

Henry Terheyden, of the Terheyden Co., 
who toured the west in an automobile as far 
as the Dakotas, is back in Pittsburgh. Mr. 
Terheyden found the farming country in 
very good condition and is looking for some 
large grain crops. Business moved along at 
a good pace while he was away. 

Considerable sorrow was expressed here 
when it became known that Joseph P. Fa- 
gan, well-known jewelry salesmen for the 
house of Day, Clark & Co., of Newark, and 
Battin & Co., of New York, had died re- 
cently. Mr. Fagan was well known in this 
city, which is visited frequently in the sale 
of the lines handled by him. 

Morris Goldstein, individually and trading 
as the Jewelers’ Window Protector Co., has 
filed a petition in bankruptcy in the United 
States District Court. He admits his in- 
ability to pay his debts. Just what the Pro- 
tector company’s liabilities and assets are, 
has not yet been stated, as the schedules, in 
accordance with the new bankruptcy act, 
have not as yet been filed. 

P. C. Gillespie, of Gillespie Bros., is in 
Europe at the present time buying diamonds. 
A. A. Gillespie and Mrs. Gillespie have re- 

cently returned from a tour of Europe. Mr. 
Gillespie met Mussolini while in Italy. W. 
F. Lang, of the firm, is back from a sev- 
eral months’ visit to Florida and the south 
and while in Florida had the pleasure of 
meeting John D. Rockefeller. 

George W. Best, of the Heeren Bros. Co., 
back from Louisville, where he attended the 
annual convention of the National Associa- 
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tion of Credit Men, found sentiment very 
satisfactory. The trade groups from all sec- 
tions of the country, a poll showed, indi- 
cated that conditions were most hopeful and 
that a good trade could be looked for dur- 
ing 1927. It was a large gathering, with 
around 2,000 present from various sections 
of the country. 

Henry Buhl, Jr., one of the founders of 
the department store, Boggs & Buhl, died 
Saturday morning. He was 79 years old 
and is survived by two sisters and one 
brother, Mrs. Buhl having died several years 
ago. Old age was the cause of his death. 
Mr. Buhl had been ill for several months. 
He was one of the best-known merchants in 
the country. His partner, Russell H. Boggs, 
died a few years ago, these men having been 
continously in business for more than half a 
century on the north side of this city. 

Mr. and Mrs. Israel DeRoy observed the 
57th anniversary of their marriage in the 
Concordia Club, in this city, last week, 
where a dinner was held. Mr. DeRoy is 
said to be the oldest living jeweler in Pitts- 
burgh and for many years has been en- 
gaged in business in Smithfield St. He con- 
tinues very active, although he does not 
over exert himself, leaving that to his sons, 
most of whom are engaged in the jewelry 
business in this city. Mr. and Mrs. DeRoy 
were the recipients of many letters and tele- 
grams congratulating them. 

The Merchants’ Council of the Chamber 
of Commerce has launched an attack on the 
Decimo Club, which is seeking to build up 
a large organization to the detriment of re- 
tail business, it is claimed, by obtaining large 
discounts for their members. The Mer- 
chants’ Council has addressed a letter to the 
retail merchants of this city generally, warn- 
ing them that any practice of this kind is 
dangerous and adds to the cost of doing 
business. They claim such a scheme is un- 
economic and assert that it is only common 
honesty and common decency that the price 
of an article be the same to the general pub- 
lic. It is stated that the merchant is en- 
titled to a legitimate profit and that a fair 
and honest price cannot stand being dis- 
counted. Fundamentally it is claimed that 
anything of the kind is bad business and in- 
creases rather than decreases the cost of 
selling. It is suggested to merchants that 
they should exercise the privilege of sub- 
mitting such proposals to the Retail Mer- 
chants’ Council of the Chamber of Com- 
merce, which body it is assured has ample 
facilities for giving proper legal and busi- 
ness advice. 








Bars and sheets of gold and gold alloy of 
an estimated value of $6,000 taken from the 
vaults of the Illinois Watch Case Co. fac- 
tory at Elgin, Ill., in a robbery on April 9, 
have heen recovered from the bed of the 
little creek that flows through the village of 
Schaumburg, in the northwestern part of 
Cook county. Roy Nebel, son’ of Fred 
Nebel, farmer, caught the gleam of the 
precious metal in the water about a week 
ago. Believing it was copper he made no 
effort to get it until three days later. Fail- 
ing to sell the metal to neighbors he took 
it to a jewelry store at Arlington Heights, 
who asserted it was gold. The jeweler im- 
mediately notified the constable, who notified 
the police of Chicago. 
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TRADE CONDITIONS 


_June business with the retail jewelers of ‘ 
ville has been very excellent, there having beep 
numerous weddings, commencements, etc., resultj 
in good trade after a quiet Spring business, Some 
age eo ge had — business through April and 

ay, but as a whole things have i 
oe g: been quiet up tp 





Walter H. Hartenstein, of the Moore & 
Hartenstein jewelry concern, Louisville, re. 
cently lost his father, August W. Harten. 
stein, 68 years of age, who died, following a 
short illness. 

Rodgers & Krull, jewelers on 4th S¢ 
near Broadway, have moved into their new 
store on Broadway, just west of 4th St, in 
the fine new Martin Brown Arcade building 
where the company has a very attractive 
store. 

Franklin Louis Seveking, 23 years of age 
New Albany, Ind., who recently confessed 
a number of jewelry store window rob- 
beries in several cities in southern Indiana, 
is now serving a three to five year term at 
Pendleton, Ind. 

Among recent visitors to Louisville were: 
G. O. Penn, William Scheer, Inc., New 
York; Max L. Jacoby, Sterling Silver Mfg. 
Co., Providence; Lawson Jaffe, S. Wechter 
Co., Chicago, and Mr. Sengelmann, Hipp, 
Didisheim Co., New York. 

Leroy Hall, for some years with G. F. 
Geiger & Sons, and previously with Lemon 
& Son, and William Kendrick’s Sons, has 
gone back with Lemon & Son. Mr. Hall 
has been a leading salesman with high-grade 
houses in Louisville for 35 years or more. 

Forest Withers, 39 years of age, under 
indictment ‘at Louisville in connection with 
the holdup and robbery of Sam Newman, 
diamond salesman, in January of this year, 
escaped from a jail at El Dorado, IIl., where 
he had been placed under arrest, charged 
with the robbery. 

Don T. Beck, of Beck’s Jewelry Stores, 
is in Louisville, in connection with the com- 
pany opening a branch at 206 S. 4th St. 
He has managed the company store at Fort 
Wayne, Ind., for five years, and previously 
was in charge of the Dayton, O., store. 
The company also operates stores at Evans- 
ville, Terre Haute and Decatur, Il. 

Leo A. Twickler, jeweler .at Lebanon 
Junction, Ky., who recently died at Leba- 
non Junction, was buried at Louisville. Mr. 
Twickler was injured in a seaplane accident 
during the war, in which four men were 
killed. Mr. Twickler had _ several ribs 
broken. He was picked up by a destroyer, 
but was never well after the accident, it 
being believed that his heart was injured 
by the blow. 

The Kentucky Retail Jewelers’ Associa- 
tion, which had scheduled a meeting to be 
held in Louisville on June 27, has decided 
not to hold the meeting, due to lack of im- 
terest through the State. Notices were set 
to the State trade, but only a very few re 
tailers in returning the cards agreed to come, 
and the number wasn’t sufficient to warratt 
the meeting. William M. Irion, president 
of the old association, and P. B. Stith, sec 
retary, were rather disappointed at theif 
inability to create interest in organization 
work. 
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Chicago Notes 





Lewis Heyman, of Oscar Heyman & Bros., 
New York city, spent the entire past week in 
Chicago calling on the trade. 

Henry E. Hart, of Rifkin & Hart, New 
York city, left last Thursday night for home 
after being in Chicago for a couple of weeks 
calling on the trade. 

Fred Whitney, Chicago representative for 
the Hadley Co., returned to Chicago last 
Saturday from a short business trip to Cin- 
cinnati and Louisville. 

Arthur B. Tuthill, Julius Raunheim, Inc., 
New York city, arrived in Chicago last 
Thursday and is spending about a week 
here calling on the trade. 

W. F. Fleek, representative for Juergens 


& Andersen Co., left this week for his west-. 


ern territory after spending a week at the 
home office replenishing his stock. 

A. Chouffet, representing M. B. Bryant & 
Co., with offices at the Columbus Memorial 
Vaults, left recently on a four weeks’ busi- 
ness trip to Detroit, Cleveland and other 
eastern cities. 

William C. Penfold, manager of the Chi- 
cago office of the F. H. Sadler Co., left last 
week on a business trip through his southern 
territory. Mr. Penfold will be away for an- 
other two weeks. 

Charles Brown, jewelry buyer for Stein & 
Ellbogen Co., returned to Chicago last week 
after spending two weeks in the east look- 
ing over the markets and attending the con- 
vention of the N. W. J. A. 

H. K. Wood, of the Wood Music & 


. Jewelry Co., Anthony, Kans., accompanied 


by Mrs. Wood, spent the past week in Chi- 
cago visiting their favorite wholesale houses 
and attending the musical convention. 


Reuben Cohen, manager of the Chicago 
office of George H. Cahoone & Co., left Sun- 
day night for a business trip to St. Louis 
and cities in the east. He will return to Chi- 
a in time to celebrate the Fourth of July 

ere. 

J. H. Matherm, secretary of the Illinois 
corporation of the George H. Fuller & Sons 
Co., returned last Friday from St. Peters- 
burg, Fla., where he has been spending the 
past eight months, enjoying a rest at his 
Winter home. 

J. Ash recently opened a retail jewelry 
store at 631512 S. Western Ave. This is 
his first venture into business for himself. 
For the past few years Mr. Ash was asso- 
ciated with the jewelry department of 
Sears, Roebuck & Co. 

F. L. Thorpe, of F. L. Thorpe & Co., 
Lead, §. Dak, accompanied by Mrs. 


Thorpe, spent the past week in Chicago vis- 
iting with friends and attending the gradua- 
tion exercises of their daughter, who has 
been a student of the Chicago Kindergarten 
College. 

Edward Vail, formerly in the retail jewelry 
business at Wichita, Kans., stopped off in 
Chicago last week and spent a day here 
visiting with many of his friends. Mr. Vail 
was on his way home from La Porte, Ind., 
where he was called on account of the death 
of his sister. 


John J. Klecka, in charge of the gold 
stock for J. R. Wood & Son’s Chicago of- 
fice, and Wm. B. Morrison, manager of the 
office, returned this week from New York, 
where they spent a week visiting at the 
home office of the company and attending a 
stock conference. 

J. M. H. Lebolt, of Lebolt & Co., will 
leave this week for New York with his fam- 
ily. He will remain there for a few days 
visiting at their store and will sail from 
that port on June 22, on the Aquitania for 
their Paris office. He will be gone until the 
first part of September. 

Ed Moore, of R. F. Simmons & Co., 
with Chicago headquarters on the fourth 
floor of the Silversmith building, returned 
last week from the Pacific Coast, where he 
called on the wholesale trade for the past 
four weeks. Mr. Moore reports having had 
very good business on this trip. 

Richard D. Fleek, eastern representative 
for the Juergens & Andersen Co., left last 
Thursday night on his final swing for the 
season. Mr. Fleek will be away for about 
three weeks, and upon his return will leave 
for his home at Denver, where he will en- 
joy a few weeks’ rest. 

C. J. Donnelly, of Thomas N. Donnelly & 
Co., 36 N. Dearborn St., John Mertz, dia- 
mond importer at 108 N. State St., and “Bill” 
Anderson of W. R. Anderson & Co., 32 N. 
State St., all returned last week from a fish- 
ing trip to Lac Du Flambeau, Wis. They 
returned with some good “Musky” fishing 
stories. 

Charles Green, in charge of the diamond 
department of Lebolt & Co., returned on 
Monday of this week from a five weeks’ 
pleasure trip to California and Kansas. Be- 
fore leaving Chicago Mr. Green advised his 
friends that all mail could be addressed to 
him at Plattsville, in care of the Sheriff, 
who is a relative of his. 

Benj. Brooks & Co., 2455 Archer Ave., 
wholesalers in novelties, against whom an 
involuntary petition in bankruptcy was filed 
some time ago, held their first creditors’ meet- 
ing last week in the offices of Referee Harry 





A. Parkin. At this meeting Fred Hummel 
was elected trustee. Liabilities are scheduled 
at $111,000 and assets at $168,000. About 
$18,000 has been realized for merchandise 
and fixtures that were sold at auction, and it 
is understood that there is about $75,000 in 
real estate still to be disposed of. 

Mrs. Elizabeth Winter, mother of Albert 
A. Winter, instructor of the well-known 
school of jewelry. engraving, died at her 
son’s home, 615 S. Wesley Ave., Oak Park, 
Ill., after a period of several months’ illness 
due to heart trouble. Funeral services were 
held at 10 a. M. Wednesday, June 1. The 
burial was held at St. Joseph’s Cemetery. 
Mrs. Winter was born in Germany in 1859. 
She came to this country in 1885, and has 
been a resident of Chicago ever since. In 
1926 Mrs. Winter went abroad for a four 
months’ visit to Germany, and in 1924 she 
had her first airplane ride which she 
thoroughly enjoyed. 

On Friday morning of last week, when 
G. R. Wolff, retail jeweler at 2138 N. Hal- 
sted St., opened his store he noticed that one 
of the side windows of the store had‘'been 
smashed with a large lump of concrete and 
crushed stone that had been wrapped in a 
newspaper. The thief selected several gold 
chains amounting to approximately $137 and 
left the cheaper articles in the window. A 
woman living across the street from the store 
reported to a police officer that she heard 
the crash of glass about 4 o’clock in the 
morning, and when she looked out of the 
window saw a man limping away. This is 
the first loss Mr. Wolff has ever had in the 
40 years he has been in business. 

In the matter of David Fisher, bankrupt, 
a final meeting of creditors will be held on 
June 21 before Harry A. Parkin, referee in 
bankruptcy, at his office, room 620, 137 S. 
LaSalle St., at 11 o’clock in the forenoon. 
On May 13, Maurice Klein, trustee, filed his 
final report and account, showing total re- 
ceipts $2,008.74; total disbursements, 
$1,124.24; balance on hand, $884.45; cash 
advanced by ithe trustee personally. for ex- 
penses, $13.20; liability incurred, unpaid, $3. 
He asks an allowance of $200 to the trustee’s 
attorneys. The report says that on Dec. 3, 
1926, bankrupt filed a petition asking an al- 
lowance of $250 to his attorneys. This meet- 
ing before Referee Parkin is to consider and 
pass upon said trustee’s final report, and to 
take up other matters pertaining to the case. 

Among the retail jewelers who spent 
some time in Chicago during the past week 
calling on the markets were: Hyalmer Lar- 
son, of Larson Bros., and Mrs. Larson, Ke- 
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wanee, Ill.; Censuis B. Smith, Joliet, IIl.; 
Harry Baker, Crown Point, Ind.; Frank A. 
Hannis, York, Nebr.; G. M. French, Ionia, 
Mich.; Paul Henerlau, of Henerlau’s, Inc., 
Milwaukee, Wis.; George A. Riddell, Jr., 
Pelkofer, Ind. 

Harry Lossau, representing the Block- 
Weinfeld Co., returned last week from a 
four weeks’ business trip through his west- 
ern territory. 

S. M. Sandfelder, of the D. F. Briggs Co., 
and Mrs. Sandfelder are spending a couple 
of weeks at St. Louis visiting at the home 
of their daughter Julia. 

E. L. Badgley, manager of the Chicago 
office of Harvey & Otis, left last Sunday 
morning with the Chicago Medinah Shrine 
for Atlantic City to attend the annual con- 
clave. 

The Leland Jewelers, at 1122 Leland Ave., 
are remodeling the entire front of their 
store. A beautiful new display window is 
being installed. M. Ditlov is proprietor of 
this business. 

Clarence Dobra, representing the Riley & 
French Co., with offces at.10 S: Wabash 
Ave., is making a business trip through the 
south. He will be gone for a few weeks 
calling on the wholesale trade. 

I. B. Miller, with offices at 35 E. Wacker 
Drive, returned to Chicago last Saturday 
from Providence, where he spent some time 
visiting at the factories he represents and 
attending the convention of the A. N. R. 
J. A. 

R. S. Field, retail jeweler and optometrist 
at Ottumwa, Ia., for the past 40 years, spent 
a few days in Chicago during the past week 
visiting wholesale houses and calling on 
friends. He was accompanied on this trip 
by Mrs. Fields. 

W. J. Warmington, of the Stager Jewelry 
Store, Winona, Minn., passed through Chi- 
cago last week en route home from Ohio, 
where he was called on account of the sud- 
den death of his father. While in Chicago 
Mr. Warmington called on the markets and 
visited with friends in the trade. 

Martin M. Simmons, representative for 
the Arrow Mfg. Co. jewelry boxmaker, 
Hoboken, N. J., is in Chicago this week with 
his new Fall line of jewelry boxes and dis- 
plays, and while here is making his head- 
quarters at the Morrison Hotel. While in 
the west he will visit Kansas City, St. Louis, 
Cincinnati, Cleveland and Pittsburgh. 

Moses Baskind, who has been in the retail 
jewelry line for himself for a great many 
years at 6829 S. Halsted St., is retiring from 
active business. He has sold his entire stock 
to his son-in-law, M. Z. Holland, who oper- 
ates two retail jewelry stores on S. Hal- 
sted St., one at No. 6232 and the other at 
6351. 

Murray Kohn, of Silberman, Kohn & 
Wallenstein, manufacturers at New York, 
arrived in Chicago last Friday, after spend- 
ing the week at Providence attending the 
convention of the National Wholesale Jewel- 
ers’ Association. Mr. Kohn will spend a 
week here visiting the trade before making 
his other middle west territory. 

Charles M. Slemmons, well known to the 
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retail and wholesale trade throughout the 
country, and who has been associated with 
Norris, Alister-Ball-Bridges Co. for a num- 
ber of years, has been appointed sales man- 
ager for the Webb C. Ball Watch Co. Mr. 
Slemmons will, of course, continue his af- 
— with Norris, Alister-Ball-Bridges 


Mike and Harry Atz, of Atz Bros., re- 
ceived the sympathy of their many friends 
in the trade last week on account of the 
death of their sister, Mrs. Lena Liss. Death 
occurred on Friday of last week at the Sani- 
tarium at Elgin, and funeral services were 
held from the chapel at 3111 Roosevelt 
Road. Interment was at Waldheim Ceme- 
tery. 

J. J. Lookabaugh, retail jeweler at Ben- 
sonville, Ill., has leased space in the theatre 
building at Elmhurst, Ill. The store is 
located on one of the most prominent streets 
of that fast growing suburb. Mr. Looka- 
baugh is equipping the store with very fine 
fixtures and a complete stock of general 
jewelry, diamonds and watches. He will 
operate this business in connection with his 
store at Bensonville. 


On Wednesday noon of last week Alvin 
N. Long, representing the Stein & Ellbogen 
Co., was held up at Kedzie Ave., and W. 
Madison St., by two men who jumped on 
the running board of his car. Long was 
ordered into the rear seat of the automobile 
and one of the bandits drove the car around 
the corner to Warren Ave. The bandits 
ordered Long to get out of the car here and 
drove away with the one grip that was in 
the car. This contained novelty bags val- 
ued at a few hundred dollars. 

E. H. Breese, who has been associated in 
the hand-wrought sterling silver business 
for himself for a great many years with 
headquarters at Arlington Heights, recently 
associated himself with Oscar G. Smith in 
the business of the Nobert Silver Mfg. Co. 
Mr. Smith, for the past 18 years, has been 
operating the Nobert Plating Co., at 214 N. 
State St. This business has been removed 
to 119 W. Austin Ave., where the partners 
succeeded in getting suitable quarters. Both 
businesses will be housed under the same 
roof, Mr. Smith looking after the plating 
end and Mr. Breese after the manufacturing. 
This new company will specialize in the 
manufacturing of both sterling hollow and 
flatware and in the reproduction of antiques. 

After about six weeks’ investigation a 
$10,000 diamond and pearl necklace belong- 
ing to Comtesse Alfred de Mun of New 
York and Brussels, has been located through 
the arrest of Clarence Krumbein, driver for 
the cab company in whose cab other pieces of 
jewelry were left on April 27. When ques- 
tioned by officials Krumbein admitted he 
had found the jewelry and stated that he had 
sold the necklace to a jeweler at W. 47th St. 
The latter claims he was an innocent party 
to the transaction. Krumbein, a son of a 
city policeman, is held under charge of lar- 
ceny in bonds of $5,000, and the bond of the 
jeweler charged with receiving stolen prop- 
erty was set at $3,000. They will have a 
hearing on June 16. 

Max Schroeter, who for many years was 
associated with the material business at 
Hammond, Ind., passed away at a local hos- 
pital in Hammond on Monday, June 6, from 
diabetes. Funeral services were held from 
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his home at 173 Waltham St., of that City, 
on Wednesday, June 8. Mr. Schroeter was 
in the material business for himself at Ham. 
mond and called on the retail jewelers jn 
adjacent territory. About four years ago 
he retired from active business and turned 
over his business to his son, Robert. About 
a year ago this business was removed to 
Chicago at 29 E. Madison St., and is now 
being operated under the name of M 
Schroeter & Co. Deceased is survived by 
his widow and two sons, Robert and Charles 

One day last week Peter Kyiakos, a Greek 
wrestler, entered the retail jewelry store of 
Paul Korshak, located in the Sherman Hotel 
and displayed a beautiful strand of pearls 
that he was willing to dispose of for $20. 
Upon looking at the pearls Mr. Korshak 
found them to be genuine and worth $20,000, 
He questioned Kyiakos as to where he got 
them and why he wanted to sell them. Kyia- 
kos said they belonged to a friend of his 
who had purchased them for $125, but who 
was hard up and would like to realize some 
money out of them. Mr. Korshak called 
Blake Gardner and Sid M. Oppenheimer, 
clerks in the store, to guard the wrestler 
while he went to the Detective Bureau and 
notified them of the pearls. He returned 
within a few minutes with officers, who 
placed the Greek under arrest and took him 
to the bureau for questioning. There he told 
conflicting stories, and is being held for a 
few days in the hopes of someone identifying 
the pearls and their owner. 








Salt Lake City 


Mark E. Weiss, of Barnett & Weiss, is 
on a visit to New York. 

The J. H. Umbaugh Jewelry Co., of Twin 
Falls, Idaho, has opened a phonograph de- 
partment. 

Ashton’s, Inc., Provo jewelers, are con- 
ducting a sale by auction. A notice in the 
advertisements of the firm contains this 
statement: “We are not going out of busi- 
ness.” 

C. R. Pearsall, head of the Leyson-Pear- 
sall Jewelry Co., is one of the prominent 
men of this city who have been nominated 
for a seat on the board of governors of the 
Chamber of Commerce. 

Local trade visitors of recent date in- 
cluded the following: W. E. Anston, Mor- 
ris Kaysen Co. and Jewel Watch Co., Phila- 
delphia, Pa.; S. L. Anshen, J. Gottlieb, New 
York; Miss Ruth P. Cohen, Seattle, Wash.; 
H. Davidson, A. Cohen & Sons’ Corp.; H. 
B. Sproles, Knox & Kaye, San Francisco, 
Cal.; Ben N. Nordman Co., San Francisco 
and Los Angeles, Cal.; George H. Butter- 
field, Pacific Coast manager of the Dueber- 
Hampden Watch Co., San Francisco, Cal.; 
Ben Rothenberg, A. & S. Diamond Jewelry 
Co., New York; Sigmund Thein, Chicago, 
Ill.; Ed Cohn, A. H. Co., Inc., Chicago; J. 
Shapiro, Louis Manheimer & Son Co., Chi- 
cago; Fred W. Radcliffe, M. A. Mead & 
Co., Chicago; Herbert Wenshend, A. M. 
Gilbert & Co., San Francisco, Cal.; Dave 
Stocker, Samuel Koshers, New York; Jos. 
R. Brilliant, Los Angeles, Cal.; T. Stern- 
berg, Morris, Mann & Reilly, Chicago; Phil 
Lemieix, C. & E. Marshall Co., Chicago; 
Harry B. Schreiber, Sterling Silver Mfg. 
Co., New York. 
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Miss Stella Schmidt, cashier of the Eisen- 
stadt Mfg. Co., in the Louderman building, 
left this week for a rest in the Ozarks. 

Mr. Justice, of the well-known jewelry 
concern of W. T. Hixon & Co., El Paso, 
Tex., was a trade visitor during the past 
week among the local wholesale jewelry 
firms. 

F. C. Emerson, who has charge of the local 
office of the Eisenstadt Mfg. Co., in Chicago 
and looks after its trade among the Windy 
City dealers, is on a vacation spent at some 
of the lake resorts in Canada for several 
weeks. 

Ralph Sweet, of the sales force of the 
Eisenstadt Mfg. Co., and covering the city 
trade for the concern, is spending two weeks 
in Oklahoma on a fishing trip, and when he 
left was anticipating some good sport and a 
real rest and change from business. 

George G. Gambrill, president of the 
Eisenstadt Mfg. Co., in the Louderman 
building, 11th and Locust Sts., was called to 
Omaha last week to attend the funeral of a 
nephew, Samuel Carlisle, Jr., who was fatal- 
ly injured in an accident in Des Moines, 
la., several days ago. 

Dave Lerner, El Paso, Tex., was a trade 
visitor among his friends in the local whole- 
sale trade this week. He had with him his 
wife, and they were en route home after an 
extended stay abroad and stopped off here 
to visit friends, having at one time lived here. 
On account of his health he found it neces- 
sary to leave some years ago but occasionally 
renews his old friendships on visits here and 
has a number of old-time friends in the 
jewelry business here. 

Will G. Drosten, president of the Drosten 
Jewelry Co., at 9th and Olive Sts., one of 
the leading downtown retail jewelry estab- 
lishments, has been elected to the new board 
of directors of the Associated Retailers of 
St. Louis. This organization is composed of 
nearly 100 of the leading retail firms of the 
city, including all of the big department 
stores and for some 10 years past has been 


‘an influential factor in promoting business 


ethics among its members as well as working 
for the best interests of the city. 

Local jewelry stores have been quick to 
sense the popular esteem in which Col. Chas. 
A. Lindbergh is being held by the world for 
his epoch making feat of flying across the 
Atlantic alone in his plane, the “Spirit of St. 
Louis.” Many of the downtown stores have 
special trims designed to be appropriate for 
his early return home here next week. In 
addition various novelties in the line are 
being put out for the public, in the way of 
pins and buttons, that bid fair to be popular 
sellers by the time he arrives here. 

Acquaintances here in the wholesale trade 
heard with regret of the recent sudden death 
of Thomas M. Bolton, senior member of the 
Bolton Jewelry Co. of Fulton, Mo. He com- 
mitted suicide, having been in ill-health for 
several years past. The deed was done in 
his home, May 28, where he was found by 
his wife, when she heard a shot and visited 
his room to investigate. For many years he 
was one of the leading merchants of the town 
and highly respected by his business asso- 
ciates. He was 65 years of age and had been 
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a resident of the town practically all of his 
business life. 

General business conditions with the local 
wholesale concerns are reported good. The 
season has so far been a satisfactory one, 
and collections are improved and merchants 
seem to be generally in good shape in most 
of the trade territory covered by this mar- 
ket. Salesmen for the various houses have 
completed their trip and been into headquar- 
ters for several weeks, but are expected to be 
back on their territories within the next 30 
days. Trade with the local retail stores is 
also reported satisfactory. The presence of 
graduation time as well as the usual flood of 
June weddings and other anniversaries have 
had a good effect on the demand for articles 
in the jewelers’ stocks, and as a result cur- 
rent buying has been good. 

An interesting window display so far as 
the public is concerned was on view in one 
of the display windows of the Bolland 
Jewelry Co., 10th and Locust Sts., all week, 
and attracted a lot of attention, especially 
from the local baseball fans. The display 
consisted largely of a showing of the collec- 
tion of souvenir rings to be presented to the 
players of the World’s Champion teams, 
when they appear next week. These rings 
consist of a seal pattern with a small dia- 
mond in the middle, and are to go to the 
members of both the St. Louis Cardinals, the 
World’s Champions, and the New York 
Americans, the winners in that League, and 
make up a total of some 38 rings. According 
to the placards in the window with the dis- 
play, these rings will be presented by High 
Commissioner of Baseball, Keneshaw M. Lan- 
dis, Saturday afternoon, June 18, when the 
St. Louis Cardinals celebrate their homecom- 
ing and meet their old world series oppon- 
ents, the New York team. Bats and balls 
and gloves were also used in the trim, the 
entire window being given over to this dis- 


play. 











Vernon Havener, watchmaker, has joined 
the Denver Jewelry Co. 

A. B. McDorman, formerly of Rhode 
Island and more recently with Sam Mayer, 
local jeweler, died May 28. 

Business is picking up again and the 
jewelers believe that an unusually big busi- 
ness will result this Summer. 

Mr. and Mrs. N. G. Hensen are Colorado 
tourists. Mr. Hansen is a veteran watch- 
maker from the thriving city of Grand 
Island, Nebr. 

A man recently ran his automobile into 
the large clock at the curb in front of the 
Goalstone jewelry store, 1617 Welton St., 
the big sign and clock being knocked flat. 

The jewelry stock of R. E. Reiche has 
been purchased by the Johnson Jewelry Co., 
and after remodeling, Mr. Johnson will open 
a new store on the second floor of the Ara- 
pahoe building, 16th and Arapahoe Sts. Mr. 
Reiche died about three months since. 








Clarence Meyer, a watchmaker of the 
Murray Jewelry Co., at Paris, Tenn., has 
resigned his position and will leave for his 
home at Smith Mills, Ky. 








Fred Heinzle, well-known retail jeweier 
at Tell City, Ind., was a visitor in Boon- 
ville, Ind., a few days ago, being a guest of 
Floyd Nester, of Heinzle & Nester, retail 
jewelers. 

Miss Elizabeth Heinzle, member of the 
firm of Heinzle & Nester, retail jewelers at 
Boonville, Ind., has been appointed on a 
committee to help arrange a program for 
the anniversary celebration of the Boonville 
Chapter of the Eastern Star. 

Ike Rosenbaum, retail jeweler at Mt. Ver- 
non, Ind., has been featuring strap watches 
in his newspaper advertisements during the 
past few weeks. He has been engaged in 
the jewelry and optical business in Mt. Ver- 
non for the past 37 years. 

M. Gladstein, merchant at Scottsburg, 
Ind., has been featuring diamonds in his 
newspaper advertisements during the past 
few weeks with good results. He says that 
diamonds are one of the best investments 
that one can make and denote prosperity 
on the part of the wearer. 

There has been some improvement in the 
trade of the retail jewelers of Evansville 
and other towns in southern Indiana during 
the past few days, this being attributed to 
the fact that the weather has greatly im- 
proved. Genera! business conditions now 
are gradually getting better and merchants 
feel that things ought to move along all 
right during the next two or three months. 
Wholesale jewelers also are looking for a 
marked improvement in trade as the Sum- 
mer season develops. 

Esslinger & Salm, retail jewelers at 217 
Main St., here, have been doing a nice busi- 
ness in diamond rings and other articles of 
jewelry for high school commencement 
presents. They also have been selling many 
pearl necklaces and jewelry novelties. This 
firm has for a number of years catered to 
high school and college graduates. Oscar 
Esslinger, manager of the company, has 
been engaged in the jewelry business in 
Evansville practically all his life. 

T. C. Bayse, leading retail jeweler at 
Rockport, Ind., who is the president of the 
Spencer County Historical Society, has writ- 
ten a letter to President Calvin Coolidge 
extending him an urgent invitation to visit 
Lincoln City, Ind., where the mother of 
Abraham Lincoln is buried, on his western 
trip. Some time ago Governor Edward 
Jackson appointed a commission whose 
power will permit them to build a Lincoln 
shrine at Lincoln City that will cost more 
than $1,000,000. 

Diamonds and jewelry listed this year in 
taxable property in Jackson county, Ind., 
amounted to a total of 427 for the county 
and the average assessment was $32 for each 
article. The city of Seymour reported the 
most diamonds, with a total of 411, with 
an average assessment of $30. The town of 
Medora reported the highest average assess- 
ment of $102 for four diamonds. Last year 
the report showed a total of 485 diamonds 
and other jewelry valued at $13,585 and an 
average assessment of $28. This year’s 
valuation amounted to a sum total of $13,- 
580. 
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Mr. and Mrs. George W. Chatterton have 
just returned from a short visit to Chicago. 

C. W. Olney, West Allis retail jeweler, 
is entertaining his father, who came all the 
way from Oklahoma to visit him. 

Visitors who called on the local wholesale 
trade during the past week include Howard 
Bruhy, West Bend, and J. L. Sieger and 
L. W. Ritchie, Racine. 

Mrs. Zeta Theleman, wife of Fred J. 
Theleman, manufacturing jeweler, who has 
been at St. Joseph’s Hospital for the past 
four weeks, is home again, and it is reported 
that she is getting along nicely. 

B. Rudnick is building a new store at 
Sheboygan. The building will be of brick 
and tile construction, two stories high. Mr. 
Rudnick will occupy one of the stores in the 
building and the other will be rented. 

Alfred Merwald, former trade watch- 
maker and more recently associated with the 
Ball Railway Time Service and with Rank 
& Motteram, has obtained a passport and 
will soon sail for Europe for an extended 
vacation trip. Mr. Merwald plans to be 
away for about three months. 

M. B. Barkan, of the M. B. Barkan Co., 
has sailed for Europe. Upon his arrival in 
England he will be entertained by Mrs. 
Jesse Stephens, a member of the English 
Parliament. According to Mrs. Barkan, 
who is taking charge of the store during Mr. 
Barkan’s absence, and who drove him to 
New York over the Memorial Day holiday, 
Mr. Barkan visited several of the factories 
while in New York. The family also took 
him on a drive to Niagara Falls and to visit 
Buffalo. 

Hurling a brick through a display window 
at the jewelry store of Joseph Grandlich, 
1278 National Ave., a thief recently obtained 
jewelry valued at $953.40. He escaped with 
his hand badly bleeding from a gash suf- 
fered when it came in contact with a jagged 
piece of glass. The theft occurred during 
a heavy downpour of train which washed 
away the blood trail which led from the 
store. The interior of the window was 
blood spattered. The shattering of the glass 
awakend Mr. Grandlich, who sleeps in the 
rear of the store, and attracted a policeman 
two blocks away, but the thief was gone 
before either men appeared on the scene. 
According to Mr. Grandlich the man escaped 
with six diamond rings, each valued at $150, 
and two men’s watches, one worth $50, the 
other $13.50. 

Preparations are already being made by 
the convention division of the Milwaukee 
Association of Commerce. as well as by the 
officers of the Wisconsin Retail Jewelers’ 
Association, for the reception of the Ameri- 
can National Retail Jewelers’ Association 
delegates when they convene here Sept. 
27-30. Although plans are still in the em- 
bryo stage, according to Ray H. Pfau, of 
the convention and publicity bureau of the 
Association of Commerce, the city will 
strive to maintain its enviable record as an 

‘engaging host. As one of the leading in- 
dustrial centers of the country whose prod- 
ucts are shipped to all parts of the world, 
jewelers will find many things in the city to 
interest them. Bathing beaches, public golf 
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courses, country clubs, theatres, etc., will 
furnish ample means of recreation. The 
sessions of the convention will be held in the 
Milwaukee Auditorium, according to Henry 
Stecher, treasurer of the Wisconsin Retail 
Jewelers’ Association, while headquarters 
will be at the Plankinton Hotel. 
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C. E. Wallace, of the Wallace-Monroe 
Mfg. Co., is making a trip through the lower 
Michigan Peninsular this week. 

Ernest Golden has opened the Golden 
Jewelry Shop, as a manufacturer of high- 
grade jewelry, at 33 John R. St. 

Louis Gautherat, president of E, H. 
Pudrith & Co., is passing the week visiting 
New York and other eastern cities. 

Jacob Rassner, of the Maiden Lane 
Jewelry Co., returned this week from a trip 
through Wisconsin, Minnesota and Indiana. 

Chambers & Stewart, Mt. Clemens, are 
announcing a closing out sale of stock. This 
is one of the old retail jewelry establishments 
in the bath city. 

T. W. Irwin, Sandusky, Mich., was a 
caller on the wholesale jewelers in Detroit 
last week. He is anticipating a successful 
Summer’s business. 

Dwight Morgan, of the Morgan Jewelry 
Co., at Lansing, was a caller last week on 
the wholesale jewelers in Detroit. He is 
optimistic regarding business conditions in 
the State capital. 

Jacob Segal, of the Jacob Segal Co., left 
Detroit last week for New York City, where 
he took steamer on Saturday for a European 
trip. He expects to visit the leading centers 
before he returns. 

Harry Miller, formerly with Fink & Har- 
rison, wholesale jewelers in Detroit, but 
now of Pittsburgh, left recently on a Euro- 
pean trip. He expects to be gone throughout 
most of the Summer. 

Hugh Connolly & Son, retail jewelers, 
have their new store on Woodward Ave., 
well along towards completion and expect 
to occupy it on schedule time—the last of 
June or the first of July. 

E. De Graves, of the Jacob Segal Co., 
recently returned from Elkhart, Ind., and 
is expecting the coming week to give exhibi- 
tions of diamond cutting in Flint, Jackson 
and other cities in the lower Michigan 
Peninsula. 

F. H. Schafer, E. H. Pudrith & Co., 
representing the western half of the State, 
with headquarters in Grand Rapids, is ex- 
pected at the home office in Detroit shortly, 
where he will remain for a time before 
resuming his trips. 

Charles A. Berkey passed most of last 
week in Grand Rapids, where he attended 
a meeting of the Masonic Grand Lodge. 
While there he also made application for a 
charter for a new lodge which he is assist- 
ing in organizing in Detroit. 

Edward W. Berg, State representative for 
E. H. Pudrith & Co., wholesale jewelers, is 
leaving shortly for a month’s vacation trip 
by motor through the eastern States. He 
also plans to visit some of the jewelry manu- 
facturing centers before he returns. 

Irving Swaab, well known in the Detroit 
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retail jewelry trade, has recently become 
one of the executives of the Morton credit 
jewelry shop on Farmer St., in the down. 
town shopping center. At one time he was 
manager of the Cole & Irwin retail jewelry 
store at Grand Rapids. 

Karl D. Irwin, Toledo, was in Detroit 
last week calling on the wholesalers ang 
looking up old friends. He is optimistic 
regarding the Summer trade. Toledo has 
been unusually favored from a_ business 
standpoint for many months and the retail 
jewelers are sharing in the general pros. 
perity. 

G. E. Sly, of E. H. Pudrith & Co,, re. 
turned from the east last week where he 
has been for several days calling on the 
manufacturers and buying new merchandise 
for the Summer and Fall trade. It might 
be added that the Pudrith organization js 
anticipating an exceptionally good run of 
business during the coming months. 

At a meeting of the Board of Directors of 
the Associated Retail Credit men of Detroit 
some time ago, the decreasing collection 
percentages of Detroit merchants were dis- 
cussed, and a committee was appointed to 
analyze the reason therefor, and to recom- 
mend such steps as in their opinion will 
overcome this problem. This committee 
has now submitted its report. 

Vast numbers of watches, in Dertoit, no 
matter what the make, and clocks also, are 
being regulated by the Howard Watch Co, 
by radio from New York City. Every eve- 
ning station WWJ, Detroit, through its 
hookup with New York city, broadcasts 
the time as given by the Howard concern. It 
is an appreciated feature, not only in Detroit, 
but also throughout Michigan and_ the 
Province of Ontario, Canada. “Every one 
likes to hear the mellow tones of the gong 
and then the voice of the announcer, who 
states, “It is now exactly 8:15 according 
to the Howard Watch.” 








Business Troubles 





The Gatens Jewelry Co., Sioux City, Ia., 
is offering 25 cents to creditors. 

Chas. F. Yingling, Hanover, Pa., is offer- 
ing 40 cents on the dollar to creditors. 

Morris Goldstein, Pittsburgh, Pa., has 
filed a voluntary petition in bankruptcy. 

F. H. Merritt & Co., Milford, Ia., have 
made an assignment for the benefit of 
creditors. 

Herbert L. Ruenzel,. Wauwautosa, Wis. 
is reported to be in the hands of the re- 
ceiver. 

An involuntary petition in bankduptcy has 
been filed against the Better Trading Co., 
Pittsburgh, Pa. 

W. C. Meinhardt, Independence, Kans., is 
reported to be in bankruptcy and a receiver 
has been appointed. 

W. Wiitamaki, Aberdeen, Wash., has 
filed a voluntary petition in bankruptcy. The 
assets are listed at $3,294 and the liabilities 
at $5,882. 

The business of Robert Lavenberg, Salt 
Lake City, Utah, has been attached by the 
landlord for overdue rent amounting to $900. 
Mr. Lavenberg has executed an assignment 
to James L. White. The assets are said to 
be $22,000 and the liabilities, $13,000. 





b7 


ome 
edit 
) Wnh- 


Was 
relry 


troit 
and 
istic 
has 
iness 
etail 
Dri OS- 


, Te 
le he 

the 
Nndise 
ight 
M is 
n of 


's of 
troit 
tion 
dis- 
1 to 
om- 
will 
ttee 


no 
are 
0., 
ve- 
its 
sts 

It 
it, 
he 
ne 
ng 
ho 
1g 











June 15, 1927 








Fritz Barkan is calling on his customers 
in Los Angeles. 

Harry Kaufman, of the Kaufman Mfg. 
Co., is visiting his local representative, Wil- 
liam S,. Fulton. 

L. W. Carrau and J. E. Cowden of 
Carrau & Green spent the recent holidays 
on a fishing trip. 

C. C. Gross, manuacturers’ representative 
has just returned from a long western trip 
to his customers in the western territory. 

Gus Abendroth, of Abendroth & Lawler, 
is in the Yosemite Valley on his annual 
vacation and, according to word sent back 
to his partner, he is thoroughly enjoying it. 

Manufacturers’ representatives here in- 
clude: R. H. King of Ostby & Barton Co.; 
Ernest Block, representing a number of 
lines; Wm. Roman, New York; Jack L. 
Miller, Kalisher Mfg. Co. 

The second tournament of the Northern 
California Jewelers’ Golf Association will 
take place at the Mill Valley (Marin 
County) Golf and Country Club on June 24. 
The association now has 72 members. 

Ever since he opened for business on the 
seventh floor of 704 Market St., Keith G. 
Nauman, designer and engraver, says orders 
have been so good that he considers there 
is certainly activity in the lines he works 
for. 
Fred Adams of Greenwald Adams Co., 
Tuscon, Ariz., is visiting his friends in the 
trade here. Other visiting jewelers include: 
George Dreiss, Chico, Cal.; Merrill Johnson, 
H. W. Wichman & Co., Honolulu, T. H.; 
Abe Delovage, Los Angeles. 

J. E. Summer, Coast representative of the 
Jabel Ring Mfg. Co., returned in May from 
his long Coast trip and early in June left 
for Newark, N. J., to visit the factory. 
Business is reported to be good at Coast 
headquarters in the Whitney building here. 

On his recent European trip, A. J. 
Francis, general manager of Morgan & 
Allen brought back a number of French 
novelties. Tastefully arranged by Halmon 
Cantor of Morgan & Allen in a special 
show case, they have caused visitors to 
comment on French ingenuity. 

Alfred H. Bullion has opened offices on 
the sixth floor of 717 Market St. For years 
past Mr. Bullion’s headquarters have been 
in the Bullion. building, 220 Post St. The 
new offices have been opened because Mr. 
Bullion wanted to be where he could be in 
even closer touch with the trade. 

Mr. and Mrs. Sydney Weinshenk arrived 
in New York city on June 3. They planned 
to remain there for a week and then sail 
for Europe on the liner Colwmbus. Mr. 
Weinshenk, of Mayer & Weinshenk, is on 
a diamond purchasing trip. He and Mrs. 
Weinshenk expect to be gone for several 
months. 

Martin Cooper, western representative of 
Morris Kaplan & Sons, after visiting the 
east, has been calling at Denver and other 
western points. Mr. Cooper says that in his 
territory he found conditions a little better 
than last Spring, the general volume of sales 
being larger. The month of June has started 
off very well, Mr. Cooper says. 

“Lindy” is the new name which his friends 





THE JEWELERS’ 


CIRCULAR 


and associates have bestowed upon Arch 
MacDonald, popular young salesman with 
S. Wurkheim & Bro. He bears such a 
striking resemblance to the hero of the hour 
that people tell him if Lindberg ever goes 
into the pictures, the young jewelry sales- 
man ought to get a job as understudy. 

The enlarged sales and storage rooms of 
the Seth Thomas Clock Co., Post St., are 
now out of the workmen’s hands and G. T. 
Metcalf, Pacific Coast manager, says they 
are in a position to give service. H. J. 
Musgrave, well-known to the trade and 
formerly in business at 49 Geary St., has 
taken charge of the Service Department of 
the Seth Thomas Clock Co. 

Commenting on the new Carquinez bridge, 
J. H. Spiro, who is a confirmed motorist, 
said that the traffic over the bridge during 
the recent holidays was so heavy that at 
times it was blocked. Most of the whole- 
salers closed their places from Friday eve- 
ning to Tuesday morning and some of the 
employes were late even then, because most 
of the highways were heavily congested. 
The Carquinez bridge, which has the largest 
span in the world, opens up a large territory 
north of Carquinez Straits to rapid com- 
munication with San Francisco, Oakland, 
Stes 








Pacific Coun Notes 


W. V. Ross, jeweler at Watsonville, Cal., 
is going out of business and L. E. Smith 
of San Francisco has been engaged to take 
charge and sell off the entire stock. 

It is stated that Celesta E. Shorb, Ander- 
son, Cal., will purchase the jewelry business 
of W. S. Reynolds who has been in business 
for a considerable time at 319 Market St., 
Redding, Cal. 

Gus Cole, jeweler of Willamina, Ore., 
has just installed a repair shop in his jewelry 
store. He has also arranged to spend a 
few days each week in visiting customers in 
Cloverdale, New Grand Ronde and other 
points, in order to carry service to his out- 
of-town patrons. 

A. E. Liddle, Oxnard, Cal., is in his new 
location at 120 5th St. Oxnard is a center 
of the sugar beet industry in southern 
California and as larger sugar beet crops 
are expected this year, the people of Oxnard 
are anticipating a prosperous season, after 
the beet slicing campaign. 

Isaac Staples, the well-known Portland, 
Ore., jeweler, was city clerk of Little Falls, 
Minn., from 1886 to 1894. He states that 
he recalls issuing a marriage license to 
Charles Lindburgh, father of the flier who 
was born at Little Falls. Mr. Staples also 
states that the bull dog determination shown 
by the boy was characteristic of his father 
who had a bent for politics. 

Emilio C. Pesce is stated to be the sole 
owner at present of the firm of Pesce & Co., 
jewelers of 40 S. Sutter St., Stockton, Cal. 
At the time the firm was founded some years 
ago, it was owned by two brothers who 
are both practical jewelers and watchmakers. 
Later as business developed another partner 
was taken in, but E. C. Pesce has now 
bought out the other interests. 

Harry Streiff has again opened a jewelry 
store at Lakeport, Cal. For the past four 
years he has been in business at Fort Bragg, 
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Cal., but he had to return to Lakeport to 
look after his pear orchard on the north 
lakeshore. As a result he has again settled 
in his former home where he has many 
friends who believe in his ability for watch- 
making and jewelry repair work, 

Huber’s jewelry store, Dillon, Mont., 
recently held its fifth annual table setting 
contest. A crowd of visitors was attracted 
to inspect the artistic work of the high 
school girls taking part. Each girl winner 
in the contest was awarded a sterling salad 
fork and teaspoon in her favorite pattern. 


There were three prize-winners, all girls 


of the senior class of the high school taking 
domestic science courses. The contest 
proves more popular each year. 








Atlanta, Ga. 


J. A. Hambry has joined the sales force 
of Loftis Bros., well-known Atlanta retail 
jewelers. s 

Mr. Lapping, of the Lapping Jewelry Co., 
in the Silvey building, is spending a couple 
of weeks in Washington, D. C. 

A. B. Cole, a former retail jeweler of 
Atlanta, has returned to the city from Co- 
lumbus, Ga., where he has been located for 
a number of years. 

J. O. Daniel, Atlanta jeweler and for a 
number of years a member of the firm of 
Daniel & Dodson, S. Broad St., has accepted 
a position with the Pekor Jewelry Co., 
Columbus, Ga. 

Paul L. Ewing, president of Ewing 
Bros., wholesale jewelers, with Alexander 
Fish, manager of the firm’s Birmingham 
branch, has returned to Atlanta from a busi- 
ness trip to the east. 

Friends of John T. Hulme, Atlanta repre- 
sentative of B. M. Allen & Co., will be glad 
to know that he is able to be back at work 
following an illness of several days. For a 
few days the entire family was sick, and the 
office had to be closed. 

George F. Bosaner, retail jeweler, Hick- 
ory, N. C., was an out-of-State visitor in 
Atlanta during the week, having come in on 
a short business trip. He reports business 
conditions in his State as satisfactory, with 
most of the textile mills operating on full 
time. 











Florida Notes 


The annual convention of the Florida 
Retail Jewelers’ Association will be held on 
June 21 and 22 at Winter Haven. 

The firm of Beale, Inc., jewelers of 
Eustis, Fla., has recently been formed with 
S..P. Beale as president, L. L. Beale, vice- 
president, and Mrs. Bessie Bayless Beale, 
secretary and treasurer. Beale, Inc., was 
operating in Eustis prior to the formation of 
the incorporated company. The Eustis store 
is being remodeled and refitted, while the 
stock of wares is to be greatly increased. The 
company has opened a jewelry store in Wild- 
wood, Fla., and expects to greatly expand 
its business activities. The Wildwood store 


will be in charge of L. L. Beale, who will 
make his home in that town and give his per- 
sonal attention to the firm’s new interests. 
The new store is located on the main street 


of the town. 
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F. B. Strawn will take a trip to California 
in the near future and will be accompanied 
by Mrs. Strawn and the children. 

H. W. Burdick, president of the H. W. 
Burdick Co., attended the convention of 
wholesale jewelers at Providence, R. I. 

W. Gilger, of the Wagner Gilger Cohn 
Co., took a trip last week to see old friends 
in Franklin and Oil City, Pa., where he 
formerly lived. 

H. L. Menke, of the Cowell & Hubbard 
Co., took a business trip to Buffalo and 
other points in New York and Pennsyl- 
vania last week. 

J. A. Klusak, retail jeweler of Broadway, 
has received word that his daughter will 
return in September from Prague where she 
has been studying music. 

Mrs. M. A. Hayne, who recently sold her 
fewelry store on Broadway, which she has 
conducted for many years, is preparing to 
take a trip to Europe to visit friends and 
relatives. 

J. A. Conn, auctioneer, is in Fort Wayne, 
Ind., conducting an auction. He has been 
in Florida for the past month or so and 
brought his family back north with him to 
spend the Summer. 

Cleveland retail business showed quite an 
improvement the past couple of weeks, 
owing to numerous June weddings and many 
graduations. As one prominent jeweler re- 
marked: “It seems good to be busy again.” 

Ed Liedner, Wagner Gilger Cohn Co., is 
leaving for his vacation this week. He will 
visit Quebec, Montreal, Boston, New York 
and Providence. Mrs. Liedner will accom- 
pany him. Miss Winkle of the company is 
also starting her vacation this week. 

Among out-of-town jewelers in Cleve- 
land last week were H. F. Pitkin, Akron; 
Herman L. Art, Canton; Walter Nielson, 
Lorain; L. W. Wyckoff, Chagrin Falls; 
Mrs. McCarthy, Amherst; C. E. Schilts, 
North Canton; Mrs. Atwood, Willoughby. 

John Burbridge, Chagrin Falls, was con- 
victed of second degree murder in the death 
of John C. Compton, Jr., Cleveland watch- 
maker. The verdict was returned after five 
ballots had been taken. Burbridge received 
the announcement with the same attitude of 
indifference that he has maintained through- 
out the nine days of his trial. Sentence will 
probably be passed this week. 

The Swissvale Jewelry Co., Superior and 
East 105th st., is attracting quite a lot of 
attention to its store through the medium of 
radio music transmitted through a loud 
speaker outside the main entrance. The 
store is located at a busy transfer point and 
the music draws the people around the store, 
the windows of which are _ invariably 
trimmed a bit out of the ordinary. 

The Rudolph Dutch Co. had a very fine 
exhibit of all kinds of trophies at the 
Sportsmens and Outdoor Show held at the 
Public Auditorium from May 2 to May 8. 
The exhibit was one of the most attractive 
things at the show and drew large crowds. 

The company furnished the cups, medals, 
etc., for the prize awards at the show and 
were the only jewelers exhibiting. 

The June meeting of the Cleveland Bet- 
ter Vision Society was held on Wednesday 
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evening, June 8, and will be the last until 
Fall. A feature of the evening was the 
presentation of a beautiful Masonic charm 
by members to Dr. Williams as a token of 
appreciation for his work for optometry, 
and especially his efforts in connection with 
the passing of the State optometry law. 

Cleveland police received a telegram from 
Syracuse, N. Y., last week stating that they 
had arrested a man giving the name of Wil- 
liam H. Morse, who in his confession ot 
crimes committed stated that he had broken 
into a jewelry store owned by Kane or Klein 
on Euclid Ave. in August, 1925. There has 
been no firm of that name on Euclid Ave. 
and police have requested further details 
from Syracuse. 

The Cleveland Credit Stores Association 
held their regular monthly meeting on June 
2, at Miller’s on Broadview Road. There 
was a very good attendance and a number 
of members brought their wives with them. 
The meeting was preceded by dinner, and 
there was a short business session following 
it, and then the remainder of the evening 
was devoted to having a good time in the 
way of dancing, cards, etc. The newly 
elected officers presided for the first time and 
finished up the business of the season, as 
the association will hold no more meetings 
until Fall. 

W. H. Kennon, formerly connected with 
the Sigler Bros. Co. for many years in the 
capacity of vice president and director, has 
entered the jobbing field, specializing in 
loose and mounted diamond rings and men’s 
and women’s set rings, etc. Mr. Kennon 
has been a buyer, has traveled for many 
years and has a very wide acquaintance in 
the trade. He is associated with H. J. 
Cawein, who is also well known to the local 
trade and that of surrounding territory and 
on whom he will call in the interests of the 
company, which is known as The W. H. 
Kennon, Inc. Headquarters are 805 Union 
Mortgage building, at the corner of Euclid 
Ave. and E. 9th St. Mr. Kennon and Mr. 
Cawein have ‘just returned to Cleveland 
from the east, where they purchased their 
Fall merchandise. 








Richmond, Va. 


On display at Schwarzschild Bros. well- 
known jewelry store is one of the most inter- 
esting watches ever seen in Richmond, Va. 
More than three-quarters of a century old 
and one of three made for the German royal 
family, it is now owned by a Richmond 
man. All three of the time pieces, made by 
the Record Watch Co., of England, dis- 
appeared years ago. The one on display 
here was located a few years ago at Nurem- 
burg. The other two are yet to be found. 
The hour and minute hands work from one 
to 12, then automatically snap back and 
start over again. The second hand moves 
from one to 60, then automatically snaps 
back. 

Morris Lutto, formerly manager of Gray’s 
jewelry store, 118 E. Broad St., now presi- 
dent of Lutto’s, a newly incorporated firm 
which recently took over the stock and fix- 
tures of that store and has just moved into 
new quarters at 104 E. Broad St., formerly 
occupied by Myers’ Toy and Novelty Shop, 
underwent a successful operation Sunday of 
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this week for removal of his appendix at the 
Retreat for the Sick. He had been suffer. 
ing from appendicitis for some time, the 
case developing into a chronic one. My. 


Lutto is also secretary of the 24 Karat Clyb 
of Richmond. On account of his going to 
the hospital, the club decided to postpone its 
monthly meeting scheduled to be held this 
week. 
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Clarence Loeb, of L. Loeb & Sons, leaves 
Monday on one of his long trips through 
the southwest. 

Edward Wuebbleding, of the T. Knoeb- 
ber Co., 811 Race St., left Monday for a 
long trip through California and the west. 

Hobart Wehking, Richter & Phillips Co., 
sold the two-family frame residence he 
owned at 4211 32nd St., Oakley, to Ray- 
mond Stankorb for $8,800. Mr. Wehking 
wants to acquire a single-family residence 
for himself and Mrs. Wehking. 

Colonel Charles Lindbergh, the world-re- 
nowned flier, has a reminder of Cincinnati 
in the shape of a Gruen pentagon watch, 
The timepiece was presented to him at the 
American Embassy in London when he 
visited England. Officials of the Gruen 
firm, here, cabled to their London head- 
quarters, directing that the watch be pre- 
sented to “Lindy.” 

Oliver E. Franke, jeweler with Walter H. 
Wilkening, suffered the loss of his wife, 
Mrs. Elsie Franke, who died at the home 
on Crestline Ave., Price Hill, Friday. Fu- 
neral services were held at the home, Mon- 
day. Mrs. Franke died five weeks after 
becoming the mother of a girl. Mr. Franke 
and a four-year-old daughter, together with 
the new born, survive Mrs. Franke. 

The Meyer Jewelry Co., at 44 E. 5th St, 
and E. Daniels Loan & Jewelry Co., at 503 
Walnut St., both in the Apollo building, 
will be compelled to find new locations next 
month because the Apollo structure is to be 
demolished. The wrecking crew will start 
work in order to clear the northwest corner 
of 5th and Walnut Sts. for a new office 
building on one of the most prominent in- 
tersections in Cincinnati, ; 

An especial appeal has been sent to the 
local police to aid in the search for Mrs. 
Elizabeth Thomer, mother of Charles 
Thomer, of the Dorst Co. in the Walsh 
building. Mrs. Thomer, who is 66 years old, 
has been in a highly nervous condition and 
left her home last Wednesday. She re- 
turned during the night, but completely dis- 
appeared after that. Charles Thomer was 
asleep at the time his mother came back 
home. Arno Dorst, president of the Dorst 
Co., is interesting himself in the search be- 
cause Mr. Thomer has been in his employ 
for a number of years. 








Joseph Pieper, Covington, Ky., jeweler, 
was the grand marshal of the Covington 
delegation at the annual children’s outing at 
the Cincinnati Zoo, held Wednesday, June 1. 
Transportation and entertainment was 
provided by the Northern Kentucky Auto- 
mobile Association and the Cincinnati Auto 
Club. 
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Notes from Ohio 





TRADE CONDITIONS 


Retail jewelry business for May showed some im- 
provement a survey of the Akron-Canton district 
last week indicated. For several weeks following 
the holidays jewelry merchandising slumped and 
dealers feared spasmodic buying would continue 
through the Summer, but in the past month so 
marked has been the improvement that it now looks 
as if June will experience normal buying. 





The C. F. Motz jewelry store at Wads- 
worth was broken into recently and a num- 
ber of gold pens and other merchandise 
stolen. The articles were left in the cases. 
Police have a list of the missing merchan- 
dise. 
Russell G. Shuster has become associated 
with the sales organization of the Pugh 
Bros. Jewelry Co., Youngstown. He is a 
member of the staff at the new store. He 
has for several years: been identified with 
retail jewelry merchandising. 

A. J. Eberman, for several years a Can- 
ton jeweler with a store on E. Tuscarawas 
St. will soon after July 1 move to a new 
store just across the street. More floor space 
and a much more modern store will be avail- 
able at the new location. Larger stocks 
are to be carried, Mr. Eberman said. 

Karl F. Eipper, Springfield optometrist, is 
chairman of the Clark county committee, 
which is assisting in making arrangements 
for the convention of the Ohio State Op- 
tometrists’ Association, to be held in Day- 
ton, June 12-15. Approximately 500 per- 
sons are expected to attend the convention. 
*Jewelry for women is one of the featured 
lines of the new Bon Marche store, located 
at 433 Market Ave., N. Canton, which re- 
cently was opened by a chain syndicate oper- 
ating several stores in the middle west. The 
jewelry section is located on the main floor. 
The store, exclusively for women, occupies 
three floors and basement. 

Jack Art, well known Canton credit 
jeweler, has taken over the business of the 
Kay Clothing Co., in which he had been 
interested for a number of years, and which 
business was conducted along with his 
jewelry business. The two stores will be 
consolidated and the stores operated sepa- 
rately although the bookkeeping department 
will be one. 

Thomas B. Kendall, for many years a 
retail jeweler in Canton whose store has 
been located just across the street from the 
Courtland Hotel, will discontinue business 
within a short time. An auction sale is 
now being conducted to dispose of the mer- 
chandise on hand. Mr. Kendall has oper- 
ated his store at the W. Tuscarawas St. 
location for many years. Until recently his 
son was associated with him in the business. 

Fifteen minutes of deliberation is all that 
was required by a Medina County Grand 
Jury to find Robert Arlington, Cleveland, 
and James McFarland, Brooklyn, guilty of 
robbery in connection with the Lodi jewelry 
store hold-up of April 11. The Smith 
jewelry store was held up and more than 
$1,000 in loot secured. James Madden, alias 
“Bob Sherwood,” Toledo, already had 
pleaded guilty. Joseph Earl Turney, Akron, 
leader of the gang, was slain in the battle 
with a posse of citizens which resulted in 
the capture of his comrades. Arlington on 
the stand admitted his true name to be 
Charles Canary, and said his home was in 
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Latonia, Ky. McFarland declared himself 
to really be Joseph B. McFadden, Detroit. 
Both of these identifications had previously 
been established by police. As George C. 
Frazier, former mayor of Medina, delivered 
the jury’s report in his capacity as foreman, 
Mrs. Canary was permitted inside the rail. 
She had not been allowed speech with her 
husband before. Police Chief J. D. Gorham, 
Ashlarfd, was on hand to arrest the two de- 
fendants if the Medina County jury failed 
to convict. They are charged with a jewel 
robbery in Ashland police say. 











The store recently. oceupied by the Par- 
rish Jewelry Co. is advertised for rent, while 
the fixtures and some stock is offered for 
sale. This firm closed its doors a few weeks 
ago and quit business. 

A. B. Brombley, of the Birmingham 
Jewelry Co., says business has been remark- 
ably good in spite of the fact that conditions 
generally have been dull for the past few 
weeks in many sections of the south. 

The retail jewelers and other retail mer- 
chants at Ensley, Birmingham suburb, are 
closing their stores every Wednesday after- 
noon, in order that their clerks and them- 
selves may have one-half holiday each week, 
during June, July and August. 

Many retail jewelers from one end of the 
State to the other, who were in Birmingham 
the past week attending the annual meeting 
of the Alabama Retail Jewelers’ Association, 
report business conditions in their sections of 
the State very satisfactory for this time of 
year. Some of them stated that business 
with them is better at the present time than 
it was a few weeks ago. 

After being delayed some time, R. M. 
Brombley has arrived in Birmingham from 
Des Moines, Ia., where he has been some 
months, and is again connected in the jewelry 
business with his son, A. B. Brombley, at the 
Birmingham Jewelry Co. Mr. Brombley, 
Sr., is one of the oldest jewelers actively en- 
gaged in business in Birmingham. He is 
past 70 years of age and is still quite active. 

The Moore Jewelry Co. on N. 19th St., 
like many other patriotic merchants of Bir- 
mingham, display a United States flag on a 
seven-foot pole in front of their store on 
holidays and special occasions. Recently the 
flag was missing from in front of this and 
other stores. Mr. Moore said his flag was 
located on Fourth Ave., in the negro busi- 
ness district. He reported the matter to of- 
ficers and they are investigating. Now Mr. 
Moore and other Birmingham merchants are 
debating the question whether it is a viola- 
tion of the Federal laws to steal a United 
States flag. 

The State legislature of Alabama recon- 
vened on June 7, after a recess of several 
weeks. Up to the present time nothing has 
been said or done by that law-making body 
relative to placing a special tax on jewelry. 
Some are of the opinion that instead of a 
special tax the State license may be in- 
creased. Clothing merchants throughout the 
State are fighting a proposed State tax on 
clothing. The druggists are fighting a pro- 
posal of the legislature to tax drugs and the 
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tobacco merchants are likewise fighting a 
special tax of 10 per cent. on tobacco, which 
the legislature is contemplating passing. 

Willard Drake, assistant county solicitor, 
in an address before the Associated Retail 
Credit Men here, told them that the mer- 
chants have the power to prevent bad checks 
being passed. “You can stop bad checks by 
not taking them,” Mr. Drake said. He told 
the merchants if they would use more pre- 
caution in taking checks from strangers it 
would have a tendency to lessen the attempt 
to pass worthless checks. He suggested that 
the merchants require every person wanting 
a check cashed to write and sign it in their 
presence. Now that the State legislature of 
Alabama is in session again, merchants from 
many places in the State will call upon that 
body to enact more stringent laws relative 
to bad checks. 
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TRADE CONDITIONS 


June trade with jewelry stores shows a marked 
improvement. The number of weddings, the gradua- 
tion events and improved weather conditions have 
helped a good deal. The stores are trying them- 
selves in getting up attractive displays in their 
respective windows. 





Memphis is very hopeful of getting the 
A. N. R. J. A. convention in 1928. President 
W. W. Dupree, of the Tennessee Retail 
Jewelers’ Association, who lives here, and his 
co-workers will leave no stone unturned. 

George T. Roy, jeweler and optometrist, 
in his removal sale on S. Main St., opposite 
the Hotel Gayoso, preliminary to having a 
larger store uptown, has had good crowds. 
The sale is the first special sale in 20 years 
with this house. 

The completion in the early autumn of 
several new structures in the central down- 
town section of Memphis is apt to open the 
way for new shops, jewelry and optical, or at 
least will afford some very modern locations 
in the very central section. 

J. H. Mednikow, of J. H. Mednikow & 
Co., wholesalers, 83 S. 2nd St., reports im- 
proved trade the last fortnight. Conditions 
in the towns that were in the flood area in 
Arkansas and Mississippi- and southwest 
Kentucky are getting normal again, and that 
means they are usually very prosperous. The 
rehabiliment work has been rapid and fine 
and reflects much honor to those at the head. 
Memphis business folk made a substantial 
contribution for work in the Memphis terri- 
tory. 








Clayton N. Wulff, Albert Lea, Minn., is 
financially embarrassed, with normal assets 
of about $13,502, and liabilities of $18,467. 
After investigating his affairs a creditor’s 
committee, composed of C. M. Slemmons 
of the Norris, eAlister-Ball-Bridges Co., and 
David Jeffery of the Jeffery & Harris Co. 
have induced the debtors to secure addi- 
tional capital and make an offer of settlement 
at 25 per cent net cash. This is strongly 
recommended to the creditors, as the com- 
mittee believes that in bankruptcy or forced 
litigation the estate would pay not more than 
10 per cent to 15 per cent. Goldman Alls- 
house & Healy, Chicago, are the attorneys 
for the creditor’s committee. 
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Add Our Modern Cases 


to your selling force 


Attractive Fixtures Make Sales 








Case and Table No. 107 


This case and other patterns on hand for prompt shipment. Write 
for catalog. be 


F.C. JORGESON & CO. 159-167 Ann St., Ill. 


Designers and Builders of High Grade Equipment for over 40 years. 



































ica” of the Business Men that fail come from the ranks of the Non-advertiser. Play Safe and 


a. Advertise. Write for our Free Cut Service. 


No. 
a F. 


SAFETY 


c 
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Heavy Shank 
Genuine one 
piece double head 
cameo, Belais 
white gold (also 
in green gold), 
6746— 


$24.50 





2 DIAMONDS 4/100 each A 5 L p R O FIT 2 DIAMONDS 4 ‘100 each 
; =S s —* 


NO STOCK TO CARRY 


Carry one initial ring as sample. 
Order on five days’ memo. when 
you have a sale in sight. Orders 
filled same day received. 

ALL EMBLEMS and INITIALS 
6517 on hand at all times $25.00 
Retail 








in every size 
Also in White Gold Incrusting 


Display Emblem Cards for your win- 


‘ as S 


This Reg. 


list. 
Next size larg- 
er stone, $2.00 














This <> Reg. Trade Mart 
@uarantees you gcouine diamonds 


Trade Mark 





fs FP pcrdeng mn additional. guarantece you genuine diamonds. dow in original colors free upon request. 
lectro % requ 

Solid Gold 14 Kt. White Gold CaN ALSO BE HAD I cuts in all emblems and initials 
BUFFALO JEWELRY MFG. CO. Top. Genuine Hope Ruby. lhe FREE with One or more Rings 


BLACK ONYX, 


GARNET, SARDONYX WRITE FOR WHOLESALE PRICE. 


“The Mail Order House to the Jewelry Trade” 


$01 Washington St. Buffalo, N. Y. 




















IMPORTER of WATCHES 


My Knowledge of Your Bracelet Watch Problems Enables Me to Supply You Retail Jewelers 
With the Best. 
Buy what you need in small quantities and buy often; buy on short terms and take all cash dis- 


counts. Small capital rightly used may outweigh big capital on the scale of profit. 
Max Hirsch. 
sail 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with THE 
JEWELERS’ C1RCULAR regarding any advantageous 


IVIVIVIVEVIS) device or plan which they are utilizing in con- 
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nection with their business. 

















Practical Talks on Selling 


No. [V—What to Say When Selling Clocks 





Written Expressly for The Jewelers’ Circular 


It is not the intention of this article to attempt to tell the practical Jeweler something he doesn’t know, but rather to assemble 
the sum-total of some personal behind-the-counter selling experience that has helped in making sales of diamonds. 
your own experience will add many points to those outlined heren. 


No doubt 














THE importance of the sales volume in 
the clock department, and the purpose 
clock sales serve in “tieing-up” the customer 
to your house for other goods entitles clocks 
and clock-selling to the close study of every 
progressive retail jeweler. Clocks can be 
one of the best or worst items for the 
jeweler to sell. If the clocks sold are re- 
liable and do not require too much servicing, 
they are a good advertisement for the house. 
A customer who is satisfied with his clock 
purchase, will be most likely to be favorably 
inclined toward the jeweler for jewelry, dia- 
monds and silverware. On the other hand, 
a customer who gets a clock “lemon” will 
be soured against your whole store. And 
he’ll probably do you more harm in criticiz- 
ing your house than it would cost you to 
give him a good clock, gratis. 

Many of you have some idea of the good 
business you have lost through the sale of 
an unsatisfactory clock, or through the in- 
judicious adjustment or aggravation of some 
customer’s complaint about a clock or clock 
repair bill. The cause of many “lapsed” 
customer accounts could be traced back to 
the clock or .watch department, or to the 
repair departments behind those lines of 
merchandise. 

Very often the source of the trouble will 
be found in the salesman who, through his 
intense desire to make a sale, has guaranteed 
the clock to keep “perfect” time, a silly 
promise or guarantee to make. 

It is often very expensive in the long run 
to sell cheap, unreliable clocks, whose only 
appeal is their low price. The public knows 
that it usually gets just what it pays for. 
And yet the public will usually “crash the 
door” when a cheap mantel clock is offered. 
«The “borax” jewelry houses know this and 
often features some mediocre clock, described 
m exaggerated language, and offered for 
sale to credit customers and new charge ac- 
counts only—“none sold for cash.” There 


is hardly any special offer a jeweler can 





make which is as sure fire in its results as 
a special clock. The adverse advertising 
the jeweler gets from the unreliable clock, 
however, takes all the joy out of the trans- 
action. 

Happily the public thinks first of the 
jeweler when contemplating a clock purchase. 
This is a predilection greatly to be en- 
couraged. In the public mind, a _ clock 
comes under the head of highly specialized 
merchandise, and the public would like to 
buy the clock from a specialist. The public 
just naturally—and rightly, too—thinks that 
a clock purchased from a reliable jeweler 
will keep time better than one he gets from 
a department store or a drug store. The 
progressive jeweler will keep the public 
thinking just this. He will hammer away 
at it in his advertising and in his sales talks. 
He will stress the service back of the clock, 
the reliability of the goods his house 
handles, and so on. 

Department stores and furniture houses 
are bidding keenly for clock business, and 
they’re getting a lot of it, too. The only 
way in which the jeweler can hold his 
present clock business, or increase it, is to 
sell something his competitors haven’t got. 
This is his name, his traditional role of 
purveyor of clocks, and his preparedness to 
stand behind clocks and service them. He 
must promise to see that they run, and run 
satisfactorily. He’s got it over his com- 
petitors on these points. They don’t adver- 
tise service much, or the weight of their 
names as inducements to buy their stock. 
Rather they feature clocks through the 
price and “eye appeal.” 

Every salesman handling clocks should be 
cautioned specifically against making ex- 
travagant claims as to a clock’s time-keeping 
ability. The public, as a rule, is level- 
headed enough to appreciate a frank and 
honest statement of the clock’s limitations. 
The public knows, or the salesman can tell 
it, that there is no commercial clock in 


existence that will keep “perfect” time. No 
clock should be expected to do this, and 
any salesman or jeweler who tells a cus- 
tomer this is lying outright, and is more 
interested in making the sale than he is in 
the value and service the customer will get 
from the clock. The customer will have 
more confidence in you if you tell him this 
than he would if you told him the clock 
will keep time to the minute. These silly, 
senseless promise of exact time-keepirig, in 
order to make a sale, gets the jeweler into 
more hot water than any other fool thing 
a salesman can do. 

The public’ will be satisfied with a clock 


* that will vary one to five minutes a week, 


if you explain to him the limitations of 
clock-making. You don’t have to promise 
the impossible to sell a clock. Tell the 
customer, when making the sale, that every 
clock requires regulation in the surround- 
ings in which it is to run. Tell him to 
expect some variation in its performance, 
but that your clock department will adjust 
that and regulate the clock to keep satisfac- 


tory time. The usual guarantee on clocks is 
one year. Be careful to tell the customer 
that this guarantee covers quality of 


materials and workmanship in the clock— 
that if any defect is found,in the clock in 
the guarantee period you will repair it or 
replace the clock. The more you promise 
any customer about anything, the more that 
customer will expect. That’s human nature, 
and you can’t do anything about it. 

IT know of any number of kicks, anger 
and animosity caused by impossible claims of 
accuracy made by incompetent salesmen in 
selling clocks. Customers call up in a 
towering rage reporting the clock three 
minutes off! Or the clock didn’t strike just 
right! The clock was represented as perfect 
in every respect when they bought it, and 
it isn’t, and they want it made perfect right 
away or you can come out and take it away. 
Some have even insisted on having the clock 
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Storekeeping Department 








taken back rather than to allow of its being 
regulated, and have vowed never to come 
into the store again unless their demand is 
complied with. If the customer is a good 
one there is only one thing a jeweler can 
do—take back the clock. 

You will find that department stores and 
furniture stores as a rule make no such 
extravagant promises. They simply don’t 
figure on doing a whole lot of servicing of 
the clock. If it continues to run bad the 
customer is just out of luck. He is some- 
times informed that the low price of the 
clock allows of no service on it. Contrast 
this treatment of a clock customer with the 
service rendered by one jeweler I know who 
has his clock repair department make a 
regular telephone canvass once a week of 
those clock owners who have purchased 
clocks costing from $30, upward. The de- 
partment asks how the clock is running, 
and if it shows any irregularity the depart- 
ment calls and inspects it. 

Shop the department and furniture stores 
carefully on prices asked for clocks you 
carry—and meet their prices in every in- 
stance. Then coach your salesmen to make 
your service behind your clocks their chief 
selling talk. There is no question in my 
mind as to whom the public will buy clocks, 
if prices are the same. 

Some jewelers are neglectful in carrying 
vital selling information through from the 
manufacturers’ invoices to the sales tags on 
clocks. The public wants to know if a 
clock is mahogany or mahogany finish; if 
it is veneered over gum-woods, etc. It is 
most important for the clock salesman to 
know all these facts, and to use all the 
favorable facts with all the selling force they 
will lend. A knowledge of the goods is 
most impressive on the customer. The 
salesman should make a close study of the 
manufacturer’s catalogs and advertising 
literature, because he puts into these all the 
worth-while facts he has about his goods. 

Many advertisers, salesmen and customers 
fall into the “chime” pitfall when discussing 
mantel clocks. The “chime” in a clock is 
a very definite and known accessory. Many 
disreputable jewelry houses call every 
mantel clock they advertise a “chime,” from 
$5.65, up. But all well-informed jewelers 
know that a “chime” is a set of four chime 
rods which, when sounded in alternation, pro- 
duce a “chime” or chord. Most such chime 
clocks have a fifth rod on which the hour is 
struck. Therefore the chime clock should 
have a set of five rods, no less. One 
rarely sees a chime clock which can be sold 
for less than $40. 

Another and much cheaper class of clocks 
is the “gong” clock, which has a coiled 
metal piece, looking like a large coil spring. 
This is known as the “cathedral gong” clock, 
although the description would be more 
accurate if it were referred to as a “gong” 
clock. The use of the word “cathedral” in 
this connection is sometimes misleading, as 
the public may confuse the clock with what 
is known as a “cathedral chime” clock. 
The cathedral identity in a chime clock 
proceeds from the association of ‘“West- 
minster chimes” in a chime clock. 

The salesman will find it particularly 
effective to demonstrate the chime arrange- 
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ment of a chime clock, and to explain just 
why it is a chime clock, just why chime 
clocks cannot be sold usually for less than 
$40, and warn them against confusing a 
genuine chime with a gong or two-rod 
clock. In many of the better clocks, made 
by some manufacturers, the retail selling 
prices on these clocks are fixed, so that de- 
partment stores, furniture houses and 
jewelry stores all sell at the same price. 
This fact affords an excellent chance for 
the jewelry salesman to sell his house’s 
service with his clock, in competition with 
the other handlers of the same clock who 
are asking the same price. 

The gong clock can usually be sold on 
the sweetness of its sound. The musical 
quality of the gong can be played up 
effectively and the customer can picture the 
article in his own home, on his own mantel. 
A clock “looks like the money” to a cus- 
tomer perhaps more than any one item the 
jeweler sells. , 

There is a third class of sounding mantel 
clocks about which jewelry salesmen should 
learn. This is the two-rod or “ding-dong” 
clock. It also is known by the somewhat 
misleading name of “Normandy Chime.” 
One large advertiser, noted for the truth- 
fulness of his advertising, got in a jam with 
his local retail organization by advertising 
some of these “ding-dong” clocks as 
“Normandy Chimes.” He advertised them 
as such after consulting the manufacturer’s 
catalog, talking with his salesman, and with 
his clock buyer. When he was informed 
by the advertising vigilance committee that 
the term was misleading he defended him- 
self by citing all his authorities but he was 
shown that a “chime” comprehends a set of 
four sounding rods. He withdrew his ad, 
coached his salesmen and has never used the 
term since. It is just as well, for the more 
careful the jeweler is to strictly classify 
and qualify his higher-priced goods, the 
more ready will the public be to accept his 
claims for them. 

The “ding-dong” clock has two sounding 
rods which strike the two alternate notes— 
“ding-dong.” It is a clock that usually sells 
from $15 to $35 and is an excellent clock. 
It can be sold on its merits, strictly, with- 
out encroaching on the qualities of its higher- 
priced brothers. 

As a rule, the majority of clock cus- 
tomers who want mantel clocks, say they 
want a “chime” clock when they come into 
the store, even if they only want to pay 
about $8 for it. Good salesmanship will, of 
course, sell them on the clock they can pay 
for, no matter what classification of clock 
it is. 

The importance of overhauling a clock be- 
fore it goes into stock cannot be too much 
emphasized. It is a most depressing anti- 
climax to talk a clock way up and then to 
attempt to demonstrate it and find that the 
chime rods are dead, or reverberate too 
much, or that the clock is too tightly wound. 
Very often the least little trouble of this 
kind will kill the sale, and the customer will 
be scared off the clock, even though the 
trouble is adjusted immediately. The 
public “fights shy” of clock trouble, and if 
a customer sees you having trouble with the 
clock he is going to buy, he pictures it as 
a trouble giver in his own home. 

As a rule clocks are adjusted and 
regulated well before leaving the factory, 
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but this adjustment may be deranged jp 
handling or in demonstrating in stock. The 
wide-awake clock department head will have 
all his clocks partly wound at all times ¢ 
they can be demonstrated on the instant, 

It is well here to warn clock department 
people against switching pendulums op 
clocks. Most pendulums are regulated as to 
length and weight for the particular clock 
to which they are to be attached, and to 
switch a pendulum means to throw the clock 
out of adjustment. This causes “grief” and 
runs up service costs. 

As in selling watches, it makes a dis- 
tinct hit with the customer to tell him yoy 
will have the clock thoroughly overhauled 
by your clock repair department before de- 
livering to him. This is a point of that 
boasted service you talk so much of, and he 
likes to see some of it. If the customer 
wants to carry the clock with him, well and 
good, but he must wait until your clock 
repair department looks it over. Then ex. 
plain to him very carefully about hanging 
the pendulum, winding and leveling his clock 
on the mantel. If a clock customer wants 
his clock delivered, then you can register 
point number 2. You can tell him that 
your house delivers a clock differently than 
other kinds of commercial houses. You do 
not merely have your driver deliver the 
clock to the door and leave it—Oh, no, your 
driver is an expert clock man who delivers 
the clock, sets it up, adjusts it and leaves it 
running in your house in good order. 

Some of the selling points outlined in this 
series of articles on retail jewelry selling may 
seem trivial in themselves, but when con- 
sidered in relation to the whole, they are 
important. The progressive jeweler will 
learn that the sooner he and his sales-force 
become real salesmen—actually selling in- 
stead of merely showing the goods, taking 
the order and wrapping it up, the sooner 
will his volume and his profits increase. I 
have very definitely in mind an example of 
real selling I encountered in the haberdashery 
section of a large department store. I 
wanted to buy a necktie for about one dollar 
and got into the hands of an inexperienced 
clerk who evidently didn’t know the stock. 
An alert young salesman adroitly took me 
off this clerk’s hands and showed me a 
necktie for one dollar. But he then began 
to talk wearing quality something like this: 


“This tie is a good value at $1, but 
after all it is just a one-dollar tie. As 
you know the first plave a tie wears out 
is in the area where it is knotted. Now 
we carry the line of a manufacturer 
who seems to have had brightness enough 
to learn that men dislike to see an 
otherwise perfectly good tie thrown 
away just because it has worn out in 
one spot. So he invented a special 
weave—this is the tie and this is his 
registered trade-mark (no one else can 
use it)—and this tie will resist for a 
long time the wear and tear at the 
knotting space. The tie costs more 
money but you will get back more than 
the difference in service. [I am so sure 
of this that you are authorized to bring 
it back for cash refund if it doesn’t live 
up to my promise.” 

Needless to say this young man made a 
sale—the tie is doing what he said it would— 
and I’d look him up if I went into that 

(Continued on page 95) 
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This Opening Attracted the Crowds 





THE opening of the new store of George 
L. Goldman, Kansas City, Mo., certainly 
attracted the crowds as evidenced by the ac- 
companying photograph. It is estimated that 
several thousand visited the store on the 
opening day when souvenirs were distributed 
to’all who attended. It is said to be one 
of the finest credit jewelry establishments in 
the State of Missouri and is located in the 
heart of the Kansas City shopping district. 
The store is 110 ft. deep with a 20 foot ceil- 
ing. The fixtures are entirely of walnut. The 
lighting effects are particularly noteworthy, 
owing to their beauty of design. The firm 
started in business in 1886 in a modest way, 
and entered the credit business four years 
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Where Shall the People Buy? 











Written Expressly for The Jewelers’ Circular 














beatin are the people of your com- 
munity going to buy their jewelry, sil- 
verware, watches and similar lines during 
the coming season? Are they going to buy 
most of these from you and other local 
jewelers, or are they going to send away 
from home for them? Or, are they going 
to buy them from the local hardware stores, 
drug stores, department stores, or from the 





THE CROWDS OUTSIDE THE STORE OF GEO. L. GOLDMAN ON THE OPENING DAY 


ago. The business is owned and conducted 
by George and Frank Goldman, who are 
very popular in the trade. During the open- 
ing the establishment was visited by the 
mayor and several city officials who are per- 
sonal friends of the owner. 


What to Say When Selling More 
Clocks 
(Continued from page 94) 





store again for anything in the line of 
men’s haberdashery. The same principle ap- 
plies in selling. clocks, diamonds, jewelry or 
watches. We sometimes wonder where our 
business is going to. In most instances it 
is going to the merchant who thinks enough 
of his business to study his goods and to 
sell them to the public in an energetic, 
sensible manner. 





“He didn’t tell me he loved me,” con- 
fided a girl to a friend, “but he kissed me.” 
“Ah,” replied the other, “he must love 
you if he kissed you.” 
—Stanford Chaparral. 
x *k 
“How’s for borrowing five dollars?” 
“Check.” 
“Haven’t you got it in cash?” 
—Wisconsin Octopus. 
x ok * 
tooth has its prospective 
—Boston Beanpot. 


Every sore 
silver lining. 


itinerant salesman, or from the mail order 
houses ? 

This question of where the people are 
going to buy is a very vital one to the 
jeweler. Is he going to sell the people he 
should, or is he going to allow others to get 
the business? 

Business is hard enough to get without 
allowing those who are not entitled to it to 
get it. The automobile, the radio, the real 
estate dealer and many others are competing 
with the local jeweler for the dollars of his 
community. Besides this, other firms are 
doing all they can to get the local business. 
If the local jeweler wants to get this busi- 
ness he must be up and doing. He must 
have complete stocks of the lines he sells. 
He must let the people know that he has 
these complete stocks. He must show the 
people that he really wants them to trade 
with him. 

Where should the people buy their jewelry, 
silverware, watches and related lines? If the 
answer is, “From the local jeweler,” then 
the local jeweler must be a “go-getter” and 
prevent the people from buying elsewhere 
by showing that his establishment is the 
proper place to buy these lines of merchan- 
dise. 

Ought people to buy jewelry from other 
sources than the local jeweler? If not, why 
not? 

The local merchants in all lines complain 
that people buy away from home. We have 


often heard from the lips of the local mer- 
chant that the people have no appreciation 
of what the local business men do for the 
community. They complain that they buy 
away from home without a thought of the 
benefits of buying at home. 

Outside competition is a very serious thing 
to the jeweler. This is especially true in the 
smaller towns and rural business communi- 
ties. Here it is probable that two out of 
every three homes have a mail order cata- 
log that is faithfully consulted many times 
a year, and much merchandise is bought 
through these catalogs. There is little use 
in complaining that “the people send their 
money away for their merchandise and then 
expect the local merchant to support the 
town with his hard earned money.” 


In seeking for a solution of the question 
as to whether the people ought to buy from 
mail-order houses it may be well to try and 
find the reason why they buy from them. 
Nothing could be more foolish than for the 
jeweler to believe that people buy from mail- 
order houses just to be mean and spite the 
local merchant. They buy there because 
they think they buy to better advantage. 
The local jeweler is thought to ask high 
prices for what he has for sale. The 
local jeweler is not free from blame in this 
belief. He has failed too often to tell the 
people about his prices, how fair they are 
for the quality of merchandise offered, how 
fair they are when the services he is willing 
to render are taken into account. If he 
advertises, he does so in such a formal and 
general manner as to confirm the public sus- 
picion that the prices are too high to even 
mention in his advertisements. If he does 
not place price cards on his wares in his 
windows he strengthens this suspicion. 


As long as the people think they are sav- 
ing money by buying from catalog houses 
they are going to buy from catalogs. It 
may be that no mail-order house is concen- 
trating on the business of the local district, 
but it is bound to be covered to some ex- 
tent by the semi-annual issues of the cata- 
logs mailed out in millions. No matter what 
the jeweler thinks, the people are going to 
continue to buy where they believe they are 
getting the most for their money. No matter 
how much the jeweler believes the people 
should not do this, nor how well he knows 
that they are not doing better for themselves, 
the people will continue to buy away from 
home unless he shows the people their. mis- 
take. People will continue to buy where 
they please, and they have that right, no mat- 
ter who it harms. 


It is human nature to follow the inclina- 
tions rather than to consider vague reasons 
of duty. The jeweler never yet found it 
possible to build up a business by telling 
people to do their duty. Thousands of 
jewelers, on the other hand, have succeeded 
in building up lucrative and profitable estab- 
lishments by showing the people the advan- 
tages of buying from themselves. No jeweler 
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can make the people believe it is their duty 

to buy from him, but he can make them want 

to buy from him for other reasons. 

Mail order competition is not a myth; it is 
a reality. Not only is the local jeweler suf- 
fering from this form of competition, but 
every other merchant in his town is suffering 
in a similar way. What then is to be done 
about it? The old axiom that fire should 
be fought with fire holds good today as al- 
ways. The catalog house gets the business 
through advertising. The merchandise is 
pictured, It is attractively described. It is 
priced. Advertising is the fire with which 
the local merchant can fight these firms. 
Local papers should be used freely to let 
the people know just what the jeweler is 
offering them, and at what price. 

It may be stated that the local jeweler 
should not make mention of his competition 
in his advertising. He should not tell his 
customers too often that he can do as well 
for them as the catalog houses. He should, 
as far as possible, ignore the outside com- 
petition—outwardly. But inwardly, secretly 
he should take every opportunity to show 
by facts and suggestions that he is the logical 
dealer in jewelry and silver, in watches and 
clocks, in novelties and other lines. 

The jeweler should let the people find out 
for themselves that they are making a mis- 
take by buying away from home, but he 
should make sure that the people will have 
an opportunity to learn the fact. 

The best results from advertising is ob- 
tained from consistent and persistent effort. 
Spasmodic advertising is of little avail. It 
may create a furor for a time, but people 
forget easily and must be persistently told 
the facts of the merchandise they are in the 
market to buy. 

Jewelers in the smaller places are usually 
found to be working at the bench. They feel 
that they have to do this to make both ends 
meet. Many of them have to do the repairs 
to keep the debts of the establishment paid. 
What of them? They are tied down to the 
bench, and have little time to devote to actual 
business boosting. What of them? Just as 
long as they keep their nose in the repair 
job they will always find trade dwindling 
away. It may be advisable for them to con- 
tinue at the bench and allow the assistant 
to become the “boss” of the salesroom. Or, 
it may be wiser to hire an assistant watch- 
maker and repair man, and devote more 
time to the selling end of the business. That 
must be decided by the jeweler for himself. 
If he feels that his place in life is at the 
repair bench, then at the repair bench he 
should stay. If, on the other hand, he finds 
he has a gift of salesmanship, of business, 
then he had better change conditions and 
find more time to devote to that end of the 
business. 

The other forms of competition must be 
met in the same way as that of mail order 
competition—by better facilities for doing 
business in his store. If the jeweler will 
only make the people want to buy from him 
he has won the game. He can overcome any 
kind of competition whatever. 

The local jeweler has all the advantages 
for doing the jewelry business in his favor, 
but he must see that they are kept in his 
favor. He has adequate stocks to choose 
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from, while the mail-order house offers only 
stock designs, common to all articles, to 
their customers. It is true that the prices 
quoted in catalogs are often low, but the 
surveys of business made in recent years 
show that the majority of the people prefer 
quality to price, specially designed and styled 
articles to standardized forms. This is not 
merely a statement. It has been proven by 
careful surveys in many lines of merchan- 
dise. 

The jeweler can make immediate delivery 
while the mail-order house buyer must wait 
for several days for the purchase. The mail- 
order house offers only a picture of the arti- 
cle to choose from, while the jeweler has 
the articles there to view and examine, and 





PRIZE WINNING SILVER DISPLAY: OF 


not only that but various designs to select 
from. There are no possible claims to be 
made against transportation companies, no 
chances that delays will keep the customer 
out of the article paid for, for many weeks. 
There is no additional charge for transporta- 
tion added to the price quoted. There is no 
money order to be bought, no orders to write 
out. The jeweler gives the customer every 
possible chance for proper selection and asks 
merely payment on the spot, or even grants 
a limited amount of credit, which the mail- 
order firm does not. 

With all the advantages in his favor the 
jeweler should be encouraged to go after 
trade. Advertisements should be made spe- 
cific. The nearer they can be made to a 
personal interview the better. They should 
tell something the prospective buyer wants 
to know. They should add suggestions that 
will make them want to know more about 
the articles advertised. 

The window advertising is as important. 





(Continued on page 99) 
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Prize Winning Window Display 





THE accompanying photograph shows the 

prize-winning window display of the an- 
nual Peachtree Arcade contest held during 
the week of April 11 to 17 and one of the 
finest displays of silverware ever made in 
Atlanta. 

It is the display of the J. J. Bookout Co., 
which won first prize over a field of 40 
contestants in the Peatchtree Arcade, and 
consists of more than $600 worth of the 
finest silverware. Included in the display 
are a noteworthy silver tea service and 
silver serving tray. 

Other articles shown included: Serving 
plate, large tray, pitcher, goblet, tea service, 








J. J. BOOKOUT CO., ATLANTA, GA. 


fruit bowl, sandwich tray, candle sticks, 
center piece, almond dish, bon bon dish. 

The display, which was made during the 
annual spring festival of the Arcade Mer- 
chants Association, stopped the judges as 
well as hundreds of passersby, with the 
result that it was awarded first prize among 
the contestants as the most beautiful display 
of the year. 








“Run upstairs and get my watch.” 

“Wait a while and it will run down.” 

“No, it won’t; ours is a winding stair- 
case.” 

—Grinnell. Malteaser. 
* * * 

“How did you ever manage to get rid 
of that broken down car of yours?” 

“Oh, that was easy; I sent my boy to 


college.” 
* * * 


“Paw, what is a cake eater?” 
“A ‘college boy who bites his nails so 
short that he can’t pick up cafe checks.” 
—Okla. Whirlwind. 
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Practical Publicity for the Retailer 
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EWELERS may well interest their local 
newspapers in running editorials describ- 
ing the part played by jewelry in making 
the world a happier and a better place in 
which to live. Here is an editorial which 


Sune Sale 


2b Aetaere our custom of several years, there 


extensive a ne ang throughout the 











ba during the-month of Jane. 
f 10 to 33% weet a red on Diam 
ve = Jewelry, Saaren ical Goods an 
Cutlery. ¢ only articles « 
not incl{ded in this sale are 
Lenox China and 






Watches, 






17-jewel Waltham Watch 
$22.50 
Gentleman's 17-jewel Wal- 
tham watch, in 20-year 
quality gold-filled double 
hinged back case. Regu- 
larly $35.00, During June 
Sale, $22.50. 












10 TO ONE-THIRD OFF OFFERED IN THIS JUNE 
SALE 


recently appeared in the Yonkers Herald 
and may offer food for thought: 


Jewels 


The wearing of jewelry is one of the 
oldest of human customs and, even in 








Here Is An Ideal 
Engagement Ring 


SG 1275 


WE know we have amongst our 
large assortment. of diamond 

Engagement Rings ‘just what you 
have in mind. Come in tomorrow ‘and 
make your selection. You will be 
agreeably surprised at the low prices 
for such wonderful value. We are 
reliable. You can depend on what our 
salesmen tell you. 

Th 

it of banat ‘whe gid” a 2 


Sraved, and set with a fine diamond in hexa- 
gon top and 2 synthetic sapphires in sides. 


LAMBERT BROTHERS 


Diamonds Jewelry Watches 
Third Avenue corner 58th Street 











Store hours 9 a. m. to 6 p. m. 











NOTE THE EASILY READABLE TYPOGRAPHY 


this enlightened age, a more universal 
custom than the wearing of clothing. 
No tribe or race of man is known of 
that has not some form of jewelry and 
there still are peoples who do not ob- 
serve the custom of wearing clothing. 

Americans have always been fond of 
jewelry in moderation, but in recent 
years there have been evidences of an 
increasing use of jewelry and jewels in 





The shelf, illustrated above, is decidedly 
useful where a —_ or other resting place 
és not available. 2144 inches long. $6.00 


o 
In Choosing A Clock — 
Come To A Clock Authority 
5 
a 
i 


face dock you buy today —if it is sclected wisely — 
may be an honored ‘and efficient servant twenty-five 
years hence. Or, indeed, an heirloom of acoming generation. 
So we say again, “come to a clock authority” where you 
may secure the benefits of a 
specialized knowledge in time- 
keeping, of designs most fit- 
tingly adapted to other-furni- 
ture in your home, of varicus 
tyes of clock movements. 
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Boudoi 
For the boudoii 


ic or desk. 
jial. Swinging frame in 


Gold di 
wave 8-day gtd ear a st 


case of con- 
fate Sesh Seth Thomas 
$17.50 
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p gtenstive — po eset 
an hour and half hour strike om per- 


DODGE & FRAZIER 
JEWELERS AND OPTOMETRISTS. 





CLOCKS WELL FEATURED 


this country. People no longer confine 
their articles of jewelry within limita- 
tions, as did the Puritan fathers and 
the early Quakers, and a great part of 
the public since. 

The average man today possesses and 
wears a watch, a tie pin, cuff links of 
precious metal, a lapel button or vest 
pin of some form, a watch chain and 
charm, an ornamental belt buckle, at 
least one finger ring and perhaps such 
items of jewelry as a pen knife, ciga- 
rette case or cigar cutter. As for the 
average woman of modernity, her col- 
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lection of jewelry includes rings, jewel- 
ed pins, hair ornaments, watches, neck- 
laces, jeweled dress ornaments, pendants 
and boudoir articles. And then there 
is the average American home in the 
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To PEACOCK’S 
Our Hearty Congratulations 


U™ the occasion of the opening of your magnificent new 
store at State and Monroe Streets, H. O. Stone & Company 
—Chicago’ 's oldest business institution—extends to you—Chi- 
cago’s oldest jewelry blish its heartiest 

As your records show, H. O. Stone, the first, who in 1835 laid the 
foundation of this house, was one of your earliest customers. You 
still have customers among us and we have for you the high re- 
gard and estecm of one pioneer house for another. Such a record 
of permanence as yours can be built on only one foundation— 
that of merit backed by the highest ideals of service. 

Both Peacock’s and H. 0. Stone & o a 
Company began with Chicago, grew as 
with Chicago and have served the 
people of Chicago for nearly a cen- 
tury. For old time’s sake, we hope 
that your new store may mark the be- 
ginning of a new and greater era of en 
success for you, continually exempli- |. WF, 
fying the principles which have been Sa 
responsible for your years of progress. 


H.O.STONE & ¢ CO. 


BOI NI DS ‘AND 








6 N. CLARK ST. cue 160 nee oan nt = 











COMMENDING A RECORD OF ACHIEVEMENT 


decoration and equipment of which the 
jewelry store is playing as large and 
important a part as it is in completing 
the attire of the occupants of the home. 

Jewelry, both of the ornamental and 
useful varieties, stands pre-eminent 


For the boys and girls of 1927 


The boys and girls of the class of 1927 are leaving the 
shelter of school or college. They face the land of 
promise, where lie riches aid happiness. We wish them 
well, and help as many of them as we cam over the 
stony, broken road of experience and endeavor which 
they must tread. 


You know a boy or girl, or perhaps both a boy and 
girl, who are graduating this year. You want to pte 
each a remembrance of the day that marks the’ peak of 

tion day. 


yet ky ber He will need one now 
that he is becoming man, with trains to catch 
“agra We have a wide 


pour pedir rene 
strap and pocket watches. Has he cuff-links, a belt 
buckle, a silver pen or pencil, a bill-fold or wallet, 2 
signet ring, a soft collar pin? 
+ Has the girl a wrist watch, all the bracelets she wants, 
a. choker necklace, a ring with her faworite stone, a 
traveling clock, a complete silver set for her dresser? 


Let us show you appropri f duati. 
remembrances. asides 





Shreve, Crump and Low Company. 


FOUNDED IN 1000 


Gold, Siver and gopelny Makers of Original Gifts 





TO MAKE THE RISING GENERATIONS HAPPY 
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among Christmas gifts because, though 
in universal demand and use, it re- 
mains a luxury and the most practical 
of people still insist upon combining in 
the Christmas gift the useful with the 
luxurious. 

In the modern jewelry store has the 
gilded and jeweled dream palaces of the 
Arabian Nights materialized to prove 
to the people of the United States that 
the imaginative treasures of Aladdin, 





Smith Patterson fo | 


DIAMOND MERCHANTS Ano JEWELERS. 
52Summer Street, Boston. 




















Silver of every design—the dignified severity of the 
early American, the rich ornamentation of the classical 
French periods—at Smith Patterson Co. you will find 

4 = remarkable silver for every home and every :purpose—the finest a — 


fae siteer Vase quality is assured. of price is typical. Silvera really | 
14 inches high, fine candlestick 
$18. Above is sketched « splendid reproduction of an Early et the unusual 
Other sizes at American coffee set—tankard style—three pieces, $100 price of $10 the 
pair. 


various prices 
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Pout Revere Cream 

new emart mode! " 
fa Slow Candlesticks. aol oe pas i 
$16 the peir mous patters, $37. 


Colonial Coffee Set, unusual sim- 
plicity and grace of outline, $85. 





Sandwich Plate, » new design - with 
jerced border 





pierc: an excellent value at 
$20. Comport, « decoretive gift for the 
table, $10. 














PLENTY OF SUGGESTIONS HERE FOR THE BRIDE 


the Spanish Main and Captain Kidd 
were a beggar’s alms as compared with 
the wealth of this nation. 

*x* * * 


HE successful advertiser is the man who 

tunes up his advertising to meet the 
exigencies of the time. This means that he 
will think along modern lines and act in the 
same way. Going along in the same old 
way, using the same old copy year in and 
year out with no thought of readjustment 
to changing conditions, will not bring suc- 
cess. If a jeweler’s prestige has already 
been established and he is so well-known 
and so conservative that he wishes merely 
to announce his name and “diamonds, 
watches and jewelry,” he is privileged to 
pursue this course but the newness, fresh- 
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ness and vigor of an original touch in the 
copy or a stimulating suggestion to a 
lethargic public will certainly prove more 
resultful. Any jeweler may key the ad- 
vertising up to changing conditions without 
indulging in over-sensational advettising. 
Too much may be said as well as too little. 
Exaggerated statements today are well taken 
care of by the Better Business Bureaus 
throughout the country working in co-opera- 
tion with our jewelry organizations. The 
average jeweler working to increase his 
turnover must put thought behind his ad- 
vertising and give suggestions to his 
readers. The public is loath to act without 
the stimulating effect of suggestion. 
* * * 


“For the Boys and Girls of 1927” makes 
an apt caption for an attractive announce- 
ment used by Shreve, Crump & Low Co., 
Boston, Mass., in a space of 10 inches three 
columns wide. There is a touch of good- 
will and good wishes for the boy and girl 
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cently carried out an advertising ideg in 
co-operation with a local theatre which gave 
him a great deal of valuable publicity, 
The following announcement was sent oxt 
by the theatre: 





THE COLONIAL THEATR. 
announces 
an unique presentation on the stage 
by 
ENRIGHT’S 
Jewelers 
“The Million Doliar Bride’ 
supported by a 
“Ballet of Jewels’ 
in dances of charm, with costumes of 
splendor, displaying the costliest of 
jewels and gems ever shown 
to a theatre audience. 
Thursday Eve. Friday Eve. Saturday Eve, 
May 26 May 27 May 28 
Twice Nightly 7.00 and 9.00 
Direction Stanley Company of America 

















the finger. 


One of the smartest fashions of today is 
that which matches the wedding ring to the 
engagement ring. Of course, if you have not 

ven “her” the engagement ring, as yet. it 
is a simple matter to choose matching rings. 
Illustrated you will see two such sets—out 
of the many in the McNeel collection! At. 
the left is an emerald-cut diamond of tare 
beauty and purity, its flawless perfection 
emphasized by its mounting of platinum, set 
with tiny diamonds. This is $1,850 and the 
matching wedding ring of platinum, paved 
with small square cut gems, is 


£25 E Houston 





‘With This Ring I Thee Wed” 


HAT tender memories hover around the words, spoken in the hush of 
solemn feeling ., . the yows pledged as the slim circlet is slipped over 


The wedding ring, a circle symbolizing unending love, changes 
with the times. Today it is an incredibly slender circle of white gold or platinum, 
oftimes studded with the fire of diamonds—that stone ascril 
as the gem of the innocent and of the great. 


“One Price” 


MoENEEL' S 


by the ancients 


To the right you see a gorgeous stone, set 
square, held in a shank of platinum and sap- 
phires, with 22 small diamonds sunk into the 
‘metal. This is $950 and the matching wed- 
ding ring is $300. 

A white gold ring of lacy pattern, set with 
a diamond of sparkling brilliancy is $100— 
and a white gold wedding ring. set with three 
small diamonds is only $25! Set with five 
gems, the same ring is $35 and a white gold 

_wedding ring set with seven diamonds is $45. 

White gold rings, delicately carved, may 

be chosen at $10 and $12.50. 








San Antonio 





SENTIMENT AND 


graduate that will make a strong appeal to 
the parent, and the suggestions offered are 
those that will make a strong appeal, be- 
cause they are appropriate and the pur- 
chase of many of these articles will not in- 


ORIGINALITY HERE 


The exhibit was advertised to be shown 
on Thursday, Friday and Saturday, May 26, 
27 and 28; two exhibits were shown each 
night, at seven and nine o'clock. 

The “Ballet of Jewels,” Mr. Enright ex- 


Be 
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Deep in the hidden fastaesses of 
safety boxes, bank vaults and tarnished 
old jewel cases are lovely old jewels, for- 
gotten and unloved!...the whirling sun- 
burst of the Victorian period. . .the blaz- 
ing heart and the spread-winged bird of 
a more sentimental era...or perhaps a 
fat little gold ring with a trio of stones, 
or @ coronet...not old enough for an- 
tiques—just hovelessly old-fashioned. 

You wouldn't wear 


of Yesterdays 


GQ 

McNeel originations in fine jewels 
are the proud possessions of many in 

San Antonio and South Texas. 
you have jewels wasting their 
beauty—renew their charm by modern- 
izing their settings. A whirling sun; 
burst, or richly jeweled heart or bird can 
be made into 2 strikingly beautiful bar 
pin—a dinner ring—or a bracelet. “By 
combining the stones in several old 
pieces and adding a few 


today's 
frocks! 








yesterday's clothes. And 

won't wear yester- 
dav's ornaments—but you 
CAN give them a new 
setting, which will make 3 
them a smart accessory to (e 


MEeNEEL S 


Yq small new stones, gor- 

} geous effects may be 
” achieved at a fraction of 
the cost of such pieces, 


today. o 
’ Bring in yesterday's 
and tomorrow's Beka gifts and let us frame 
them in new loveliness. 











po) 223 East Houston Street. 


++. One price... 


San Antonio, Texas. 4 


AND A COMBINATION OF POETRY AND COMMON'SENSE IN THIS SELLING TALK 


volve great expense. This is the thought- 
ful type of advertising. 

‘Wiss Sons, Inc., 665 Broad St., Newark, 
N. J., in a space of 5% inches double 
column, advertise a June sale offering a sav- 
ing of 10 to 33% per cent. 

John D. Enright, Philadelphia, Pa. re- 


plains, consisted of six girls dressed in cos- 
tumes representing the various jewels m 
connection with his Germantown store. 
Many manufacturers contributed to the ex- 
hibit. Whiting & Davis sent two splendid 
gowns made of silver and gold mesh. 
Anyone looking for an engagement ring 
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Retail Advertising Department 


— 


would be impressed by the announcement of 
Lambert Bros., New York, which featured 
in a space of five inches, double column, 
4 diamond ring at $275. The ring was of 
18-kt. white gold, pierced and engraved, and 
set with a fine diamond in hexagon top 
and two synthetic sapphires in the sides. 
Clocks are well featured in an announce- 
ment of eight inches, double column, by 
Dodge & Frazier, Plattsburg, N. Y. Under 
each illustration is a terse description of the 
clock. The caption, “In Choosing a Clock 
Come to a Clock Authority,” is excellent. 
This is the kind of advertising well 














How FAR is it 
to the heart of a Bride? 


One gift away—if that gift be 
Sterling Silver. For Sterling, be- 
ing the gift she most desires, wins 
gratitude as swiftly as an arrow. 
Let. your tribute of Sterling go 
winging its way to the bride. Just 
as good taste decrees that your 
gift be Sterling Silver—so good 
judgment counsels, “Buy it at 
our store.” 


of 1S Serling 


~more can not be said 


HUFNAGEL, Jeweler 


ESTABLISHED 1885 
MOUNT VERNON, NEW YORK. 











WELL CALCULATED TO INCREASE SILVER SALES 


calculated to make the public buy watches 
or clocks from a legitimate jeweler. 

An unusual and attractive make-up is a 
feature of the announcement entitled “With 
This Ring I Thee Wed,” of the McNeel 
Jewelry Co., San Antonio, Tex. The an- 
nouncement was used in a space of seven 
inches, six columns wide, and contains 
much sentiment. 

“Renew the Charm of Yesterday’s Gift” 
makes an appealing caption of an advertise- 
ment advertising new jewelry for old. 
“Bring in yesterday’s gift and let us frame 
them in new loveliness,” tells the story im- 
pressively. 

The value of the jeweler’s name is em- 
phasized in another excellent announcement 
entitled: “What Other Name?” “There 
are two names on the gift you send,” reads 
the advertisement. “One is imprinted on 
your card—the other on the gift. When 
you select your gift at McNeels the card 
with the ‘other name’ speaks clearly of your 
care in choosing, for a gift from McNeel’s 
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carries with it that indescribable aura of 
princely giving so subtly conveyed by your 
jeweler’s mark on your gift box.” 

“Gifts of Silver for the Bride” are well 
featured in a striking advertisement by 
Smith-Patterson Co., Boston, Mass., in a 
space of 1434 inches, three columns wide. 





Charity Demands for Window Space 





(THERE is no town or city which is en- 
tirely free from demands made by the 

residents on behalf of some pet charity, 

church, school or other organization. 

But one of the worst requests of these 
organizations is that for permission to place 
a crudely made display card, of strictly ama- 
teurish proportions in your thousand dollar 
window. 

You’ve seen them, the kind that I mean. 
A big colored picture cut out of a magazine, 
and pasted in the upper left hand corner 
of the huge card. Then a horribly lettered 
message, capital letters where the small ones 
should be, and just as often as the other 
way, a small letter starting a word, with 
an exceedingly large one following. No 
doubt the maker didn’t know how to make 
all the letters of either alphabet (large or 
small) very well, so just made those they 
could make the best. But the result is some- 
thing that makes a high-priced jewelry win- 
dow look like 30 cents and half of that 
spent. 

And yet, unless your merchant’s associa- 
tion, or all the jewelers in town, or some 
such a coalition unites in refusal to put 
such a card in the window, you will incur 
the ill-will of the women, for it is usually 
the women who make the request, and it 
may hurt your business. 

In Quincy, Ill, where there were for- 
merly many display cards all up and down 
the streets in the business section, now, 
since the Retail Merchants’ Association has 
taken action against the practice, you sel- 
dom see one of these cards, save in grocery 
and druggist windows, these people for some 
reason failing to enter into the coalition. 

Perhaps you will ask the question: “How 
did this refusal to place these cards in the 
windows affect business?” 

There might have been a few angry women 
on the first rounds, when they met with 
refusals, but some of the merchants kindly, 
but firmly pointed out that the way to ad- 
vertise any project was by means of the 
newspapers. That it is their business, the 
way they make their living, to do such ad- 
vertising, and that a store which pays several 
hundred dollars a month rental cannot afford 
to lose the appeal of their windows for a 
two cent card. 

If the home-made poster plan has not hit 
your town or city, you are indeed fortunate, 
but it hardly seems possible that all parts 
of the country have not had this evil to 
contend with, and in such case, you ought 
to get your merchants together, and no mat- 
ter how much some of them may be at 
swords, points get them to bury the hatchet 
long enough to agree on the elimination of 
these display cards. 

Perhaps you have had a contest in your 
city. Here the schools sponsor the contest, 
and a self-appointed committee goes around 
to inspect the fearfully and wonderfully made 
productions, each mama enthusing over the 
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work of her own duckling. But, woe betide 
you, if you have removed the work of art 
before the committee arrives. 

It is a practice which must be stopped 
by concerted effort of the jewelers of any 
town or city, and if your merchants are still 
bothered, why not be the one to set the 
ball rolling? 

Just put the argument this way: “These 
people have no more right to ask space in 
your window than you would have to ask 
another merchant for a space in his window. 
It is an enterprise for the making of money, 
just as your business is, so they should use 
the same channels of advertising as you 
have to use for yours.” 

Do it today. The sooner you start, the 


sooner the trouble will be ended. 





Where Shall the People Buy? 





(Continued from page 96) 





The style of the display should be frequently 
changed sp that the people passing the dis- 
plays will recognize the difference. The dis- 
plays should frequently present merely a 
single line; at others it may represent the 
entire stock, but always with prices quoted 
fearlessly. There is need for a little more 
aggressiveness in the jewelry business. 

The reason why the department store and 
others are selling more jewelry, silverware, 
watches, and other lines the jeweler han- 
dles is because of their aggressiveness. They 
go in for turn-over and base their profits 
on turn-over. They do not fear to spend 
three to five per cent. for advertising. And 
it is because of this attitude towards the 
lines advertised that they achieve a certain 
measure of success, and be it remembered— 
every dollar spent for these lines with these 
stores is coming from the jeweler. 

Business goes to those who go after it. 
With all the advantages in his favor the 
jeweler should be doing a much greater vol- 
ume of business. It is up to the jeweler to 
get the bulk of the jewelry business between 
now and Christmas. Will you get your pres- 
ent method of advertising to bring in your 
share? 





Salesmanship 


In a certain jewelry store in Washington, 
D. C., there is a salesman who generally 
manages to ring up the cash register more 
frequently than any other salesman in that 
store. He has the habit, when he has no 
one to wait on, of posting himself at the 
door, and when a customer comes in he 
opens the door for him, and says: “Good day, 
sir! Something I can do for you!’ 

He then shows the diamonds, watches, or 
what is wanted in orders of threes. ‘He 
seldom pulls out a whole case to let the 
customer select at random, unless the custom- 
er asks for it. 

In this way he does not confuse the 
custumer with a large variety of selection. 
If those three won’t do he fishes out three 
which he thinks will do the trick. 

He never takes “I’ll look elsewhere” for 
an excuse for not buying, or “I’ll come back 
again when I’ve decided.” He never lets a 
customer go away empty handed if there is 
any way of stopping it. 
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Perhaps you may think not, but if your work- 


did yo 0 swallow room is tinged with red, then you ean depend 
oon: daily dos¢@ that you need 


o DUST impRoveD POLishing 


Dust Collector 


It’s an insurance policy that actually prevents 
| you from dosing yourself with daily doses of 
\ dust—preventing damage or disease to your 


lungs, stomach and other internal organs. 


You can’t afford to ignore this danger, especially when the cost is but a few cents 
a day—the very smallest amount of work in the factory, shop, store or salesrooms 
warrants the purchase of one. 


falinformton. LIMAN BROS. **xo you” 


Makers of Good Machinery for 35 Years. 



























THOMAS J. 


DEE & CQO 


REFINERS 


us supply y with We br aes . Ww 
. egypt wa | Sweeps, Polishings, Gold, Silver, green gold—plates, wires, 
plat J1ales, ° and solders in l10Kt., l4Kt., 
Platinum and Plated Scraps. tsKt.. alec white Sek ann 
ase | golds. 18) oe GOLDS 


MANUFACTURERS | ®t 


Platinum and White Gold Wedding 
Ring Blanks. Fancy White Gold 


Mountings. Selections Sent on Request. ; , 
Refining and Manufacturing Plant: 


Purchasing and Sales Dept.: 
5 So. Wabash Ave. CHICAGO 317-319 E. Ontario St. 





and 15 Tate! 


s and wires, also 
jo) E-Gatetebes| 

















Foot Blowers 


Supplying air for blow- 
pipe work. 
Genuine Buffalo Dental 





Gold, Silver 


wane Foot Blowers, Fletcher 
4 pattern, are widely im- 

P atinum itated at lower prices. 
No imitators use the 


same quality of boards, se- 
lected sheepskin bellows, 
or Up-River Para Rub- 
. ber disks. 

4) Quality goods last longer. 


Refiners and Assayers 











T. B. HAGSTOZ @ SON eo A ce i cetaleg Bd 
| 709 Sansom St., Philadelphia Buffalo Diecital i iadisiine Co. 


Box 979. BUFFALO, N. Y. 
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Oscillating Watches 





Communication from the Laboratory of Horological Research (University of Neuchatel) 




















AY horologists know, or should know, 
that if a watch is suspended from a 
nail in such a manner that it is not dis- 
turbed by friction, it sets itself in oscilla- 
tion, and that fact more or less modifies its 
rate. The mechanical study of this phe- 
nomenon has already interested several 
physicists and astronomers; we refer par- 

















Fig. 1 


ticularly to the work of W. Thomson (Lord 
Kelvin) and of J. J. Schaw. 

In its principal points the problem pre- 
sents itself in the following manner: the 
Suspended watch, whose balance we will 
Suppose at rest, constitutes a physical pen- 
dulum of a natural period of oscillation T’, 
depending upon the dimensions of the watch 
and the position of the axis of suspension. 
On the other hand the watch being fixed 
and running, its balance has a period T, of 
0.4 sec. We always refer to the complete 
oscillation. 

When a running watch oscillates the two 
systems of which we are speaking become 


coupled by means of the balance spring, and 
the oscillation of one system tends to effect 
that of the other, the movement of the bal- 
ance being controlled by the escapement 
mechanism, the watch is caused to oscillate 
and this movement reacts on that of the 
balance, modifying the period T and conse- 
quently the rate of the watch. 

An immediate observation gives evidence 
of two very distinct phases of the phenome- 
non. During the first the watch oscillates 


oL 


Amplitude in Degrees 
& 








alter it. Lord Kelvin and J. J. Schaw, pre- 
viously mentioned, modified the period T 
by suspending the watch in different ways 
or by overloading it in such a way as to 
increase its moment of inertia. But it is 
impossible, under these conditions, to pre- 
scribe to T* very great or, above all, very 
small values. We have used a_ simple 
method which permits the realization of 
these desired results, 

The apparatus consists (Fig. 1) of a 
steel wire, held at its end by a clamp, the 
length of which may be varied from zero 
to about a meter. This wire supports a 
horizontal plane covered with cloth on 
which the watch is placed, care being 
taken to have it as nearly as possible in 
the center. The whole thing then consti- 
tutes a torsion pendulum, having the period 
T’ depending upon the movement of inertia 
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True Period 


Fig. 2 


with periodically variable amplitude; it pro- 
duces a fluctuation (tick-tack) between. the 
two periods T and T*. After more or less 
considerable time, which depends chiefly upon 
the retardation, which is always present, it 
establishes a direction and the amplitude of 
oscillation remains constant. The period 
of the whole combination is then the same 
as that of the balance, which no longer has 
the normal value; there is a forced vibra- 
tion. We shall consider from now on only 
this second phase. In the following dis- 
cussion we shall present an experimental 
study of the question, reserving until later 
a mathematical analysis, all the elements 
of which we do not have yet and which 
comes up elsewhere in more detail. 

In order to systematically study the phe- 
nomena, it is necessary to voluntarily vary 
the period of oscillation T* of the watch 
and that within as large limits as possible. 

The period T, of the balance is set by 
construction. It would be delicate work to 


of the movable part, the dimensions of ‘the 
wire and its modulus of elasticity. 

The theory of the torsion pendulum shows 
immediately that the period T’* is propor- 
tional to VL, L being the useful length of 
the steel wire. We commenced by de- 
termining the proportionality between T* 
and VL. In this case, the watch having 
stopped and its balance having been wedged 
by means of small pieces of soft paper, we 
made the system oscillate by giving vari- 
ous length to the wire and determining the 
period in each case. For this purpose we 
used slow movements, in order to be able 
to easily count the oscillations during a 
given time. The results of these measure- 
ments were carried out graphically, plot- 
ting the periods T* as ordinates and VL as 
abscissa. The points fell on a very straight 
line, which prolonged did not pass exactly 
through the origin of the axes; that is to 
say for L=O, T* is not O but approxi- 
mately 0.009 sec. This arises from the fact 





102 


THE JEWELERS’ CIRCULAR 

















HANDY & HARMAN 


Dealers in and Refiners of Precious Metals. 


And so in 
Platinum— 


HE recognized position of leader- 

ship enjoyed by Handy & Har- 
man in the field of silver is evidence 
of their ability to serve you well in 
the field of platinum. A firm with the 
standing of Handy & Harman can af- 
ford only to excel in all its depart- 
ments. 

With special emphasis on platinum, 
you will find Handy & Harman’s 
prices reasonable, quality high, and 
terms satisfactory. 


57 WILLIAM STREET 
New YorK CITY 
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HOOVER & STRONG, Inc, 


—Netallurgists 


Qrrice anp Works, 119 West TuPPER STREET 
BUFFALO, N.Y. U.S.A. 





| Delighted Customers 
Build Business Profits 


Your customer does notice how well 
Hoover White Gold looks and wears. 
Even commonplace observation reveals 
{ the distinct superiority of its white color. 
Discriminating taste invariably chooses. 


Hoover White Gold 


Send us your accumulation of sweeps 
§ and scraps today. Our efficient and reli- 
able refining service has pleased and 
profited hundreds of customers for 15 
years. 














Golden ule Refiners - Since 19/2 














Fulcrum Oi! Gompany 


Warm Weather Is Here 
Do You Know That 


gee OIL 


Ay i is the only lubricant for 


WATCHES and 
CLOCKS 


ever produced 


That Will Not 
Evaporate 


when subjected to 


And we can prove it! 





“If you are not using Fulcrum Oils, 
you are not using the Best Oils.” 





All material jobbers sell Fulcrum Oils 


Franklin, Pa., U.S.A. 


@ We wish to call your attention to the fact that 
we are in a position to do your melting of gold, 
silver, platinum, or any waste that contains 
precious metals, while you wait. We will return 
your metal or pay you full market price for same. 


@A trial will convince you. 


M. WALLACH 


Gold, Silver and Platinum Refiner 
ASSAYER and SWEEP SMELTER 
26 Forsyth Street New York 











extreme heat? 


The Winter’s School of Jewelry Engraving Enjoying Good 
Business This Spring. 

Recent enrollments at the Winter’s School of Jewelry Engraving are 
Lewrence C. Petri, Columbus, Georgia, son of Kinsel & Petri, Jewelers; 
Charles W. Morgan, jeweler, of Grand Rapids, Mich.; Edward Gron, of 
Chicago, Ill., and Albert Wellnitz, of Racine, Wis. All of these students 
ore enrolled ‘for a four months’ course under ‘the expert instruction of Mr. 
Winter. Besides having a good number of students taking the evening 
course, the school teaches also by mail through the Home Study Course, 
which is most successful. Over forty enrollments have been made in this 
department during the past year. High grade jewelry engraving is also 
done for the trade where ever good engraving is demanded. 

——<- Winter's School of Jewelry Engraving, 343 W. North Ave., Chicago. um 








THE BUYERS’ DIRECTORY 


Price $1.00 
The Jewelers’ Circular, 11 John St., New York 







































Jpne 45, 1927 


that the plane is attached to the wire by 
three metallic bands, not absolutely rigid, 
which permit an oscillation of a very small 

riod; perhaps also the clamp does not 
hold the wire exactly at the end of the jaw; 
it is probable that these two causes act 
simultaneously. 

The period of the balance, modified by 
the oscillation of the whole, is determined 
by observing the rate of the watch in the 
ordinary way. In case the suspension wire 
js very short or very long the change of 
rate is very small and requires an entire 
day, even several days, in order to be de- 
termined with precision. If, on the con- 
trary, a semblance of resonance is found, 
that is to say, if T* is approximately O.4 
sec, which in our case is produced by a 
length of wire equal to about 183 mm., the 
rate of the watch is changed very consider- 
ably, gaining over a quarter of an hour a 
day. A continuance of observation of 20 
to 30 min. is sufficient. 

As can be seen, the causes of retardation 
act strangely on this phenomenon. There 
are two new retardations to consider, one 
which is subject to the balance, which de- 
pends on the resistance of the air and other 
frictions effecting that part; it would be 
very difficult to change it to any extent. 
Then the retardation which is subjected to 
the entire system, due to the resistance of 
the air and the interior rubbing of the sus- 
pending wire, on which we have acted in 
the following manner, a cylindrical brass 
tube (Fig. 1) about 3 cm. in diameter and 
10 cm. long is soldered to the moveable 
plane and subject to the torsion balance 
oscillations. By plunging this cylinder more 
or less deeply into a viscous liquid (water, 
oil, etc.) it was easy to change the re- 
tardation rate considerably. In order to 
determine the value in each particular case, 
a very light hand or needle of straw was 
placed on the plane, its end moved over a 
scale divided to millimeters. The ampli- 
tudes were noted at different times. 


The moment of inertia of the oscillating 
system, the plane and the watch were de- 
termined by the method of Gauss, by ob- 
serving successively for a given length of 
wire, the periods of oscillation with and 
without the addition of a carefully turned 
brass disc of a known inertia. 


The observations have been taken, on the 
one hand, on the variations of amplitude of 
forced oscillations of a watch ir. move- 
ment of the natural period T* and that for 
different retardations; on the other hand, 
on the variations of the rate of a watch, 
therefore the period T of the balance was 
working as the period T’ of the whole. 

_A. Variations of amplitude of oscilla- 
tions with T*; resonance curve. 

By the general study of forced vibrations 
we know that when we impress on a sys- 
tem of period T an oscillation of period T’, 
the amplitude of oscillations reaches a maxi- 
mum about when T=T" and that more so as 
the retardation is less. The representative 
curve reaches, at that time, a very sharp 
maximum at the point of resonance. The 
Phenomenon which we are studying pre- 
sents the behavior of the method in ques- 
tion, in a classical way. 

The determination of the amplitude has 
been made, as said above, in connection 
with the retardation by observing the dis- 
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placements of a very light hand fixed to 
the moveable part, on the millimeter scale, 
and that for different lengths of the sus- 
pension wire, consequently for different 
values of T*; in Fig. 2 these amplitudes, 
measured from the point of equilibrium, 
are expressed in degrees. 

We have experimented with three differ- 
ent retardations, the natural retardation due 
to the air and the interior friction of the 
suspension wire, then in plunging the cyi- 
inder from 6 cm. to 7.5 cm. into the very 
viscous oil “Autol.” 

Figure 2 represents the results, and, it 
seems to us, dispenses with the necessity of 
giving numerical tables. One sees very 
plainly that, conforming to theory, the curve 
of resonance flattens more and more as the 
measure of retardation increases. The maxi- 
mum amplitude is produced, with the mini- 
mum retardation, for which, however, the 
observations are less and less precise. With 
the greatest retardation we used, the maxi- 
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mum aplitude was not therefore more than 
one degree, consequently the difficulty of 
determining it with precision. 

It goes without saying, one could have 
pushed the study further in utilizing the 
method of Poggendorff by means of a 
mirror fixed to a movable plate; it did not 
appear as though that presented great inter- 
est, the three curves obtained amply suffice 
to state exactly the phenomenon. 

B. Influence of the oscillations on the 
period T of the balance, therefore on the 
rate of the watch. 

The study of similar cases, unless abso- 
lutely comparable, permit of foreseeing in 
the principal lines the manner of its in- 
fluence. 

Suppose, for instance, the period T’ is 
O, that is to say, the way is rigidly fixed; 
its rate is normal, the period T of the bal- 
ance is that which is given in its construc- 
tion 0.4 sec. If we increase the length of 
the wire, the period T* of the whole is at 
first much less than T; the forced oscilla- 
tion is, as we have said before of very 
small amplitude; besides, the two  oscil- 
lating motions effect it somewhat in ac- 
cordance with phase; the difference of phase, 
if one prefers, is around zero. Under these 
conditions the period T of the balance is 
augmented; the watch slows up. 

Continuing to increase the length of the 
wire, T? approaches T; we approach reso- 
nance, the slowness of the watch increases 
to a very considerable value for small re- 
tardations. In the case observed, the great- 
est loss was around 15 min. and a half a 
day. 

If one passes resonance, that is to say if 
T’ becomes greater than T, the phenomenon 
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reverses in some way. The difference of 
phase passes sharply from zero to a value 
in the neighborhood of T. The balance and 
the watch oscillate then very nearly in op- 
posite phases, the period T of the balance 
is greatly diminished, the watch gains. The 
greatest gain that we observed was 18 min. 
24 sec. a day. 

As L continues to increase, T* departs 
more and more from T and remains greater 
than it, and the period approaches the nor- 
mal value. 

It goes without saying, that with the 
method used we cannot pursue the study of 
the curve of variation until T= ©, 
which would assume infinite length of the 
suspension wire. We have overcome the 
difficulty in the following manner: Say 
that the period T* is infinite, that is to say, 
that the moveable apparatus (watch and 
its support) is not subject to any directing 
couple, and is consequently free to turn, 
being submitted only to frictions. We have 
realized this condition in constructing (Fig. 
3) a small horizontal plane fixed on a 
vertical steel arbor, whose lower end termi- 
nates in a sharp point, rests on a tempered 
steel cap. A ring supported by three feet 
keeps the axis vertical. 

If one puts the running watch on this 
apparatus, it assumes forced oscillations. 
The difference of phase is still nearly * 
and causes a gain. As the amplitude of 
oscillations is small, this gain, in the case 
studied, is in the order of 30 sec. a day. 
It furnishes then the value of T for T’= ©, 

(To be continued) 








From the Sublime to the Ridiculous 


“Did you quarrel with Jerry when he 
took you driving in his buggy?” 
“No, I held the whip hand all the time.” 
—M. I. T. Voo Doo. 
* * x 
Is he dumb? Listen, he wanted to get 
a double garage when his dad bought a 
twin-six, 
—Rice Owl. 
* * x 
Little Boy (running into church): I 
don’t see any rails. 


Decorator: Rails for what? 
Little Boy: Rails for the bride’s train 
to run on. 


—Texas Ranger. 
x * x 
Cuthbert asked us the other day how 
long girls should be loved. “The same as 
short girls,” we told him, “and stand on 
a chair if you have to.” 
—Williams Purple Cow. 
* * x 
The nerviest man in the world is the bird 
who went around to the stage door after 
the show and tried to get back the pennies 
he threw at the actors. 
—Wisconsin Octopus. 
xk *k x 
“What a large O. D. handkerchief you- 
have!” exclaimed the flapper who was 
visiting an army camp. 
“Handkerchief nothin’!” said the soldier. 
“That’s my Pup tent!” 
—Ga. Tech Yellow Jacket. 
* * * 
“Walking to reduce, girlie?” 
“No! Reduced to walking.” 
—Stanford Chaparral. 
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DAMM Repairs Everything 


and does it Better and Quicker—Yet it costs no more 
38 YEARS’ EXPERIENCE IS AT YOUR SERVICE 








There is nothing in jewelry repairing or making All artcles covered by special insurance policy. 
that we cannot do—Special order work, class Two of the best burglary alarm attachments on 
rings, fraternity pins, medals, Lodge jewels, and all of our safes 

plating of all descriptions GIVE US A TRIAL 
Established 1889 CHAS * F. DAMM, Inc. H.B. Colgrove, Pres, 
es eee BUFFALO, N. Y. 














TheC. G. BRAXMAR CO. 


242 W. 55th St., New York City 


Fraternal Emblems | | Compend of Diseases of 


Medals and Class Pins . 
Fire and Police Badges the Kye and Refraction 











Made to Order Goods our Specialty By Gould and Pyle. Including Treatment and Opera- 

Forty-four years of satisfactory service to an increasing tions and a Section on Local Therapeutics. With For- 

number of customers. mulae, Useful Tables, a Glossary and 111 illustrations, 
Our facilities for manufacturing and designing are at several of which are in colors. Price, Cloth, $2.00 


your service. 
Write for Emblematic or Badge Catalog 

















Make More Money ‘i> Hoke-Jewel! 


Whether you do special order work—or 
simple repairs—whether you run a large 
jewelry factory—or a small repair shop, 
the wonderful Hoke-Jewel soldering outfit 
will save time, money, labor, and material 
on every job. 

The Hoke-Jewel makes better jewelry, 
in less time—because it uses oxygen and 
gas, and no blower is needed. ‘ 
It solders platinum, gold, white gold, silver, bronze; 
welds—makes rings seamless; melts, brazes, anneals; ZIRCON’S 


The Optical Publishing Company 
11 John Street : : : : New York 











Direct from Mines in India, Ceylon and South America 








broad or thin flame;—regulated at a touch. wie dei aisiebian Mies 
Expert Diamond Cutting and Lapidary Works 
™ 22 Albany St., Ask for free 
Cc. tens York Circular C. S. F. J. ESSIG and MENG CO. 
Co-operating with Jewelers’ Technical Advice Co. 45 Yeases ta eee H. State 8t., Batler Bids. Chicago, Tl. 




















The Protection Ring Guard 


For thin rings get our num- 

ber 0. It is a new addition 

to our regular sizes. 

The Lion Safety Pin Clutch Co. 
Pat. Feb. 2, 1917 20 W. 22nd St., New York Pat. May 2, 192 





NYES OIL 


for 50 years the Standard Lubricant 
for Watches and Clocks 


Buy of Your Jobber 











Assayers— Chemists 
to the Jewelry Industry 


LUCIUS PITKIN, Inc. 


47 Fulton St. New York, N.Y. 
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[Patents Granted by the United States and 
the Registered Trade-Marks] 








UNITED STATES PATENTS 





Issue of June 7, 1927 


1,631,136. VANITY CASE. NatTHANn Kaspan, 
Bronx, N. Y. Filed Sept. 25, 1925. Serial 
58,571. 4 Claims. 


A vanity box comprising, two telescopic sections, 
a front section and a rear section, the rear section 
consisting of a disk portion and a cylindrical por- 
tion, the front section consisting of a ring portion 


30, * 43 


Paw 
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and a cylindrical portion, a mirror for closing the 
opening in the ring portion, and means holding 
the mirror in position against the ring portion, 
each cylindrical portion being provided with holes 
adapted to register when the two sections are turned 
relatively to each other, and co-operating means on 
the cylindrical portions for detachably holding the 
sections of the box together. 
1,631,232. CANDELABRUM. STEPHEN SZIGETHY, 
New York. Tiled June 7, 1926. Serial 114,127. 
2 Claims. 
A candelabrum having arms composed of flat 
links provided with polygonal openings in combina- 
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into said openings and 
adapted to secure the links in different angular 
Positions with respect to each other. 


1,631,246. BAR CUFF LINK. Epwarp Foster 





Crark, North Attleboro, Mass. Filed March 

11, 1926. Serial 93,881. 4 Claims. 
In a bar cuff-link, a bar having a riveting tang 
at one end; a slotted anchor plate secured to the 
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bar by the riveting tang; a face plate; a crimped- 
in rim element around the face plate and the anchor 
plate, securing them in operative relation. 


1,631,588. VANITY CASE. Leste J. Green- 
wALp, Chicago. Filed Dec. 13, 1926. Serial 
154,331. 2 Claims. 


A vanity case in which is provided a loose ma- 
terial compartment having one side formed by a 
sifter plate wherein are parallel slits with inter- 
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vening bars extending angularly in parallelism in 
a single direction whereby to present upper and 
lower edges sharply to the associated contents, and 
means whereby to press a body of loose material 
against one set of edges of such angular bars, 
substantially as described. 


1,631,780. DISPLAY CHEST FOR SILVER- 
WARE, Atpscxk L. Ze1tunG, Meriden, Conn., 
assignor to International Silver Co., Meriden, 
Conn. Filed Sept. 3, 1926. Serial 133,344. 6 
Claims. 

A display chest for pieces of silverware having, 
in combination, a body having end walls and front 
and rear walls, a suppert for silverware having one 
edge hinged to the upper edge of said front wall 
to permit it to be swung, inwardly into substantially 
horizontal position and to permit it to be swung 





outwardly from said body, and a second support 
for silverware having one edge hinged to the outer 
edge of said first-mentioned support so as to permit 
it to be swung downwardly upon the upper edges 
of said end and front walls when the first-mentioned 
support is in closed position, and having upstand- 
ing front, rear and end walls, and a cover adapted 
to extend over the upper edges of said upstanding 
walls, both of said supports having holders for 
silverware thereon which are arranged on the top 
sides thereof when said supports are in open 


position. 
1,631,824. SAFETY CATCH. Percivar W. 
Jones, Warwick, R. I., assignor to Louis 


Stern Co., Providence, R. I. Filed Aug. 20, 
1926. Serial 130,447. 6 Claims. 
In an ornamental chain, including terminal links, 
a compressible part carried by one of said links, 
and a catch part carried by the cther of said links 
and engageable with the compressible part when 
16 





So re 
non-compressed, a finger-piece carried by said com- 
pressible part for operating the same, a yoke hav- 
ing arms hinged to the sides of one of the terminal 
links of the chain and swingable over the finger- 
piece to prevent manual manipulation of the finger- 
piece for detaching the terminal links of the chain. 


1,631,880. ‘TUD-AND-SOCKET- TYPE FAS- 
TENING. Tuomas Morton, Moseley, Eng. 


eet | 
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Filed July 8, 1926. Serial 121,188, 
Great Britain July 15, 1925. 3 Claims. 


In stud and socket type fastenings of the kind 










and in 
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specified, the combination comprising a two piece 
expansible element, resilient means for connecting 
the two pieces of the said element, and an axially 
movable pin whereby the operative ends of the 
said pieces can be expanded, said pin being formed 
with a swelling, and a wire spring adapted to 
engage behind said swelling in either of the two 
positions of the pin. 


1,631,912. CUFF BUTTON. Georce W. Brown, 
Marietta, Ohio. Filed Sept. 25, 1925. Serial 
58,638. 1 Claim. 


A button of the character described comprising a 
base, a shank associated therewith and including 
relatively movable parts, each part having a V-shaped 
groove longitudinally thereof, said grooves unitedly 
defining a socket square in cross~section and at the 
opposite sides of*the shank, and having openings 
beneath said socket, a head including a squared ex- 





tension adapted to be received by said socket whereby 
said head is capable of being rotated with relation 
to the base, said extension co-operating with said 
grooves for holding said head fixed with relation 
to the base in a given position, and an enlargement 
carried by the lower end of said extension and 
operating in said opening, and holding said head 
against casual separation from the shank. 


1,631,946. EXPANSIBLE LINK BRACELET. 
Wittiam C. Boots, Attleboro, Mass., assignor 
to Guyot Bros., Attleboro, Mass. Filed April 
7, 1926. Serial 100,370. 8 Claims. 


In combination with a bracelet having attaching 
means on its ends, a connecting member, means on 
the connecting member for engaging and holding 
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said attaching means against lateral movement, one 
of said means being hollow to telescopically receive 
the other, means carried by one of said means to 
adjustably latch same to the other, and means car- 
ried by the said other means to engage the latching 
means, 


DESIGNS 


72,786. SPOON OR SIMILAR ARTICLE. 
Ernest T. Becx, Meriden, Conn., assignor to 





International Silver Co., Meriden, Conn. Filed 
Feb. 14, 1927. Serial 20,750. Term of patent 
7 years. 


72,795. FINGER RING. Samvet GrossSMAN, 








New York, assignor to Kel Klebanoff & Gross- 
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man, New York. Filed April 15, 1927. Serial 
21,609. Term of patent 3% years. 


72,796. FINGER RING. 
New York, assignor to Kel Klebanoff & Gross- 
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man, New York. Filed April 15, 1927. Serial 
21,610. Term of patent 3% years. 


72,797. CLOCK CASE. James Kernes, Chicago, 
assignor to Kernes Mfg. Co., Chicago. Filed 





Noy. 19, 1926. Serial 19,777. Term of patent 
3% years. 
72;805. FINGER RING. AsraHAM SHIMAN, 





Newark, N. J. Filed April 5, 1927. Serial 
21,464. Term of patent 3% years. 


72,806. FINGER RING. AsraHam SHIMAN, 





Newark, N. J. Filed April 5, 1927. Serial 


21,465. Term of patent 3% years. 
72,807. FINGER RING. AsRraHaM SHIMAN, 





Newark, N. J. Filed April 5, 1927. Serial 


21,466. Term of patent 3% years. 
72,808. FINGER RING. AsraHaM SHIMAN, 





Newark, N. J. Filed April 5, 1927. Serial 


21,467. Term of patent 3% years. 
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The following trade-marks are published in com- 
pliance with Section 6 of the Act of Feb. 20, 1905, 
as amended March 2, 1907. Notice of opposition 
must be filed within 30 days of this publication. 

Marks applied for “under the ten-year proviso” 
are registrable under the provision in Clause (b) 
of Section 5 of said Act as amended Feb..18, 1911. 

As provided by Section 14 of said Act, a fee of 
$10 must accompany each notice of opposition. 


Ser. 229,057. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Samstac & 
Hitper Bros., Inc., New York. Filed March 
23, 1926. 

No claim is made to the word ‘Necklace’ apart 


from the mark shown. 
=k 


Ls he 
JOAN DARC 
NECKLACE 
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Particular description of goods.—Necklaces and 


Bracelets. 
Claims use since about Feb. 23, 1926, 


Ser. 234,253. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Conn & 
RosENBERGER, Inc., New York. Filed July 7, 
1926. 


GROTTO BLUE 


Applicant disclaims any exclusive right to the 
word “Blue” apart from the mark shown in the 
drawing. 

Particular description of goods.—Pearls, Pearl 
Necklaces, Brooches, Bar Pins, Pins for Dress 
Ornaments Made Wholly or in Part or Plated with 
Frecious Metal, Ornamental Hatpins, Ornamental 
Pins and Buckles Made Wholly or in Part or 
Plated with Precious Metal for Decorating Hats, 
Ornamental Shoe Buckles Made Wholly or in Part 
or Plated with Precious Metal, Necklaces, Bead 
Necklaces, Bracelets, Earrings, Hair Ornaments 
Made Wholly or in Part or Plated with Precious 
Metal, and Finger Rings. 

Claims use since Feb. 15, 1926. 


Ser. 236,743. (CLASS 27. HOROLOGI7AL IN- 
STRUMENTS.) Wirttam L. Giisert CLock 
Co., Winsted, Conn. Filed Sept. 1, 1926. 

No claim is made to the exclusive use of the 
word “Gilbert” apart from the trade-mark shown. 


Gilbert 


I8O7 


Particular description of goods.—Clocks. 
Claims use since Aug. 11, 1926. 


Ser. 244,601. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) S. Bruner, Inc., New York. 
Filed Feb. 19, 1927. 

The cross lining upon the bands radiating from 
the representation of a watch upon the word 
“Brunvil” indicate shading only and not color. No 
claim is made for the words, “The Last Word in 
Watch Standardization,” nor to the representation 
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of a watch apart from the mark 


“ shown ; 
drawing. n the 








Particular description of goods.—Watches. 
Claims use since about Feb. 15, 1927. 


Ser. 245,860. (CLASS 28. JEWELRY AND 
PRECIOUS--IETAL WARE.) Pr Kappa Puy 
Fraternity, Charleston, S. C. Filed March 
16, 1927. 

The trade-mark consists of the Greek letters “II 
K ¢.” The exclusive use of the scroll on which 
these letters are shown is disclaimed except in con- 
nection with the trade-mark as shown. 





Particular description of goods.—Fraternity Pins, 
Badges, Lapel Buttons, Cuff Links, Tie Clasps, 
Charms, Finger Rings, and Belt Buckles, All Made 
of or Plated with Precious Metal. 

Claims use since April 22, 1905. 

Ser. 246,888. (© ASS 27. HOROLOGICAL IN. 
STRUM.:NT*.) CuHicaco Marit Orver Co., 
Chicago. [Iiled April 4, 1927. 


R. F. D. 


Particular description of goods.—Clocks and 
Watches. 


Claims use since March 3, 1926. 


Issue of May 10, 1927 (continued) 
Ser. 244,753. (CLASS 27. HOROLOGICAL IN. 
STRUMENTS.) Drier Watcu Case Co., Inc., 
New York. Filed Feb. 23, 1927. 
The word “Venice” is disclaimed apart from the 
mark shown in the drawing. 
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VENICE 
Particular description of goods.—Watches and 


Parts Thereof. 
Claims use since about August, 1926. 
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Ralph Cheyney has been added to the staff 
of the New Haven Clock Co. He assisted 
Charles P. Catlin for five years on the staff 
of the Remington Arms Co. and has now 
rejoined his former associate, having started 
work on June 1 in the sales, advertising 
and publicity department of the New Haven 
organization. Mr. Cheyney recently handled 
publicity for the Remington Co. Before be- 
coming associated with that concern Mr. 
Cheyney had varied advertising, publicity 
and newspaper experience, his latest post- 
tion being Advertising Service Chief of the 
Washington, D. C. Post. He is the author 


of a book on advertising, “Hints of How 
to Advertise.” 














